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THERE’S a heap of power and 
long-lasting willingness to work in 
Eveready Columbia Dry Batteries. 
Crammed full of chemical energy 
eager to turn itself into electricity at 
your bidding, but resting calmly, 
saving their strength, until you 
press the button or close the switch. 
Between jobs these handy helpers 
restore their vigor. They certainly 
do last longer, much longer than 
you expect if you have never before 
used them. There is an Eveready 
Columbia dealer nearby. 
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advertising, will make 1926 unusually 
profitable to the salesmen who sell 


THE same powerful, consistent adver- 
tising which has always been part of 
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our sales plan will continue during 
1926. It is going to be a tremendous 
help to you in selling Eveready 
Columbia Dry Batteries to your deal- 
ers. During the year there will be put 
into circulation in 57 popular maga- 
zines and class papers read by battery 
users, no less than one hundred and 
forty-three million forceful Eveready 
Columbia printed sales messages. The 
actual total circulation among con- 
sumers is 143,873,450 copies. Eveready 
Columbia quality, backed by this 
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EW YEAR RESOLUTION. 

Throughout the year 1926 I am 
going to make it my personal duty to 
send to THe Joprer’s SALESMAN all 
of the news about any interesting 
events that transpire in connection 
with my company. If we hire a new 
man, if my boss makes a speech at a 
public gathering, if my sales man- 
ager has a fit, if the house does a par- 
ticularly good job of merchandising 
in some direction, if the warehouse 
burns down, if we put in a new sys- 
tem or add a new wrinkle that makes 
the handling of routine business more 
simple, if I get engaged, get married, 
get sick or if the small pox breaks out 
in our stock room, I am going to let 
THE Jopper’s SaLEsMAN know about 
it. 

I realize that one of the most inter- 
esting features of the one and only 
publication devoted to our industry is 
this news of jobbers the country over, 
so I am going to do my share by 
sending in some snappy stuff. Hav- 
ing thus performed my duty in 1926, 
then, and only then, will I be in a po- 
sition to kick if I think that the pub- 
lication does not have as much news 
about my particular section of the 
country as I think it should have. 


. ” * 


HOMAS G. GRIER, better 

known throughout the electrical 
industry as Tom Grier, has some very 
positive ideas about the importance of 
saving money and investing it prop- 
erly. He has written a number of 
short but thought inspiring articles on 
the subject, a la Arty Brisbane. These 
will be used on the Editor’s Page from 
time to time, and you'll find one there 
this month—“The Hustling Hundred.” 
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MATTHEWS 





SCRULIX ANCHORS 


Easy to Install 
Cannot Creep or Crawl 


In every issue of the Electrical World, Journal 
of A. I. E. E., Electric Light and Power, Journal 
of Electricity, Telephone Engineer and Railway 
Signaling your customers are seeing full page 
advertisements of Matthews Scrulix Anchors or 
Matthews Fuswitches. This campaign is supple- 
mented by direct mail advertising. You can reap 
the benefit from this effort by mentioning Mat- 
thews products to your trade. They are well 
known, well advertised. 


Matthews Scrulix Anchors have been in use for 
many years and are gaining favor. They come 
in one piece, ready to install. No matter whether 
they are installed in hard pan, adobe or swamp 
these anchors are equally efficient. The time it 
takes to install a Matthews Scrulix Anchor is 
much less than for ordinary anchors and their 
holding qualities are enormous as the anchor 
rests in practically undisturbed earth. In severa! 
severe tests the rods have parted, but the Scrulix 


Anchor didn’t budge. 


For many years the following Matthews products have been 
in use by the electrical and allied industries: 


Matthews Scrulix Anchors Matthews Guy Clamps 


. Matthews Telefaults 
Matthews Fuswitches Matthews Slack Pullers 


Matthews Disconnecting Matthews Adjustable Reels 
Switches Matthews Teleheights 
Matthews Cable Clamps Matthews Lamp Guards 


W. N. MATTHEWS CORPORATION 


3712 Forest Park Blvd. St. Louis, U. S. A. 




















MATTHEWS ADJUST- 
ABLE REEL 


For both ‘pay out and take 
up. Fits any size coil and 
Saves expense of wooden 
reels. As only one man is 
needed to operate, the 
Matthews Adjustable reel is 
not only a great conveni- 
ence but pays for itself in 
reduced labor costs. 


+ 
\ 


2) 
‘ 


@ 


NTE ‘a TS AT as 


MATTHEWS SLACK 
PULLER 


Takes the place of block and 

. tackle for pulling the slack 
out of wires, messenger and 
guy strands. A ratchet han- 
dle operates worm gears and 
lead screw. No slack is lost 
in deadening as the Matthews 
Slack Puller holds the strain 
to the exact point it has been 
pulled. 
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MATTHEWS TELE- 
HEIGHT 


Type C Matthews Teleheight 
tells the height in feet of any 
object within a range of 75 
feet. A great convenience for 
pole using companies to 
quickly figure wire clear- 
ances. 
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Editor’s Page 


The Year of Years 
66 4 HE memory of a pleasant event is a 


continuous happiness. After the event 
the mind repeats a joyous excursion.” 

So says Opie Read. 
If we consider the year 1925 as an event and 
permit our minds to wander back over the 
twelve months now a matter of history, 
there is no reason why the excursion as a whole 
should not be a happy one. Taken altogether, 
it was a successfil year. After a backward 
start, great business activity took form and in 
the last few months of the year there was a 
perféct avalanche of buying in almost every 





direction that piled up record after record in 
the jobbing business. 

We face 1926 with a hold-over of this pros- 
perous condition and with every indication 
pointing to the year of years in our industry. 
The year 1926 is born with a golden spoon in 
its mouth, 

Here’s to 1926 and your prosperity. May 
it measure up to your fondest expectations. 

* * % 
The Hustling Hundred 
WISE man said, “We seldom plant a 

A tree until we are to old to see it grow.” 

A young man ofttimes fails to save 
because he figures that some time in the future 
he will make a stake and anyhow he has his life 
before him, so why worry? 

Then comes the day when the years of youth 
have sped by and he finds that the effervescent 
pleasures and joys of youth are but memories, 
and the treadmill of earning for an existence 
with not much to spare stares him in the face. 
He realizes he is so old that he cannot live to see 
the tree grow. He may begin to plant the seed 
of saving, but he sees his days of work are grow- 
ing near a close. 

Now is the time to start. In the language of 
the gardener, water and cultivate this hundred 
dollar plant and take comfort in making it grow. 

Had he started when he was full of pep and 
put 100 dollars in a six per cent public security 
stock and each year added another hundred and 
the dividends of the stock, in 12 years he would 
have an income of 100 dollars a year—just two 
dollars a week saved. 

But when the first hundred has been planted 
and the spirit of the idea has taken hold, make 
the first hundred hustle by increasing the yearly 
investment. Put more than one hundred away 
each year and do not stop at twelve years. 


- his powers of production. 


Guarding Ciics Workers’ Health 


AN, to stay at the top of his productive 

M powers, must stay at the top of his vi- 

tality. The moment that a sag occurs 

in his energy—mental or physical—down go 

The obvious deduc- 

tion is, that a man’s vigor is an asset to his em- 
ployer. 

Investigation has disclosed that one of the 
most depressing agencies on man’s vitality and 
energy is bad air. When no other cause for 
lack of vigor or “pep” could be discovered, a 
deeper inquiry revealed that poor air conditions 
in which the man worked was the thing that low- 
ered his productive abilities. The answer, if 
one need be given here, is simple, one that we 
learned in our grade school physiology: <A 
sturdy fast moving blood stream is the energiz- 
ing force in the body, and the course of the 
blood’s energy lies in pure, fresh air, our lungs 
acting as the purifying plant. 

Employers are coming to realize more and 
more the necessity of proper office ventilation. 
Experience has taught them that an office at- 
mosphere kept free of foul or stagnant elements 
is not only a healthier place in which to work, 
but also a place in which better work can be 
performed. 

Clean and pure air not only invigorates the 
mind and body, but it also has a sort of an in- 
spirational effect; it makes a man throw back 
his shoulders, roll up his sleeves and plunge 
into his work whole heartedly. 

Not only does he turn out more and better 
work in an office filled with fresh air, but he does 
it with less effort, and is less fatigued at the end 
of the day than if he were in close and stuffy 
quarters. 

Aside from the economy and practical value 
of fresh air, the necessity of pure air from a 
hygienic or health standpoint must be consid- 
ered. Statistics from many sources point to 
the fact that pulmonary diseases in a great ma- 
jority of instances owe their inception to bad 
air conditions. And the value that the medical 
profession sets on fresh air is attested by the 
primary order that every physician issues to the 
one in charge of the sick room—to keep it full 
of fresh air. 

Realizing the importance of fresh air, em- 
ployers are deserting the practice of window 
ventilation and its attendant dangerous drafts: 
instead, they are installing propeller exhaust 
fans which are motor driven. 
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Switches 
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FOR “TUMBLER” REQUIREMENTS: 
NO. 8601 SQUARE 


Has the famous feature of the 
Balanced Movement; puts the user 
in touch with quality he can feel. 
Most quiet, easy-throw mechanism 
in any Tumbler; most positive 
action. Exclusive in looks and in 
“‘works’’, but competitive-priced. 





FOR GREAT SERVICE-LIFE: 
“2081’’ PUSH SWITCH 


The ‘‘Old Reliable’’ for quiet, 
enduring service. Buttons press 
with an even tension; no more 
resistance near the end of the 
stroke than at the beginning. No 
jar as the contacts meet. Maximum 
value at medium price. 








HeH Flush Switches—Up Front 


FOR THE COSTLY EDIFICE: 
“GOLD STAR’? PUSH 


For de luxe jobs needing every 
refinement of fine artisanship. 
Works with the lightest of touch 
and complete lack of jar. Called 
“Silver Star’’ when ordered with 
luminous push-button. 





FOR SHALLOW PARTITION WORK: 
“NUTMEG” 4401-S. 


Leading all switches in number 
installed; leading all competitive- 
price switches in sturdiness. Good 
enough so the low-bid jobs may 
still have high-grade switches. 
Your HEH Catalogue has a// the 
data on the “Up Front’? numbers 
in switch-selling. 





THE HART 6 HEGEMAN MFG.Co. HARTFORD. CONN. 
Makers of Electric Switches since 1891. 
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“Putting Over” the Red Seal Plan 


Organization, Methods and Results in a Typical City—Function of the Job- 
bers and Jobbers’ Salesmen and Their Importance as Sales- 


men of the Red Seal Idea 
By J. H. VAN AERNAM 


Manager, Electric League of Pittsburgh 


HEODORE ROOSEVELT said that “Every man 

i owes some of his time to the upbuilding of the 

profession to which he belongs,” and in Pittsburgh 

the electrical men are giving that time to their Electric 
League, and its welfare. 

For many years, like all 


such activities as the Better Home Lighting Contest. 
The Red Seal Plan, however, demanded reorganiza- 
tion as to the operation of the League, a manager was 
required to give his entire time to the Plan, finances for a 
year were necessary with 
definite plans as to the fu- 





other Leagues, this League 
functioned only as a lunch- 
eon club, yet if a national 
movement with a local ap- 
peal, like the recent Better 
Home Lighting Contest, was 
suggested its members were 
quick to organize its com- 
mittees, arrange proper 
finances and carefully launch 
the activity, unselfishly sac- 
rificing their time from their 
own business to attract pub- 
lic attention to the industry. 

Through the years of as- 
sociation these men have 
learned to know each other 








by the manager of its 
Electric League, not 
only holds great en- 
couragement for the success of the move- 
ment nationally but contains 
suggestions as to organizing for and 
perfecting the Plan. 
executives, jobbers, contractors, and local 
inspectors have been brought together in 
the solution of a common problem—how 
to serve the public better. 


yy am oe é b 1 -t 

ITTSBI RGH ture Therefore, a uage 

Se Aahiads ‘wieiaieae committee was formed to 

th h R d Seal draw up estimated expenses 

with t - sa Oe for newspaper and direct- 
Plan. This account, 


mail advertising, material to 
be secured for the operation 
of the Red Seal manager’s 
salary and expenses and 
office overhead. At a special 
dinner, the directors ex- 
plained the Red Seal to the 
members, and presented the 
budget and that same even- 


helpful 


Central station 


ing not only was the plan 
accepted, but 
amount of the 


unanimously 
the entire 
budget pledged and it is 








better, and in this mutual 
understanding was fostered 
a confidence in their ability to do bigger things, so when 
the Red Seal Plan was presented by the Society for 
Electrical Development it can easily be seen why this 
League was among the first to apply for a license. 
Here was not an activity of short duration, with the 
ever-lacking “follow through.” It was permanent, last- 
ing, which would grow like the rolling snow ball gaining 
in momentum by increased size and speed, and what a 
background for its introduction to the public the League 
had unconsciously formed with its Electric Homes, and 


worth mention that pay- 
ments have been most 
prompt. The Plan was assured of success in Pittsburgh. 


The entire program is smooth in its operation and suc- 
cessfully working out, and great credit must be given to 
the jobber group for their part; yet to know the friendly 
spirit which exists locally among them makes their in 
terest easily understood. 

Pittsburgh was fortunate. first, in having W. I. Bick- 
ford (recently elected vice-president of the League) as 
a director of the Society for Electrical Development who 


brings to us first-hand “home office” ideas. For years Mr. 
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Bickford who is secretary and treasurer of the Iron 
City Electric Co., has helped in the financing of the 
League’s activities and in the preparation of the budget 
he gave most valuable advice. 

G. P. Hill, president of the 
Doubleday-Hill Electric Co., an- 
other jobber director is one of 
the hardest workers in the 
League and as chairman of that 
committee which secured the 
pledges for the fund did a 100 
per cent. job. 

The treasurer of the League 
is also a jobber, Ludwig Hom- 
mel, president of Hommel & 
Co., and from the various other 
jobbing houses are executives 
and department heads working 
as members on committees. The 
jobbers are indeed an influence 
in this great co-operative move- 
ment and it is appreciated by 
the other groups. 

In the Pittsburgh district are 
two large public utilities—the 
Duquesne Light Co., serving 
Allegheny County, in which 
Pittsburgh is located, and 
Beaver County, and the West 
Penn Power Co., with lines ex- 





What has been the result? Contractors, the local fire 
underwriters’ inspectors and executives of the local light 
company have been brought together with a common 
problem—how to serve the 
public better. There is keen 
competition among the co- 
operating leagues to see which 
has the most Red Seal houses— 
already three Electric Homes 
have been displayed and fea- 
tured as Red Seal with adver- 
tising and publicity spreads 
which could not be duplicated 
in Pittsburgh because of the 
excessive cost of space, and out 
of their meetings and in their 
efforts a closer allied industry 
is being cemented with greater 
opportunities to serve collec- 
tively. Red Seal may mean to 
some more wire, sockets, recep- 
tacles, switches and loom, but 
in those seven co-operating 
Leagues it represents co-oper- 
ation not influenced by financial 
gain, but a something which will 
bring for those in the industry 
a greater respect from the 
community and this in turn en- 
courages a higher regard on the 


tended through the surrounding Example of the Effective Newspaper Advertising part of themselves for their fel- 


counties. Inasmuch as this ter- 
ritory Was covered by the job- 
bers’ and manufacturers’ sales- 
men it was naturally included in our Red Seal license. 

The public utilities had proved their willingness to co- 
operate, but to properly give their customers the benefit 
of the Red Seal Plan in so great a territory presented a 
problem. It was answered by the organizing of seven 
co-operating leagues, each with its own officers and a rep- 
resentative elected into the parent league. 


That is a en ne — Public on the low workmen. 


If in Pittsburgh proper we 
could get the electrical con- 
tractors to even seen the cold side of the Red Seal—more 
business—the great stumbling block which now presents 
itself would be removed. Dinners do not appeal, letters 
are not read, it means personal contact, and so to the 
jobber salesman we must turn to put the story over. Who 
is better fitted for the undertaking? He is the man in 
daily contact with those who (turn to page 92) 
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i _ Outlet at foot of stairs in basement may be omitted if stairs are open and weil illuminated by another light. Beiech to be located ot head of Eascenent otaira, 





_ Special circuit of not less than 12 A W G wire terminating in a suitable receptacte of 20 ampere capacity (See note 2 below). 
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__| Separate Bells 3 sh buttons located at all outside entrances, shall be installed: with (oanalosmer er suitable 





























_ A Deep Closet is an encinsed space with door, the depth of which is 24 inches or more from door to wall. 





Landings 
__ Toran = | | 

















| 
1] 
ee -— 
| | i | This applies to landings over 40 square feet. » 
| | 

















Service Mams Three No. 6 AWG Wires ia 14" Conduit | See Note 3 below: 





Service Switch __ | 60 Ampere, 3 pole, 250 volt Switch oes & ‘The type to be acceptable to the Electric Service Company. 














Spare Circuits | One for each five or fraction thereo! existing cireuite | See Note 4 below : 





The National Red Seal Plan to Assure Convenient Electric Service—Minimum Red Seal Specifications 
for Average Homes 
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New Lamps for Old 


What the New Mazda 25-Watt Lamp Means in the Way of Advantages to 
the Trade and the Public—The Jobbers’ Salesmen Can Make 
or Break the Brilliant Program 


By W. E. UNDERWOOD 





ter, is a real job. 


new lamps. 





AWayoyere 


HANGING an Established. Buying Habit; getting the public to give up 

something known for years for something else, no matter how much bet- 
The jobber’s salesman will just naturally have to render 
first aid for the inevitable growing pains that must result in introducing the 








NCE upon a time there was a simple lad named 
QC) Aladdin and he had a lamp and a wife. This 

boy Aladdin could do quite some stunts with this 
lamp, but he didn’t tell his wife, wherein he showed 
more than his usual small fund of wisdom. Anyhow, 
this lamp was kicking around in the basement and a wily 
bird who wanted it went around and offered friend wife 
“new lamps for old” and got the treasure. 

Now that 1 mention it, you probably remember that 
this story was on the front page of the newspapers back 
in 5631 B. C. 

Something like that is going to happen in a lot of 
homes in 1926, the only difference being that the good 
wife is going to throw out her old lamps and replace 
them with the new Mazpa lamps and while the old lamps 
will not be worth the bother of picking up, you are going 
to cash in on the replacement just the same. 

Last July the makers of Mazpa lamps put on the 
market a brand new 25-watt lamp, frosted inside, with 
a new bulb shape and filament construction. In Novem- 
ber they followed with a 100-watt lamp of similar design. 
Early this year the complete line of five lamps will be 
available, consisting of inside frosted Mazda lamps of 
25, 40, 50, 60 and 100-watt sizes—a complete assortment 
of lamps for home or general lighting service. Their 
faith in the new line of lamps is so great that they are 
no longer going to manufacture previous types of lamps 
which may be replaced advantageously by the new line 
of lamps. In brief, the new line of lamps will replace 
45 lamps of older type. It takes a lot of faith to make 
such a radical step. Let’s see what the manufacturer 
has up his sleeve to justify his action. 

Primarily the lamp makers are very sure that they 
have produced a new lamp that is decidedly a better lamp 


tLan they have ever made before—a lamp that gives the 
user better value for his money. That is pretty sound 
doctrine. If the new lamps do that the policy of getting 
them into use as quickly as possible is worth an effort 
and ought to succeed. 

The idea of producing a lamp frosted inside is not 
new. Lamp folks have been trying to do it for 20 years 
and always when they got through the resulting lamp 
was so fragile that it broke if anybody sneezed in the 
same room with it. 

Only in the last two years has this difficulty been 
licked, and it is an outstanding achievement. An outside 
frosted lamp, brand new and without a speck of dust or 
dirt on it absorbs something like 10 per cent of the light 
—simply bottles it up so that it never gets to the lamp 
user. Let this same lamp be in use for a few weeks so 
that it collects a film of dust on the roughened outer 
surface—a dust coating that can’t be entirely cleaned 
off—and the light absorption is nearer 20 per cent than 
10. Frost the lamp on the inside, however, and the ab- 
sorption of light is not 10 per cent. Surprisingly, it is 
less than two per cent. 

See what it means: a diffusing lamp which softens the 
light and cuts down glare but which is practically as 
efficient as a clear bulb lamp as a producer of useful 
light. And the lamp attracts no more dust than a clear 
bulb and is as easily cleaned. 

The reason why the absorption is less than two per 
cent for an inside frosted lamp and 10 per cent for an 
outside frosted lamp can be demonstrated, but it takes 
three physicists and seventeen charts to do it and an Fin- 
stein and a couple of Steinmetzs to understand them when 
they get going good. 


Never mind that. It’s a fact just the same and you 
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can see it when you look at the lighted lamp and compare 
it with an outside frosted lamp of the very same wattage. 
But that isn’t all the advantages. The 


the old pure white ones.” 
first and superficial prejudice is a part of the educational 


To overcome this possible 


job that confronts the electrical industry. 





new lamps are actually stronger mechanic- 
ally than the old ones—something like 10 
times as strong, due to the new bulb shape 
and particularly to the new filament con- 
struction. The amount of banging around 
they will stand makes Red Grange look like 
a weak sister. 

The new bulb shape in itself is a depart- 
ure from all previous practice in lamp de- 
sign. Always before lamps have _ been 
designed from the ‘inside out.” The con- 
struction of the internals of the lamp was 
determined and then a size and shape of 
bulb adopted to give the best results. But 
this time commercial and factory represent- 
atives of the lamp makers convened with 
artists, interior decorators and architects. Cleaned 
Said they, “Regardless of what lamp bulb 
shapes we have, what, from an artistic point 





of view and considering that it has to fit 





The new Mazda 
—Frosted on the In- 
side, Mechanically 
Strong, Easily 
and Ab- 
sorbing Less Than 
Two Per Cent of the 

Light. 


In a nutshell, the new lamp has six honest 
and great advantages and not a single real 
disadvantage in comparison with older 
types. 

1. It is diffusing and reduces glare. 

2. It is practically as efficient as a clear 

lamp. 

3. It is super strong and durable. 

4. It is easily cleaned. 

5. It is smaller and more pleasing in 

shape. 

6. It is neutral in color and harmonizes. 

The new lamps were introduced at a 
slightly higher price than the old clear blub 
lamps, but it is the aim of the makers of 
Mazpa lamps to put these lamps out 
eventually at no greater price than has been 
established for clear bulb lamps. They 
count on the standardization of just these 
five types replacing 45 previous lamps to 
turn the trick—to make possible rapid price 








in a lamp socket, is the ideal, the esthetic 
or artistically pleasing shape?’ And the artist chaps 
said, “Something that changes gradually from the straight 
parallel lines of the socket into a curve.” That threw 
out the round bulb lamp and the straight side lamp. 
Wooden models were then made of various shapes and 
they chose the shape now embodied in the new line of 
lamps. Then came the task of designing the internals 
of the lamp to fit the new bulb. It looked like a tough 
job, but happily it was not only solved but produced a 
stronger, better lamp than had been previously made. 
The color of the new lamps is pearl gray. Because of 
this neutral color and the fact that chameleon-like, they 
take on the tint of any background against which they 
appear, they are unobtrusive in the home. They blend 
with the decorative scheme of the room. Very likely, 
buyers will not sense this last advantage without having 
it pointed out. The customer may even say, “No, I 
don’t like those gray, dirty looking lamps. gimme one of 


reductions. The speed with which this 
desirable feature may become effective depends largely 
upon the selling co-operation received from jobbers and 
dealers in turning the public into buyers of the new lamps. 

Two sizes of the new line of lamps have now been in 
lamp agent’s stock for a little time. 

Dealers may be found who are enthusiastic about the 
new line and dealers may be found who can’t see it for 
sour apples. Running these attitudes down to earth 
usually indicates that the enthusiastic dealer either found 
no customers who objected to the gray appearance of 
the unlighted lamp or he was well enough posted to 
dispel this superficial and groundless unfavorable first 
impression on the part of the customer. The dealer who 
dislikes the new line and cannot sell it is invariably one 
who is unwilling or unable to explain to his trade why 
the new lamp is a better buy than the old one. Labor 
with him until he gets the right slant. 

One of the greatest advantages (turn to page 82). 





ge Ba 





N 1926, by no means forget “The 

Light Brigade”—General More Sales, 
Colonel Sign, Colonel Window Display, 
Major Direct Mail, Major Newspaper 
Ad, Captain Lamp Demonstrator and 
Lieutenant E Contract. 

Every member of the brigade repre- 
sents a factor of utmost importance in 
lamp sales. Through paying attention to 
these factors, every dealer may increase 
his entire business by properly merchan- 
dising lamps. The brigade will be seen in 
action by most of you in a one-reel motion 
picture film of the Westinghouse Lamp 
Co., at meetings of central station 
people, jobbers and dealers throughout 
the country. 
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a6 IF! 99 
How Much Is Enough Sales Effort? 


By THOMAS F. CHANTLER 


Of the Staff of the Society for Electrical Development 


OUBTLESS every electrical contractor and re- 
D tailer at times dreams of the added business he 

could do if only this or that condition were dif- 
ferent. Almost invariably, too, this ever present “If” 
has to do with shortcomings in the physical condition and 
setup of the business. If the location were different, or 
the windows were larger, or 


equally divided. Yet the sales score at the end of the 
period displayed just about the same variations that 
existed between the business standing of the exhibitors 
at other times. Therein was disclosed the only “if” that 
satisfactorily explains why one man does business in 
terms of dollars, another in terms of small change and 


yet another in terms almost of 





the neighborhood of a different 
character, and so on—then 
business would surely boom. 

It is very human to think 
and talk after that fashion, and 
few can throw stones upon this 
score without damage to con- 
siderable glass in their own 
But most electrical 
retailers, 


trade. 


the electrical 


houses. 
contractors aon d 
nevertheless, are sincerely seek- 
ing for ways and means to 
boost sales and are open to 
suggestions to this end. 

The experience of a certain 
group in staging an electrical of vour dealers. 
show several years ago, in a . 
community that had best be left 





> 


OU Jobbers 
the ambassadors of electrical 
Yours it is to carry the 
story of better merchandising to 


shrewd, older merchandisers in 
other lines are getting his cus- 
tomers’ money right and left. 
Help him to get his share. 
There are many facts in this 
article that will help you to in- 
crease the merchandising ability 


minus quantities. 

Such things:as location, size 
Salesmen are and lighting of windows and 
store, neighborhood competition 
and the character of the neigh- 
borhood itself do of course bear 
upon success or failure in busi- 
But the truly vital fac- 
tor after all, as was shown be- 


dealer. The 
ness. 


yond all possibility of argu- 
ment, is—men. What the men 
think, say and do—this is the 
only “If” that really counts. 

What in detail are the char- 
acteristics of this actually im- 
portant “If”? What difference 
was it between these exhibitors 





that led the public to dispose 





unmentioned, boils down to a 
single fact that is just the medicine that will inject new 
life into any backward electrical contracting or retailing 
business. It isn’t a pleasant dose for the proprietor of 
such a business to swallow, but the almost instantaneous 
improvement it will work in the state of the business 
makes it well worth taking. 

To get back to the electrical show, the management, by 
way of rendering the venture as attractive as possible to 
the exhibitors, permitted them the privilege of effecting 
sales of merchandise and wiring to the public that visited 
the show. Each exhibitor, naturally, anticipated reaping 
his proportionate share of whatever business resulted. 
And therein occurred the clew which, if followed per- 
sistently, will lead to bigger and better business. 

To begin with, it must be borne in mind that these 
exhibitors for once in their business experience were all 
en the same footing,—in making their bid for public 
patronage. The beoths were as nearly similar as they 
could be made, and because there were several entrances 
and exits to the building no signal advantage attached 
to any particular location or lot of booths. Each ex- 
hibitor enjoyed the same advantage as to general adver- 
tising and publicity and, most significant of all, they were 
all under one roof at one and the same time, appealing 
to identically the same lot of people. 

Now with advantages and opportunities so nearly equal 
it would have seemed quite correct to expect that the total 
volume of sales by the exhibitors also would be quite 





its patronage so unequally? 
Here we have Jones exulting that business had been 
good, Smith declaring that it had been just so-so, and 
Brown lamenting that there had been scarcely any busi- 
ness at all. 

Imagine yourself as the public in attendance at that 
electrical show. Here were exhibitors offering essentially 
the same line of electrical products and wiring service 
Why did you 
spend your dollars with the Joneses, your small change 
with the Smiths, and pass by the booths of the Browns 


without scarcely stopping for even a look? 


at much the same general run of prices. 


You know the answer right off, without having to think 
about it—the Joneses made the most effective bid for 
your patronage. Alive and on their toes, they were look- 
ing for business and sincerely desirous of being of real 
service to you. 
iems and displayed an understanding and sympathy with 
your point of view; knew their goods, too, and how 
to present them convincingly. Smiling and agreeable al 
ways, contriving to make the spending of your money a 
And they 
sent you away feeling decidedly well satisfied with your 
self for having bought, and particularly well pleased 


They took 4 real interest in your prob- 


rather pleasurable occasion, than otherwise. 


over having had the good sense to patronize the Joneses. 

It must have been that and just that, for the Smiths 
and the Browns had the same general line of goods and 
services on sale and at the same prices, or perhaps even 


slightly lower prices. Yet you patronized the Joneses. 
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There enters the real “If.” If the Smiths and Browns 
had treated you as did the Joneses your patronage would 
have been divided about equally between all three groups. 
But they didn’t. Even with everything equal as regards 
booths, prices, and so on, there yet was something dif- 
ferent that made the Joneses stand out. You felt that 
difference and responded accordingly, just as the public 
at large does. 

Presumably when the Smiths and Browns escaped from 
that scorching race with the Joneses and got safely back 
again into their little neighborhood grooves, they drew a 
great sigh and ejaculated: “Thank the Lord that’s over!” 
And that indeed expresses the great tragedy with regard 
to the electrical Smiths and Browns. They seem not to 
realize that in their own neighborhoods, perhaps next 
door or across the street, are the Joneses in other lines 
of trade—shoes, groceries, hardware, furniture, auto- 
mobiles, and so on—ever striving in their brilliantly sure 
way to attract the dollars of the community into their 
own cash registers and succeeding accordingly. 

Indeed, so accustomed have the electrical Smiths and 
Browns become to eking out a one-cylinder existence upon 
the crumbs of business left to them by these Joneses in 
all lines, that many supinely accept this as being the best 
that the electrical business will afford them. Frequently, 
in fact, they can be overheard blaming their sorry state 
upon some alleged inherent fault in the electrical busi- 
ness. They seem not to realize that the Joneses in all 
lines leave the public with only small change in its purse 
with which to buy elsewhere. 

Think you this is too severe—that the electrical Smiths 
and Browns are not quite so far out of the running? 
Fortunately, the question is not one that need be argued 
at all. The public supplies the proof and it is con- 
clusive. 





Select. a community, any community served by these 
electrical Smiths and Browns and survey a representative 


What will you find? You will find 


number of houses. 


tangible evidence of the superior merchandising ability 
of the neighborhood Joneses in all lines, Automobiles, 
musical instruments, costly furniture, draperies and so 
forth, portable typewriters, closets full of expensive 
clothes, well filled but seldom used tool chests and work 
benches, and what not else. But now seek for evidence 
of equally successful merchandising by the electrical 
Smiths and Browns—seek until too depressed to look 
further. 

None of these mentioned items is one whit more 
essential to health, comfort and happiness than are elec- 
trical products. Many are not nearly so important. But 
the Joneses in all lines, nevertheless, contrive to get the 
money. And the picture has not been overdrawn. 

The experience of the electrical Smiths and Browns at 
the electrical show mentioned earlier, demonstrated con- 
clusively that there was electrical business to be had even 
when they insisted to the contrary. It was demonstrated 
before their very eyes that all that was necessary was 
simply to exert enough of the right kind of sales effort 
to overbalance sales resistance. That indeed is the whole 
story, the entire question—how much is enough sales 
effort? And the answer of course is: Ask the Joneses. 

The Joneses indeed do know, and their example is one 
that the Smiths and Browns could follow readily enough 
if only they would try. It is not so much a matter of 
adopting radically new or different sales tactics as it is 
of putting more steam and enthusiasm behind their pres- 
ent methods. The Joneses, in fact, do nothing that the 
Smiths and Browns do not do or could not do, but the 
Jonses go the limit, piling effort upon effort until the scale 
tips in their favor. The Smiths and Browns get tired too 
soon. 

How much of a leg have the Smiths and Browns upon 
which to stand in claiming lack of opportunity, when con- 
ditions such as these that follow, some slightly better and 
many much worse, are characteristic of the neighborhoods 
they are undertaking to serve? (iurn to page 88). 








The annual dinner of the Fullerton Electric Co., New York, 
was held at the Hotel Imperial, December 3. About 160 of the 
customers of the company had gathered at the show rooms of 
the 17th St. store for an inspection of the lines. They were 
taken to the hotel in buses and participated in a lamp mer- 
chandising meeting under the auspices of the Federal Division 
of the National Lamp Works of the General Electric Co., con- 
ducted by the flving squadron—George J. Chapman, Paul B. 
Zimmerman, T. K. Quinn and W. G. Kitterick, assisted by local 
Federal men, V. M. Yates, Lambert Dorflinger, Roy Evans 


ie 


's 
B 


and Robert Andrews. Up to this point everything was serious, 
but when the work was over, riot broke loose and a big beef- 
steak dinner melted away like dew before the morning sun. 
Fred Fullerton touched off the fireworks and Vice-President 
Frank Burch “the fiddlin’ fool,’ conducted the orchestra, and 
on the violin tore off the classics, jazz and tunes of sentiment 
until many fell to the floor in swoons. From the standpoints 
of real merchandising, knowledge gained and good fellowship 
enjoyed it was a grand success, and all the dealers went away 
full of new ideas. 
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Two Salesmen 


Personal Friendship Versus Personal Service in Handling a Customer 


By McKEW PARR 


President, Parr Electric Co., New York 


KNOW a large contractor-dealer whose business is 
I very much solicited. He not only does a large vo}- 

ume in wiring, but his retail and appliance trade is 
also quite substantial, and his credit standing is excel-- 
lent, and, therefore, every jobbing salesman in the terri- 
tory strives to sell to him. 

Two salesmen secure by far the greater part of his 
orders, and as their business methods are so totally at 
variance I have been interested in observing their tactics. 

The older of the two salesmen represents a remarkably 
progressive and well-organized supply house, the head of 
which is on close terms of 


keep his eye on the main chance and analyze his possi- 
bilities and try to seize them. 

As I see it, he is on too close terms of friendship with 
his customer and has got into the unfortunate rut of 
taking it for granted that he will be favored. 

The other salesman has none of the initial advantages 
of his older competitor’ His house is a smaller and far 
less aggressive one, and in fact has not in the past been 
in the good graces of this contractor at all. Neither has 
this salesman the advantage of personal friendship with 
the contractor. In fact his contact is not on a personal 

basis at all, his relations 





friendship with the conr- 


being on a business plane 














tractor. This supply house = SS altogether. 
has in times past done ae _— = _ iA This second man, how- 
many favors to the con- ST SS ever, always has an inter- 
tractor and feels that it SS S Ss esting proposition of some 
can count upon his sincere Ss . S sort to present to the con- 
support and co-operation: »~ S tractor. He has thorough- 
It would appear that this ly studied and absolutely 
salesman has all the cards | N mastered the contents of 
in his hands, and yet, after | irs his catalogue and price 
he has played these good ® SS » book and he is in touch 
cards, he loses the “trick.” .- WWE sf SN with all the latest and 
This salesman practic- / i NSS > NSN most interesting develop- 
ally makes the contrac- < ~S DW Fg ments in the lines that his 
tor’s office his headquarters : Tr : house sells. His main spe- 
when he comes to that 9 SS ee ae cialty, however, is that he 
town, is on very friendly N . ~ ff has the knack of picking 
terms with the whole or- NT - y out some new sales plan 
ganization, and spends | , or attractive novelty that 
several hours with the cus- will help the contractor in 
tomer, always making it a Hi) » his retail selling and make 
point to go to lunch with ® 4 additional sale for him, 


him. Nevertheless, he does = 
not appear to get the |_—— 
larger share of the orders | ——— 








make his show windows 
more attractive or pep up 


his newspaper advertising. 








None of the ideas that 





and very evidently he does = 
not get the most profit- 
able business that is 
placed, although he is 
favored with the bigger contracts for pipe and wire ard 
such large items. 

In so far as I can determine, this chap is mentally 
lazy. He is an old-timer and has quit making a study of 
his business, of new lines and later developments. He 
is quite well pleased with himself and realizes that his 
house has the inside track and he has become sluggish 
and follows the line of least resistance. From my obser- 
vation, his conversation with his customer is rather along 
personal and social lines and he rarely arouses himself 
to talk business details except in a general way. Conse- 
quently, although Mr. Customer really intends to favor 
him and his house, he loses a good part of the desirable 
business that he might just as well have if he would 


“This Salesman Practically Makes the Contractor’s Office 
His Headquarters When He Comes to Town.”’ 


this man puts forward are 
revolutionary, in fact this 
particular contractor is se 
conservative that he has to be convinced that a plan or 
a device has a sales appeal before he will take it on. 
The suggestions that this salesman makes are quite com- 
monplace, but they are the result of shrewd thinking and 
they are practical. He tells me that most of them are 
gleaned from the salesmen of the manufacturers of the 
specialties. He also reads all the trade magazines and 
gets hints from them that he then develops to fit his own 
own particular trade. 

Moreover, this salesman does not confine himself only 
to suggestions for the retail end of the coritractor’s busi- 
ness. He has a sharp gift of getting hold of bargain lots 
of wiring material, which he makes a price leader. He 


savs that in this, also, he gets (turn to page 84). 
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Graybar Electric Co. New Name 
for Western Electric 


Supply Department Divorced From the Telephone Manufacturing Business 
and Given Identity as Separate Corporation. 


HE electrical supply business 
carried on by the Western Elec- 
tric Co. has been set apart from 
the telephone manufacturing business 
and incorporated under the name of 
Graybar Electric Co. This gives to 
the supply department a_ separate 
identity which is made necessary by 
its importance as the largest merchan- 
diser of electrical apparatus and re- 
lated equipment in the world. Since 
it came into existence in 1869, as 
the partnership of Gray & Barton, 
the name, which it now resumes in 
modified form, the supply business 
has grown steadily until it now serves 
more than 35,000 customers through 
55 distributing houses in important 
cities. Albert L. Salt is president. 
The capitalization of the new com- 
pany is $15,000,000, all the stock 











Albert Lincoln Salt, President Graybar 
Electric Co. 


being owned by the Western Electric 
Co. The board of directors consists 
of the president, three vice-presidents, 
Chas C. Dubois, chairman, and the 
following Western Electric executives: 
Richard H. Gregory, comptroller; 
Howard A. Halligan, vice-president ; 
George C, Pratt, general attorney and 
William P. Sidley, genera] counsel. 

The Western Electric Co. has been 
both the manufacturing company of 
the Bell System and a distributor of 
electrical supplies. Both of these 
lines of business require specialized 
organization and specialized manage- 
ment. The rapid expansion of the 
supply department made an entirely 
separate corporate identity even more 
necessary. 

Physical separation of the two de- 

(Turn to Page 45) 
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Serve More Than 35,000 Customers. 
Indicated by This Great Chain of Houses 
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Showing The Distribution of the 55 Distributing Houses of the Graybar Electric Gai: which Now 
The Rapid Expansion of the Supply Department as 
Necessary a Separate Corporate 
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Identity. 
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Advance Data on 1926 Fans 





| “Due to the impetus of 
| business during the last of 
1925 and the optimistic at- 
titude prevailing at present 
we are preparing for an ex- 
_ceptionally successful fan 
| year provided the weather 
| man gives us a fair break.” 

—N. G. Harvey, president, 

Illinois Electric Co., Chi- 
| cago. 


A S EACH fan season approaches there are two fac- 


| 








tors which concern the jobber’s salesman in his ef- 

forts to secure contracts. The first is a question 
which he should be prepared to answer—‘What is the 
general business situation throughout the country?” A 
small dealer may not concern himself with this point. The 
live dealer certainly does. The business situation is al- 
ways reflected in the amount of money the consumer has 
to spend. Fortunately, as Mr. Harvey states, a spirit of 
sound optimisim prevails at this time. The last three 
months of 1925 not only saw a most satifactory increase 


Manufacturers Are Set for Record | 

Business — Here’s a Chance to 

“Brush Up” on the Prominent 

Lines That Will Make a Strong 

Bid for the Large Fan Sales Now 
in Sight 














in business, but indicated that the.general prospects for 
1926 are exceptionally promising. People will have money 
to spend. 


The other factor and one of undeniable importance in 
fan sales is—‘What will the weather be?” That ques- 
tion entitles everyone to two guesses, which is about as 
well as it can be answered. In any event, the weather 
problem is not a serious one when securing contracts. 
Whether the dealer buys ten or a hundred fans, he 


will buy under contract which is the main thing. 








CENTURY ELECTRIC CO., ST. LOUIS, MO. 
ALTERNATING CURRENT— 





Ceiling Dia. Speed. Finish. List. 
58” 260 Sy ees 
Oscillating 
Bracket 9” 1550 Wee <a 
and Desk 12” 1550 Ue See eee 
16” 1550 1” oe nee eee 
Non-oscillating 
Bracket 
and Desk 9” 1550 OE eee 
DIRECT CURRENT— 
Ceiling 58” 260 Black 
Oscillating 
Bracket 9° 1675 | aa 
* and Desk 12” 1675 ne ae 
16” 1675 a  Saee 








DAYTON FAN & MOTOR CO., DAYTON, OHIO _ 
ALTERNATING CURRENT— 








Ceiling Dia. Speed. Finish. List. 
Oscillating 
: 56” 245 Bauer Barff $52.00 
Bracket 10” 1600 Bl. Enam. 15.00 
and Desk 12” 1050 Bl. Enam. 80.00 
16” 1050 Bl. Enam. 35.00 
Non-oscillating 
Bracket 
and Desk 12” 1050 Bl. Enam. 23.00 
DIRECT CURRENT— 
Ceiling 32” 350 Bl. Enam. 32.00 
48” 225 Bl. Enam. 40.00 
57” 225 Bl. Enam. 50.00 
Oscillating 
Bracket 10” 1600 Bl. Enam. 15.00 
and Desk 12” 1100 Bl. Enam. - 80.00 
16” 1100 Bl. Enam. 35.00 
Non-oscillating 
Bracket 
and Desk 12” 1100 Bl. Enam. 23.00 


ALTERNATING OR DIRECT CURRENT (Universal) — 
8” 2000 Bl. Enam. 7.50 














DIEHL MFG. CO., ELIZABETH, N. J. 


ALTERNATING CURRENT— 
Ceiling Dia. Speed. 
52” 8 





Finish. List. 
Black 52.00 





Oscillating 

Bracket 9” 1 Black 15.00 
and Desk 10” 8 Black 20.50 
13” 8 Black 30.00 
: 16” 3 Black 35.00 

Non-oscillating 
Bracket 9” 1 Black 10.00 
and Desk 10” 3 Black 16.00 
12” 3 Black 23.50 
16” 3 Black 27.00 

DIRECT CURRENT— 
Ceiling 56” 3 Black 52.00 
Oscillating 

Bracket 9” l Black 15.00 
and Desk 10” 3 Black 20.50 
12” 3 Black 30.00 
16” 3 Black 35.00 

Non-oscillating 
Bracket 9” 1 Black 10.00 
and Desk 10” 3 Black 16.00 
12” 3 Black 23.50 
16” 3 Black 27.00 








EMERSON ELEC. MFG. CO., ST. LOUIS, MO. 








ALTERNATING CURRENT— 
Ceiling Dia. Speed. Finish. List. 
32” (6 blade) Three Dk. Mah. $43.00 
48” (4 blade) Three’ French Gray 54.00 
56” (4 blade) Three Dk. Mah. 54.00 
Oscillating 
Bracket 
and Desk 
9” (4 blade) | One Polish, Bl. 15.00 
9” (4 blade) Three Polish. BI. 24.00 
12” (4 blade) Three _ Polish. BI. 81.40 
16” (4 blade) Three _ Polish. BI. 86.00 
12” (6 blade) Three _ Polish. BI. 83.60 
12” (6 blade) Three’ French Gray 85.00 
16” (6 blade) Three Polish. BI. 88.20 
Non-oscillating 
Bracket 
and Desk 
9” (4 blade) One Polish. Bl. 10.50 
12” (4 blade) Three _ Polish. BI. 24.50 
DIRECT CURRENT— 
Ceiling 
56” (4 blade) Three Dk. Mah. 52.00 
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Oscillating 
Bracket 
and Desk 
9” (4:-blade) Three Polish. BI. 23.60 
12” (4 blade) ‘Three Polish. BI. 81.20 
16” (4 blade) Three Polish. Bl. 34.80 
Non-oscillating 
Bracket 
and Desk 
9” (4 blade) Three Polish. BI. 17.60 
12” (4 blade) Three Polish. BI. 28.80 


Northwind Fans 
ALTERNATING OR DIRECT CURRENT (Universal)— 
8” (4 blade) Two Polish. BI. 7.50 
10” (4 blade) Three Polish. BI. 15.00 








FIDELITY ELEC. CO., LANCASTER, PA. 


ALTERNATING CURRENT— 
Ceiling Dia. Speed. 
82” 300 





Finish. List. 
White 2" nee 
Oscillating 
Bracket 14°  Theee : Black == ae 
and Desk 16” Three Black = © ccoscows: 
Non-oscillating 
Bracket 13” Three Black == : [ikea 
and Desk 16” Three Black «= == © ences 
DIRECT CURRENT— 
Ceiling 56” 180 Oxid. Copper 
Oscillating 
Bracket 0° Three “Bie. Soe tare 
en Desk 16”. ‘Three... Black. <-> 7 
Non-oscillating 
Bracket 12” Three’ Black suis 
and Desk 16” Three Black ———. ..csso- 
ALTERNATING OR DIRECT CURRENT (Universal) 
8” One ais te oe 
19° Three. Biseks*..-: 








GALVIN ELEC. MFG. CO., ST. LOUIS, MO. _ 


ALTERNATING CURRENT— 
Oscillating 


Dia. Speed. Finish. List. 
Bracket 9” 1 “J. Frost” Orn. Buff. $15.00 
and Desk 10” 8 Galvin Bl. Enam. 22.00 
14” 8 Galvin Bl. Enam. 82.00 


Non-oscillating 
Bracket 9” 1 “J. Frost” Orn. Buff. 9.00 


and Desk 10” 1 Galvin Bl. Enam. 12.00 
DIRECT CURRENT— 
Oscillating 
Bracket 
and Desk 14” 8 Galvin Bi. Enam. 82.00 
ALTERNATING OR DIRECT CURRENT (Universal) 
Oscillating 
g” 1 “J. Frost” Orn. Buff. 15.00 


10” 8 Galvin Bl. Enam. 22.00 








GENERAL ELECTRIC co., "SCHENECTADY, i Pe 
ALTERNATING CURRENT— 


Ceiling Dia. Speed Finish List 
82” 400 Gr. Enam. $40.00 
52” Three Gr. Enam. 52.00 
Oscillating 
Bracket 9” 1500 Gr. Enam. 12.50 
and Desk 12” Three Gr. Enam. 30.00 
16” Three Gr. Enam. 35.00 
Non-oscillating 
Bracket 9” 1500 Gr. Enam. 10.00 
and Desk 12” Three Gr. Enam. 23.00 
16” Three Gr. Enam. 27.00 
DIRECT CURRENT— 
Ceiling 82” 400 Gr. Enam. 40.00 
52” Three Gr. Enam. 52.00 
Oscillating 
Ceiling 9” 1700 Gr. Enam. 19.00 
and Desk 12” #£'Three Gr. Enam. 80.00 
16” Three Gr. Enam. 35.00 
Non-oscillating 
Ceiling 9” 1700 Gr. Enam. 15.00 
and Desk 12” #£‘Three Gr. Enam. 23.00 
ALTERNATING OR DIRECT CU me (UNIVERSAL) 
6” One Gr. Enam. 5.00 
6” One Ivory 6.00 


KENDRICK & DAVIS CO., LEBANON, N. H. 
ALTERNATING CURRENT— 
Non-oscillating 





Dia. Speed. Finish. List. 

Bracket and Desk 8” 2800 BI. and Nickel or Wh. $10.50 
ALTERNATING OR DIRECT CURRENT (Universal) 

8” 2800 Bl. and Nickel or Wh. 10.50 








THE PEERLESS ELECTRIC CO., WARREN, OHIO 
ALTERNATING CURRENT— 





Ceiling Dia. Speed. Finish. List. 
52” Three’ BI. Enam. $52.00 
Oscillating 
Bracket 10” One Bl. Enam. 15.00 
and Desk 10” ‘Three’ Bl. Enam. 20.50 
12” Three’ BI. Enam. 29.00 
16” Three’ BI. Enam. 84.00 
Non-oscillating 
Bracket 8” One Bl. Enam. 8.00 
and Desk 10” Three’ BI. Enam. 16.00 
12” Three’ Bl. Enam. 23.00 
16” Three’ Bl. Enam. 26.00 
DIRECT CURRENT— 
Ceiling 56” Three’ BI. Enam. 52.00 
Oscillating 
Bracket 10” Three BI. Enam. 20.50 
and Desk 12” #£Three’ BI. Enam. 29.00 
16” Three’ BI. Enam. 84.00 
Non-oscillating 
Bracket 10” Three’ BI. Enam. 16.00 
and Desk 12” #£Three’ Bl. Enamel 16.00 
16” Three’ Bl. Enam. 26.00 


ALTERNATING OR DIRECT CURRENT (Universal) 
Non-oscillating 


10” Three’ BI. Enam. 16.00 
Oscillating 

10” Three’ BI. Enam. 20.50 
Non-oscillating 

Ss” One Bl. Enam. 8.00 








ROBBINS & MYERS CO., SPRINGFIELD, OHIO 


ALTERNATING CURRENT— 
Ceiling Dia. Speed. Finish. List. 
56” Three Semi-Gl. Bl. En. $54.00 
86” Three Semi--Gl. Bl. En. 42.50 





Oscillating 
Bracket 10” Three Semi-Gl. Bl. En. 16.50 
and Desk 10” ‘Three Semi-Gl. Bl. En. 21.00 
12” Three Semi-Gl. Bl. En. 80.00 
16” Three Semi-Gl. Bl. En. 35.00 
Non-oscillating 
Bracket 8” Two  Semi-Gl. Bl. En. 8.50 
and Desk 8” One Semi-Gl. Bl.“En. 7.50 
10” Three Semi-Gl. Bl. En. 15.00 
12” Three Semi-Gl. Bl. En. 28.50 
DIRECT CURRENT— 
Ceiling 56” Three Semi-Gl. Bl. En. 52.00 
Oscillating 
Bracket 10” Three Semi-Gl. Bl. En. 21.00 
and Desk 12” ‘Three Semi-Gl. Bl. En. 380.00 
16” Three Semi-Gl. Bl. En. 385.00 
Non-oscillating 
Bracket 8” Two Semi-Gl. Bl. En. 8.50 
and Desk 10” Three Semi-Gl. Bl. En. 15.00 
12” Three Semi-Gl. Bl. En. 28.50 
ALTERNATING OR DIRECT CURRENT (Universal) 
12” One’ Semi-Gl. Bl. En. 28.00 
16” One Semi-Gl. Bl. En. 382.00 


SIGNAL ELEC. MFG. CO., MENOMINEE, MICH. 


ALTERNATING CURRENT— 
Dia. Speed. Finish. List. 
9” 2000 Black and Green $16.00 
ALTERNATING OR DIRECT CURRENT (Universal) 


eive : 











= 2000 
Non-oscillating 
9” 1466 Green Lacquer 7.50 


UNITED ELEC’L MFG. CO., ADRIAN, MICH. 
ALTERNATING OR DIRECT CURRENT (Universal) 
Dia. Speed. Finish List. 
8": One Japan $5.50 











(Turn to Page 82) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 


































































































































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET | PRICES MARKET PRICES 
Nov. 15 to General Nov. 15 to General Nov. 15 to | General 
COMMODITY Dec. 15 Trend Dec. 15 Trend Dec. 15 ,_ Trend 
{ ' 
| | ee ow LE 
he — | | fe 
o | A = 5 o e bal j | eo | > bh 
PislS/SIZEIS a EISlE/EVE ai 8/512): 
GO|H le /BlalAssimialRla said l/ala lia} 3 
| | zt 
Transformers, insulators, distribution equipment}; 4/|12/| 6| 0 | 22/| 0 | 0;12; 4{; 0/16; 0 2) 4 | 1 0; 7 0 
Poles and pole-line hardware 6/11} &| 0/20; 1 1;18; 2; 0/15; 1 2; 3; 2] O| 7 | 0 
Switchboards and accessories 6;183/ 56| 0/;24| O 1/ 9; 5] 0/15); O sf €i- @t @t 6t 6 
Motors and control apparatus 2/21; 2} 0/25} 0O 2; 6; 3/} 0; 13; 0 ay ey et OF TT @ 
Safety switches ' 21 9 1 0 | $1 0} ll 6; 0; 0/16); 0 sie 0; 0; 9 1 
| ‘eamonemed a > =e 
| 
Wiring devices . -~| 17} 12} 2} 1/80] Of 11} 6] O} 0/16] O 6; 4}; 0; O| 8; @ 
Comditslt arid BER ins s sa sess. an -c0, 16 | 15 0 2 | 29 0 8; 8; O| 0} .16 0 7 ST -@ 1 8; 1 
Fuses 15 | 14 2 1 | 29 1 6 | 11 0 0/17 0 5 5 0 0 | 10 0 
Be ee Pee at “as ae Oe ek a 
R. C. wire and cable 14/16; 0/19/11] O}} 9} 8} O| 8] 9| O 0; 6| 4] 5| &| 6 
’ eae ae ie ea ee et oie 
WP Wie 7/13} 9/11/15] 8]} $;12| 1] 8/10}; 8|| 8| 4] of] 1] 5] 1 
Lamps 25 6; 0 0 | $1 014; 8$| 0 0/17; 0 7 $$; 0 0 | 10 | 0 
Industrial reflectors 10/17} 4/ 0| $1} O}} 6/11} O] 0} 16) O} 8] &| @| 0/10| o 
Commercial lighting wmits.............----.----oe-seeeee 11/14] 3] 0/@8| oj] 6/10} 0| 0/16] oj] 5] 8 0| 8/0 
Residential lighting units...................... 12; 9; 4); 0; 25} 0 $; 8; 2; 0; 18; 0 4} @] 1-4-@| Ti o 
| 
Street lighting equipment = $/10| 7] 0/2} O|/,1| @] 9] oO] 12] O| @] @| 1] Of 8] Oo 
Heating appliances 22 8 0; 2/27) 1/18) S$) 1] 0/17) OF 10) 0} O} oO} 9) 1 
Motor-driven appliances 6;17| 2| o|¢¢| o|| s| 7| sj 0/18] off 1] 5] 0] 0] 6} o 
BR | 
Patt: ciccasieatnae 0 1; 21 0;20; @ 0 1/12; 0/18); 0 0 0; 6; 0 6 0 
Radio ... as 24 4/|; 0 1; @3; 4), 12] @ 0 0; 12); 2 8 1 | 0 | 0 5| 4 
Flashlights and batteries Oi Gi di 11; O} 14] S|] Of; OF IF] O 8/} 2] 0 | 0/10; 0 
eg Pe ne ad PA 
Telephone equipment 1; 5/18] 0 | 19 | 0 1 4; 7i @1 mi @ 1 Bi Bee! Si] @ 
Storage batteries | 14 7 4 1/1 23 | 1 4 | 5 2 0/11 n 6| 0} O|] OI 4 1 





















































“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundries of N. Dakota, S. Dakota, Nebraska, Kansas. Okla- 
homa and Texas; Central States ali between. 
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Do Not Judge New 
Acquaintances by 
Opinions of Others 


One Liked the Cat 


* Like the Cat, You Cannot Please Everybody—Do Your 
Duty as You See It 


By DR. FRANK CRANE 


My friend has a cat.. It is a nice cat, as cats 
go, but it has curiosity. One evening I paid 
him a visit. The cat sniffed around my chair 
and jumped up into my lap. It was shedding 
time. My friend gently removed it to the kitch- 
en. It came back in. 
He put it out again and 
closed the door. It 
came back through an 
adjoining room. He 
put it outdoors. It ran 
around and came in the 
front door. 

“That cat,” said my 
friend’s wife, “is the 
dumbest thing I ever 
saw.” 

“No,” said my friend, 
“it has persistence.” 

One liked the cat. 
The other didn’t. From 
the very same acts, each 
had drawn a different 
interpretation; one 
laudatory, the other 
condemnatory. The 
moral of this little inci- 
dent is twofold. 

In the first place, you 
can’t please everybody. 
You might as well 
make up your mind to 
that first as last. Do 
what you will or strive 
how you may, if you ac- 
complish anything at all, someone is bound to 
ascribe your acts to low motives. 

The best you can do is to follow what you 
think is right. Do your duty as you see it. Do 
the best you can and take for granted that some- 





one may put a wrong interpretation upon what 
you do. It is well to remember the words of 
Longfellow: 

‘Not in the clamor of the crowded street, 

Nor in the shouts and plaudits of the throng, 

But in ourselves are 
triumph and defeat.” 

The second moral to 
be drawn from the in- 
cident is that likes and 
dislikes color the judg- 
ments of the best of us. 
When we dislike the 
cat, it has to catch a 
good many mice before 
we praise it. When we 
like, our mind magnifies 
the good; when we dis- 
like, it magnifies the 
bad. 

Political campaigns 
serve as a good ex- 
ample. Then every- 
thing is either black or 
white. The grays of 
actual life are not seen. 
It is always foolish to 
judge new  acquain- 
tances by the opinions 
of others without dis- 
counting according to 
whether they like them 
or not. 

It is well in our own 
judgments to keep in 
mind the distorting effect of our likes and 
dislikes. A hasty conclusion as to whether or 
not we like a new acquaintance can only be the 
product of our imagination. We cannot like or 
dislike until we know. 


Copyright, 1925, by Dr. Frank Crane 
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Pictorial Review of Electrical Developments 


Right: A miniature 
model of a large New 
York power plant 
which is being shown 
at the power and me- 
chanical engineering 
exposition in progress 
at Grand Central Pal- 
ace. The model is miieiteneatiiiedess 
exact in every detail, ee ' git 
even to the steamer 
unloading in the fore- 
ground. Miss Agnes 
O’Laughlin is looking 
at the model.—Initer- 
national Photo. 

Below: After work- 
ing over Mrs. Anna 
Wingbermuhle for 49 
hours the Covington, 
Ky. life saving squad 
Headquarters Co. No. 
1 restored her to con- 
sciousness and recov- 
ery, establishing a 
new resuscitation rec- 
ord, She had been 
overcome by gas 
fumes from a heating 
stove. U. & U. Photo. 








Here is “Black Bear,’ the famous radio horse, tuning 
in a set at the Radio Show in Chicago. ‘This set has 
traveled 12,000 miles and tuned in 406 stations and has 





been operated from the top of Pike's 
Peak to the bottom of the Grand Canyon. 
Wonder what his favorite selection is, 
probably “The Old Gray Mare,” ete. 
U. & U. Photo. 
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The original model of the Mystery Clock, that me- 
chanical marvel which drew curious crowds to windows 
on which it was attached, has just been re-discovered 
in the U. S. Patent Office and removed to the Smith- 
sonian Institution in Washington for exhibition. The 

clock apparently kept time without any 
of the usual clock mechanism but close 
examination revealed that the secret 
mechanism was hidden in the apparently 
innocent counterweight. It was invented 
by Henri Roberts in 1879. Carl Mit- 
man, curator of mechanical technology 
at the Institution, is shown with the 
clock. U. & P. Photo. 





Photo is 
of the larg- 
est switch- 
board ever 
built. It 
was built 
by the Hub 
Electric 
Co., of Chi- 
cago for 
Malaikah 
Shrine, at 
Los An- 
geles.  Al- 
bert R. 
Locke is 
the invent- 
or. His res- 
idence is 
Chica go. 
Peggy Fin- 
negan and 
Sally Wein- 
traub are 
dem on- 
strat ing 
how it 
works. In: 
ternational. 
Photo. 





A most beauteous night view is the tall, slim, 
tapering spire of the Chicago Temple Building, 
Chicago, bathed in light with a most elaborate illum- 
inating system. The spire and cross, located 556 
feet in the sky, is visible for miles. The building is 
the property of the First Methodist Church, in 
which it has a church auditorium seating 1,200. 
Hitherto, only the small cross has been illuminated. 
It is interesting to know that the Curtis Lighting Inc., 
engineers determined the lighting effect in advance 
on the original clay model of the Temple. President 
Coolidge turned on the lights the first night. P. & A. 
Photo. 
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others 
of the XRAY line 


PATENTS PENDING 
ADE im cHicaGO USS 


(MAZDA LAMP AND FORM 


».€ RADE MARK REG. 


PATENTS PENDING 
O0 pemmtADE in cricaGo USS 


MA ‘ORM 


Look for the X-Ray trade mark 
on each reflector — none are 
genuine without it! 











JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 






















| Within the 
Nie Reach of All;:- 


Four new reflectors of the 
same X-Ray quality that for years 
has made X-Ray Reflectors the 
“standard for show windows”’— 
now at popular prices! The Jack 
and Jill for 150-100 watt lamps at 
$4.50, and the King and Queen 
for 200 watt lamps at $6.00, are 
two splendid values, and embody 
many improvements in reflector 
construction. 


Sell X-Ray Reflectors! 
CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
CHICAGO 


31 W. Forty-Sixth Street 3113 W. Sixth Street 
New York Los Angeles 
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Kondu Threadless Fittings 


The development of the Kondu line of threadless 
fittings is the beginning of a new era in all installa- 
tions where conduit is used. 

Kondu fittings are so designed as to eliminate 
costly operations of threading the conduit, screwing 
conduit into fittings, doing away with running 
threads, unions, the investment and maintenance 
of threading equipment, Stillson wrenches and 
similar tools. The only tools required for install- 
ing Kondu fittings are hacksaws and wrenches, 
the latter being supplied free with each standard 
package of Kondu fittings. 
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The Kondu-Box 


Kondu fittings are made 
of certified malleable iron 
and therefore, unbreakable 
and especially adaptable for 
industrials, railways, ma- 
chine tools, cranes, and such 
applications as are subject 
to severe vibrations and 


mechanical strains. 


ERIE MALLE: 


KONDU DIV. - + ae 


DISTRICT OFFICES— NEW YORK — PHILADELPHIA — CHICAGO® 


"” PRINT IN BINDING 


wW 





January, 1926 THE JOBBER'’SfAIJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


-BOX 


NDUIT FITTING 





The Company Behind 
The Kondu Line Of 
Threadless Fittings 


Founded in 1880, the Erie 
Malleable Iron Company has 
long been identified in the malle- 
able iron field, and _ having 
acquired all the patents and 
rights to the Kondu line of 
threadless fittings is prepared to 
place behind this new line, its 
large and adequate manufactur- 
ing facilities. The plant at Erie, 
Pa., covering fifteen acres is 
modern in every respect. 


Policies 


With these large manufacturing facilities, it 
will be the aim of the Erie Malleable Iron 
Company to so market this Kondu line of 
threadless fittings, as will give the broadest 
distribution to the jobber. Local offices have 
been established in the larger cities and a com- 
plete survey of the Electrical field will be made 
in cooperation with the jobbers, architects, en- 
gineers, industrials and contractors, to demon- 
strate the economic utility and satisfactory 
operation of the Kondu threadless fitting. 


Jobbers and Jobbers’ Salesmen will find 
Kondu fittings offer a most attractive and easy 
selling proposition for 1926. 


Write and ask for 
“A MESSAGE FOR YOU OF ECONOMIC IMPORTANCE” 


E [RON Co. 


- ERIE, PENN’A. 


BOSTON — PITTSBURGH — CLEVELAND — DETROIT 
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T An nd Now ~ i Most cArtistic 
Line of Lighting Fixtures 
Ever Offered to ‘fobbers 
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Packed in __ individual 
cartons showing type, 
finish, and catalog num- 
ber on the outside. 


Made in “Wrought 


Iron’’ or “Cast.” 


Finished in all popular 
designs, finishes and 
tints. 


All necessary material 
will be furnished to the 
jobber for his salesmen 
to assist him in making 
sales. 


Jobbers’ Policy 


Tar AHLING BROS. COMPANY J take 


ey pride in offering to the electrical job- 


| 
oe bing industry a new and most ARTIS- 


=. 
TIC line of lighting fixtures ever pro- 


duced. 


Each fixture is a masterpiece in itself, so rich 
in design and color as to render it virtually exclu- 
sive. They blend—they harmonize, they appeal, 
because our skilled workers treat them as an art. 


The gracefulness of line and proportion, plus 
perfect craftsmanship in execution of all GRAH- 
LING FIXTURES is the result of years of experi- 
ence in creating and designing lighting fixtures of 


the better kind. 


Protected by a strict jobbers’ policy and our 
whole hearted co-operation, packed ready for ship- 
ping and furnished in various styles, types and fin- 
ishes, this line of fixtures offers the biggest oppor- 
tunity for sales expansion and growth ever pre- 
sented to electrical jobbers. 


We wish to submit our proposition to every job- 
ber and will gladly receive requests for such. 


GRAHLING BROS. COMPANY 


1917-21 E. 61st Street 


CLEVELAND OHIO 














Backed by a Strict 
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Radio stations may become nearly as 
confidential as telephone lines if a pro- 
jected invention by Winfield W. Salisbury, 
student of physics at the University of 
Iowa, is successful. He has just succeeded 
in oscillating the shortest known amateur 
waves, which are very sharp and admit of 
accurate measurement. By calculating the 
length of the waves to determine the 
“band” at which they would strike, and 
concentrating them in a narrow shaft by 
the use of a reflector, he believes he can 
direct them to any desired spot. U. & U. 
Photo. 


Below: ‘The S. S. Gripsholm, new flagship of the Swed- 
ish-American Line, arrived in New York recently on 
her maiden voyage. She is the first motor driven passenger 
vessel to be placed in the New York-Europe route, and is 
the largest craft ever to carry the Swedish flag, having 
a 28,500 ton displacement. No steam is used on the ship 
for any purpose. Motive power is furnished by two double 
acting six cylinder Diesel engines of a new design, which 
are the largest ever built for any purpose. The combined 
power is 22,000 H. P. U. & U. Photo. 


German and 
British divers 
equipped with a 
new German div- 
ing device which, 
it is hoped, will 
make possible the 
discovery of the M 
I and also the sal- 
vaging of her, are 
now on the scene 
of the disaster. 
Photo shows the 
new German div- 
ing apparatus 
showing a diver at 
work (with a ma- 
rine background) 
and showing how 
the wonderful suit 
manipulates in ac- 
tion. me GA, 


Photo. 
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Fred W. L. Fullerton 


President, Fullerton Electric Co., New York, N. Y. 
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MEN YOU SHOULD KNOW 


Fred W. L. Fullerton 


N ONE of the New Year poems with which Fred Ful- 
lerton is wont to remember his golf pals—for be it 
known that the electrical jobbing industry boasts a 

bard—there is a stanza that runs like this: 
“But it’s our pals that make the game 
“Our favorite recreation. 
“Without them life would be too tame, 
“Too dull for contemplation.” 


President, 
Fullerton Electric Co. 


golf club is the Baltusrol Golf Club of Short Hills, N. J., 
which will be the scene of the 1926 National Amateur 
Golf Championship. One of his golf pals is H. G. McFad- 
din of “Emeralite” fame. It would, no doubt, be a liberal 
education to see “Emeralite” and “Full-o-Lite” get into 

action on the green. 
After all, however, Fred Fullerton is not all athlete, 
golf hound, jovial companion 





In a sense this is expressive 
of the man. He is distinctly 
one who does not live within 
himself. Friends and lots of 
them, in business and in social 
life furnish him with the sub- 
stance which constitutes the 
joy of living. Witness him at 
a recent gathering of his 
friends and customers—has a 
“custom made’ speech pre- 
pared, forgets it and just talks 
to the bunch till they howl; sits 
at 20 tables during the evening; 
personally eggs on the orches- 
tra, is in demand all over the 
place. Or view him at the Buf- 
falo meeting of sedate jobbers 
and less sedate manufacturers. 
As the oceasion demands, he is 
a “magazine writer’ to one 
group, discoursing learnedly on 
the subject, in another group 
he is a poker player of parts, 


his 


loves 





The Gang’s All Here 


M‘* up athlete, salesman, all 
around good fellow; sea- 
son with a sprinkling of humor 
and a dash of “temperament” 
and you have the delightful com- 
bination that is Fred Fullerton. 
He has an unusual number of 
friends and being a “‘mixer” is 
at his best when in a crowd, and 
his boundless energy can give 
vent to itself. As a jobber, and 
more lately, also, a manufac- 
turer, he is a man of ideas and 
has the ability to pick others to 
develop them successfully. 
business 
plenty of energy into it but he 
does not let it consume him. 


and poet. He has had to meet 
the conditions of life that are 
met by the average young 
American. In the “cold hard 
facts” that follow there are no 
evidences of a golden spoon. 

Fred Fullerton was born in 
1879, in Wolfville, Nova 
Scotia, near Grand Pré, in fact, 
within two miles of the land 
of Evangeline. This little town 
is the seat of Acadia College, 
one of the oldest in Canada. 
His father, a Baptist minister, 
was also a professor in this 
college. He died, however, 
when Fred was only 18 months 
old and the family, a few years 


He later, came to the United 
d t States and settled in Verona, 
ee, eat N. J., in 1887. His early 


schooling was obtained in Mont- 
clair. 
At the age of 15 he found 








and in yet another he is 

“there” with the latest patter on margins and merchandis- 
ing. After all, probably Fred Fullerton should have been 
an actor—he is at home in any crowd and he certainly 
possesses that peculiar attribute that goes under the 
name of personaliity. 

Remember the old days when the bicycling craze was at 
its height—when the premier track rider was the Red 
Grange of the day in public esteem? For 17 years an ath- 
lete by the name of Frank L. Kramer was the cycle sprint 
champion of the world. He and Fullerton were youngsters 
together and belonged to the Harlem Wheelmen. Later 
they became team-mates in many a meet, for Fred himself 
was of championship class. 

The love of athletics has been a dominant one through- 
out his life—today, in his middle 40’s, he is still in con- 
dition. He is a member of the Newark Athletic Club and 
can give an account of himself in basket ball or on the 
diamond, and the old wing still has considerable stuff, 
making him sought after as pitcher in the various “inter- 
electrical” games that are staged from time to time in the 
Metropolitan District. ' 

Golf, however, is now his chief delight and he fre- 
quently breaks 80, which, to the few who can comprehend 
what such figures mean, will serve to place him, His 


employment in the shops of 
the Sprague Electric Co., at Bloomfield, N, J., at. that 
time engaged in the manufacture of motors and elevator 
machinery. Later his electrical experience was widened 
by a period in the laboratory of the Weston Electrical 
Instrument Corp., Newark, N. J., and in the shops of The 
Western Electric Co., at West and Bethune Sts., New 
York. 

In 1902, at the time when most college boys of his age 
were opening their eyes on the business world, Fred had 
about eight years of practical experience behind him. The 
electrical jobbing business seemed to hold out possibilities, 
and being by temperament a salesman, rather than an en- 
gineer, he took a position as salesman with the Sibley- 
Pitman Electric Corp., then located on Reade St., and 
stayed with it for five years, after which another New 
York jobber was added to the list—the Fullerton-Case 
Co., organized in 1907 and located at 27 W. 27th St. 
Arthur Case was his associate at the beginning but eventu- 
ally retired from the business, which was re-organized in 
1909 and the name changed to the Fullerton Electric Co. 
The company was one of the charter members of the Elec- 
trical Supply Jobbers Association, and Fullerton treas- 
ures as one of the mementos of the Niagara Falls re- 
organization meeting of that body (turn to page 82) 
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CWS of the 








oe 


Merger of General Electric 
Distributors 


As of January 1, 1925, an arrange- 
ment was effected among six of the 
prominent General Electric distribu- 
tors of Ohio, Michigan and Indiana, 
which, it is understood, will be in effect 
an incorporation of these interests. 
The merger, if so it may be called, 
will naturally bring about many eco- 
nomies in sales and administrative ex- 
pense, to which will be added advan- 
tages in the coverage of territories, 
interchange of stock, etc. 

The companies involved are the A. 
T. Knowlson Co., Detroit; Republic 
Electric Co., Cleveland; Post-Glover 
Electric Co., Cincinnati; Nagel Elec- 





R. P. Oblinger, Pres., 
Indianapolis Electric 
Supply Co. 





Fred G. Lafferty, Vice- 
Pres., A. T. Knowl- 


son Co. 





W. G. Nagel, 
W. G. Nagel Elec- 


tric Co. 





M. A. Pixley, 


EXECUTIVES OF COMPANIES INVOLVED IN G. E. MERGER 














Special News From the Central West 


‘ric Co., Toledo; Erner & Hopkins Co., 

Columbus and the Indianapolis Elec- 

tric Supply Co., Indianapolis (includ- 

ing Evansville but not South Bend). 
* * #* 


Illinois Makes Changes 


Due to two resignations in the sales 
department, the Illinois Electric Co., 
Chicago, has employed three new 
salesmen. 

I. D. Thompson, who has been 
traveling northern Indiana and south- 
ern Michigan, has resigned, and is 
going into the automobile business at 
Cadillac, Mich. His many friends 
“Tommie” success in selling 
Mr. Thompson is being re- 


wish 
Dodges. 


placed by O. C. Weber, of South 





F. D. Van Winkle, 
Pres., Post-Glover 
Electric Co. 


Pres., 





Pres., 
Erner & Hopkins 


Co. 


Pres., 


Louis Griesser, 
Republic Electric 
Co. 





Bend, Ind. Mr. Weber in the past 
has been connected with the Electric 
Service Co., Niles, Mich., and has 
traveled the Indiana territory for the 
South Bend Electric Co. 

F. E. Wartman, an old timer in 
the organization, who has traveled 
northern I]linois for many years, has 
resigned to become a manufacturer’s 
agent for the Daven Radio Corp., 
Newark, N. J., manufacturer of radio 
resistance units and parts. ‘‘Freddie” 
will make good. He makes friends 
and keeps them, and knows his stuff. 
Mr. Wartman is being replaced by 
F, T. Ausbury, of Peoria, Ill., recently 
with the Geo. Rinkenberger Acces- 
sories Co., Washington, Ill.; also by 
W. G. Edwards, who recently resigned 
as a heating device specialist with 
the Westinghouse Electric & Mfg. Co. 


o; Ss 


Old Timers’ Dinner 


A fine bit of sentiment found expres- 
sion in the dinner participated in by 
46 jobbers and manufacturers at the 
Buffalo Club, Buffalo, N. Y., during 
the recent E. S. J. A. Semi-annual 
meeting. The men present were sur- 
vivors of the early days of the Elec- 
trical Supply Dealers Association 
(afterwards and now known as the 
Electrical Supply Jobbers Associa- 
tion) and the representatives of vari- 
ous manufacturing groups intimately 
associated with the jobbers’ organiza- 
tion nearly a generation ago. 

The meeting was presided over by 
E. W. Rockafellow, vice-president of 
the National Pole Co., of New York, 
who was at his best on that happy 
occasion. The man who gave the din- 
ner was William E. Robertson, vice- 
president of the Robertson-Cataract 
Electrical Co., Buffalo, N. Y. His 
selection of the menu and general 
arrangements prompted the _ spon- 
taneous expression of those privileged 
to attend who declared the dinner to 
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CES 





_ 10 POINTS| | 
OF SUPERIORITY 


1. 20% MORE CAPACITY than other 
fans of the same diameter, speed and 
power consumption. 

2. STREAM LINE design and construc- 
tion of the pressed steel ring permits the 
air to enter the wheel without frictional 
loss or eddy currents. 

3. BEARINGS are of extra large dimen- 
emt bronze bushed (the shafts are nickel 
steel). 

4. LUBRICATION of bearings (of waste- 
packed type) is such that each Fan se 
— will run 2,500 hours without re- 


in 

BAND and RING are locked and spot- 
sedan to the'arms which are very strong. 
6. HUBS are of machined steel locked 
securely to the wheel. 

NO BOLTS are used in the assembly 
of the AW, and arms, nothing te work loose. 
8. PRESSED cold-rolled steel plate con- 
struction, die-formed to accurate dimen- 
sions, perfect uniformity and balance. No 
loss by breakage in shipment. 

9. WEIGHT far less than other fans made 
of case iron, — lighter than aluminum 
and + stron 

10. OTORS a are totally enclosed type to 
keep aan dirt and water. Large enough to 
carry the joad continuously. 
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PROPELLOR FANS 


Now Ready for Jobbers 
Here—at last—is THE ventilating. fan: for you to SELL! 


We've built. fans and ventilating equipment for 48 years, 
and we know that this new “BOFFALO BREEZO” 
the finest, most efficient, best-looking piece of merchandise 
we've ever offered for sale. ; 

The new “BUFFALO BREEZO” is made in four sizes, 
and also with a special panel for home ventilation. 

You'll want full information about this wonderful new 
fan, as well as prices and an outline of our proposition to 
jobbers. Write to us now, so that you'll be one of the 
early ones. 

Watch for our advertisement next month. 








BUFFALO FORGE COMPANY 


201 Mortimer St., 


Buffalo, New York 
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be one of the finest of which they had 
ever partaken. 

Among those who took part in the 
informal speaking program following 
the dinner were: W. W. Low; C. E. 
Brown; W. C. Bryant; Harry Paiste; 
C. E. Corrigan; Fred Bissell; Harry 
B. Kirkland; Thomas G. Grier; Adam 
Page; Tom Bibber, et al. One of the 
impromptu stunts was a lively debate 
a la ye ancient days on the socket situ- 
ation, so serious that it was scream- 
ingly funny. 

Another feature impressively intro- 
duced by Toastmaster Rockafellow 
was in the form of a memorial service 
in memory of those who still live in 
the hearts of their fellows. The list 


was as follows: 


Jobbers *. 
Cc. K. Hill 
B. C. Kemp 
Milton Mills 
Robt. Nichols 


T. C. Bibbins 
E. G. Bernard 
A. L. Bosley 
A. S. Doxsee 


John Erner A. N. Palmer 
P. M. Fletcher H. C. Roberts 
E. S. Fobes Hans Savage 








Above: Ma- , 
jor Charles 
Liebst F. A. 
—O. R. C. 
(whatever 
that means) 
formerly the 
chief electri- 
cal engineer 
of the Gen- 
eral Motors Bldg. of Detroit is taking a 
whirl at short circuiting some of the pur- 
chasing agents of Detroit for the Crescent 
Electric Co., Detroit, Mich. They say 
that he is good natured and has made a 
reputation for side stepping arguments 
(with his wife). The gentlemen with the 
summer “glad rags” on is Harry Clarke, 
president and sales manager of the Cres- 
cent Electric Co., Detroit, Mich. You can 
tell by the smile on his face that either 
the shot he just made or a real order was 
what he was thinking about. Speaking of 
orders, he does show the boys now and 
then how to knock off the big ones. He 
also shoots a mean game of golf. Ask Fay 
Tamar or Art Lubeck. 
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Here is a picture that has been mislaid, mistaken, and misunderstood for sev- 


eral months. 


is second from the left end. 


The photographer thought he had sent it in. 
Electric crowd (most of them, anyhow) at Omaha, Nebr. 


It shows the Western 
A. D. Barber, manager, 





Samuel Glover 
L. V. Garon 


Roger Scudder 

C. C. Sibley 

Wm. Hopkins Albert Smith 

Charles Holmes C. E. Trump 
Geo. W. Vallee 


Manufacturers 
Harry Adams Alex Henderson 
R. B. Corey Dan Hemingray 


Oscar Hoppe E. K. Patton 
Charles Hills W. D. Packard 
A. T. Clark Al Pease 

Geo. Cragin Geo. Searing 
B. M. Downs Jas. Wolff 


Fred Vose, who was unable to be 
present due to the conflicting meet- 
ing of the Electrical Credit Associa- 
tion, central division, sent a splendid 
article outlining the history of the 
E. S. J. A. which was read at the 
dinner. 

Among those present were the fol- 
lowing: W. W. Low, C. E. Brown, 
W. L. Goodwin, Sam Chase, W. C. 
Bryant, H. B- Crouse, H. T. Paiste, 
E. R. Grier, Tom Grier; Robert Gar- 
land, Franklin Overbagh, W. H. 
(Deacon) Onkin, John R. Cooper, 
Chas. E. Corrigan, A. R. (Adam) 
Page, Nate Harvey, W. H. Nolker, 
W. N. Matthews, Frank Bernardin, 
Harry Kirkland, Chas. P. Scott, S. B. 
Condit, J- H. Parker, Shiras Morris, 
H. O. Phillips, George L., Patterson, 
Fred Bissell, Frank H. Stewart, ©. 
C. Graham, W. R. Herstein, Perey 


Sterns, Henry Walker. 
= © Fp 


Bentley with Crescent 

Harry M. Bentley, formerly with 
the Erner Electric and National 
Carbon of Cleveland, Ohio, is now 
with the Crescent Electric Company, 
of Detroit. Seems funny how all the 
good men like to go to the “Dynamic” 
city, but nevertheless that’s true. 
Here’s hoping Mr. Bentley likes his 


new home. 


Erner Man Wanted “Red Ink” 
Pen 

“Plenty of fountain pens around 
here,” said Earl A. Brunswick, of the 
Erner Electrie Co., Cleveland, Ohio, 
“but I went after the Jospper’s Saies- 
MAN prize offer anyhow. You see, 
with my sales ‘in the red’ I had to 
have another pen for red ink. 

We are also indebted to Erner 
Electric for the best joke’of the sea- 
son. At a Cleveland radio show a 
youngster of tender years happened 
to be the only person standing near 
a big receiving set. Suddenly a show 
visitor asked him: “How many tubes 
that set, son?” “S-s-s-ix”’ 
stammered Francis, feeling highly 
honored. The man looked in the set 
and said rather sternly: “Six? 
Why there’s seven tubes in it.” Fran- 
cis took a wild look at the seventh 
tube and gulped: “Gosh! There are 
seven—it must be a mistake on the 
factory.” 


* * e.. 
Fixture Jobber Secures Big 
Installation 
The Electric Development & Equip- 


ment Co., fixture jobbers, of Chicago, 
in co-operation with Moore & Neely, 
engineers, designed the lighting ef- 
fects in the new Moody Memorial 
church and Sunday School. The 
seven main auditorium fixtures are ap- 
proximately 6 ft. in diameter and 10 
ft. high. They weigh about one-half 
ton. Each fixture contains four cir- 
cuits and the total capacity is 4,100 
watts. One circuit controls two 750- 
watt lamps, another two 500-watt 
lamps, another 12 150-watt lamps 
and another four 100-watt lamps. 
The luminaire is of the semi-indirect 
type, using Holophane as a means of 
reflecting. light to the ceiling. The 
class rooms have “Ivanhoe Keldon”’ 
units. 


in 
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The Railway Utility 
Company of Chi- 
cago is the sole dis- 
tributor of Chroma- 
lax Strip Heaters 
for use in heating 
of railroad and 
street cars in United 
States and Canada. 





Section showing the triple resist- 
ance coil imbedded in a refrac- 
tory material making it possible 
to put in a longer and larger 
cross section resistor. This con- 
struction gives uniform distribu- 
tion of heat. 


CHROMALOX 


The trade mark that stands for su- 
preme quality and value. Look for 
it on your new space heater. 


$1.75 List 
$1.60 Each 


in lots of 100 
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Another addition to 


the Chromalox line 


—A SPACE HEATER without an 
equal in Quality or Price— 


Chromalox Strip Heaters have broken all records for 
performance including heavy duty and high tem- 
perature applications. 


You can expect the same superiority from our Space 
Heater for ordinary applications. 


They were designed and are produced along the 
same basic lines—by the same ingenuity and skill 
that made possible the revolutionary Chromalox re- 
fractory sheathed unit in various forms. 


The adoption of Chromalox Strip Heaters for car heating 
on 1500 volts D. C. by the Illinois Central Railroad in con- 
nection with Chicago Electrification is proof of our claim 


that Chromalox leads the field. 


Chromalox refractory sheathed strips, rings and space heater 
with embedded resistor and the equipment and process used 
in their manufacture are fully covered by patents issued 
and pending. Our rights will be rigidly enforced. 








Service—We ship from stock within 24 hours 





Edwin L. Wiegand Co. . 


422 First Avenue, Pittsburgh, Pa. A 


4 


4 


Chicago Office: 20 East Jackson Blvd. Philadelphia Office: 259 N. Lawrence St. - 
New England Representatives: Hynes & Cox Elec. Corp., 406 North Pearl St., 
Albany, N. Y. Pacific Coast Representatives: The Electric Material 


Co., 589 Howard St., San Francisco. Calif. Hinckley Bldg., uff ee 
Seattle, Wash. 735 Consolidated Bldg., Los Angeles, Calif. Re 
2 
SPACE HEATERS Let us prove Ps ro e 
SHIPMENT he J oer 
FROM STOCK our claim Wz » a 
we 
SH—2150, 2 ft. 500 watts, 110 , Pee 
volts. oa Ps 
SH—2250, 2 ft. 500 watts, 220 A is 
volts. H PA hd oF <2 
Y & 
SH—2255, 2 ft. 500 watts, 250 —_ my, 7 . 
volts. & Ag 
he ab 2S 
In addition to the above a 
space heaters we can ship 70 es! ¥ 
different cataloged Strip Fi 3 > i 
Heaters from stock. rf mee C 4 
p = s 2 Ou 
A HEATER FOR EVERY of m ff 2 ./ # 
APPLICATION S * os se eS 
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OF a 


color in. the 
4 bees heh ig Ng 


an in Liberty: cue 
A. pages in Literary Digest 


Think of the millions who will 


read these ads. 


And a complete line of dealer 
helps that really help—snappy 
- window displays, colorful fold- 
ers, a complete range of electro- 
types for newspaper advertising, 
price cards, lantern slides and 
everything that you need to tell 
your story. 


Get in touch with your distrib- 
utor. Get the helps. Get the 
fans. Get ready for business. 








GENERAL 


MERCHANDESE. DEPARTMENT 
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nhs 


great leaders 
ota great line 


A real G-E Fan that sells for 
$5.00. Six-inch—standard finish. 
You know what that means— 


the best sales help we could offer 


you. 


The well-known 9-inch G-E os- 
cillator—to sell for $12.50. 





And the widest range of fans ever 
offered by one manufacturer. 


Sign your fan contract early. Be 
sure it is a G-E contract. Be sure 
you are backed by this great cam- 
paign. 


ELECTRIC 








BRIDGEPORT, CONNECTICUT 
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Here are three of the order boys of . 


Crescent Electric Co., Detroit, Mich., 
after a few hours with the guns. We 
forgot to ask them how much they paid 
for the use of the rabbit and guns. 
Reading from left to right, Billy Raw, 
L. W. Raw, and John Smith. 





What They are Doing in 
Kansas City 

Well, Mc, as Ring Lardner would 
say it, here I am in Kansas City and 
it is a fine looking town, too, laid out 
so nice and level, no hills or nothing. 
Reminds me very much of the Pan- 
handle of: Texas, it is so different! 
Got in kind of early so thought I 
would run out and see my old friend, 
P. Lloyd Lewis, of the Wagner Elec- 
tric Corp., first. However, he wasn’t 


down yet, 9:30, and his secretary 
surprised, stating he 
When 


we finally did get in touch with P. 


seemed much 


usually got down about 8 a. m. 


Lloyd, his alibi was that he stopped 
to watch a train wreck somewhere. 
P. Lloyd is an ex-Texan, so let’s let 
him get away with it. 

J. D. Todd, vice-president and gen- 
eral manager, of the Missouri Valley 
Electric Co., whom I hadn’t seen for 
10 or 15 years, appeared to be the 
same old John. In his usual pessi- 
mistic vein, John allowed that business 
was plumb good and that 1925 was 
even 
1920. 


good for ’26. 


a better year with them than 

Prospects also looked mighty 
Said the boys were al] 
alive and hustling hard for business. 
They have just moved into larger 
quarters which is always an encourag- 
ing sign. 

W. B. Satterlee, president of the 
Columbian Electrical Co., was enjoy- 
ing his usual good health and spirits, 
just having opened his mail and find- 
ing $2,000.00 in checks therein. He 
introduced me to Mr. Conkey, of the 
Conkey Electric Co., one of his lamp 
agents, who-had just received a two- 


page center sepia section write-up with 
pictures and everything of the new 
Ambassador Hotel, which he had sold 
the lamps to, in the Westinghouse 
“Light Touches.” Conkey was real 
proud of same and we don’t blame 
him. I couldn’t have written it up 
no better myself. 

Mr. Satterlee also introduced me to 
a newcomer to K. C. in the person of 
R. C. (Jack) Frost, who is now in 
charge of their Westinghouse Depart- 
ment. “Jack” hails direct from Mans- 
field, Ohio, where he used to help make 
the stuff and now he is going to aid 
the boys in selling it. 
ular fellow, married, and with the 
usual electric family of one boy and 
one girl and was “born and raised” in 
the electrical jobbing business. 

Dropped in to B-R Elec. Co. Did 
Mr. Bernardin but 
Charley Annis, sales manager, did the 
honors‘in fine shape. Was as encour- 
aging as to business conditions.as John 
Todd was. John Edwards is now han- 
dling the Wichita territory and J. Ed. 
Murphy has been transferred from 
Kansas to Oklahoma. Luck to both 
the bovs. Charley told me a good 


Jack is a reg- 


not get to see 


story about this Edison Electric Ap- 
contest. It 
Edison Appliance gave 


“Sweetheart” 
that 
away three sets of silverware to the 


pliance 


seems 


fellows who sold the most Hot Point 
irons cr something, contest running 


from 9/15 to 10/5. <A. C. Martin 
won first prize, Bob McCoy second 
and J. C. Johnson third. Charlie 
said that the boys’ wives and sweet- 
hearts simply made life a little hades 
for them to win this contest. Well, 
getting back to our muttons, as the 
French say, it seems that A. C. put on 
a little party at his house to celebrate 
the victory, inviting Hugh Short, city 
sales manager, and the rest of the 
gang. Well, when the festivities were 
over and all the punch drunk up, A. C. 
searched all the gang before they went 
home to see that no one had annexed 
any of his prizes. However, in spite 
of all his precautions, a salad fork 
disappeared and A. C. went around 
several days accusing everyone in the 
organization of having swiped it. It 
finally turned up, hid behind one of the 
portieres as Charley Annis calls cur- 
tains, much relieving A. C.’s mind. 
The Western Electric Co. has just 
moved into its new building, and as 
a warehouse, it is absolutely the cat’s 
whole wardrobe. I have seen lots of 
warehouses, but, as Lord Gladstone 
says, they ain’t no novelty to me, 
I can simply repeat that is the finest 
efficient and 
scientifically arranged warehouse I 


and neatest and most 


ever saw. 

R. J. MeCabe is the store’s man- 
ager of W. E. at K. C. By the way, 
R. J. is some bowler, so Tom Conrad 











> 
. 
. 
~ 
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“From the ashes we hope to rise and be a better and larger Elliott Electric 


Company than ever.” 


That is what F. J. Hopperton wrote when he sent in the 


above picture, and that is just the spirit necessary to survive the catastrophe 


of an $100,000 fire. 
Ohio. 


The new offices will be at 800 United Bank Bldg., Cleveland, 
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-G2m Attachmen ts 


A complete 7- piece set 
consisting of fan case cou- 
pler which is also used as 
blower connection; 8-ft. 
hose; 6-in. tool connector; 
upholstery nozzle; brush, 
which slips over upholstery 
nozzle; radiator and blower 
tool; 24-inch extension tube. 
Connection made through 
nozzle, direct into fan case. 
As — a set as fur- 


The Gem Cleaner 


A quality cleaner, rug- 
gedly built. Has powerful 
General Electric motor; 14- 
inch le; lly pow- 
erful suction, efficient across 
entire width and at ends of 
nozzle for both embedded 
and surface dirt because of 
new nozzle design; trigger 
switch in handie;. swivel 
rear caster; gravity oil sys- 
tem; wood handle; 25-ft. 
cord; bayonet lock bag; sil- 
ver tone finish; light in 





weight. Retail 
Price only 


A New Winner! 


WITH A DEFINITE JOBBER POLICY 


Powerful 
‘*G.E”’ 
Motor 


The 


Cleans 
with Air 
Only 


Cleaner 





A NEW, Popularly Priced Cleaner of Unusual 
Quality, for the Jobber who wants to 


Dominate the Price Field with a Quality Cleaner 


Here is a cleaner with which you can 
Dominate, on Quality, Completeness, and 
Price. 


The new GEM Cleaner is a Straight 
Suction type cleaner which meets and 
beats competition. It has powerful, ef- 
fective suction. All other claims not- 
withstanding, the Gem has more power- 
ful, more efficient suction—cleans faster 
than any other cleaner of its type. Sub- 
stantiate this yourself! Simply compare 
The Gem with any cleaner for efficiency, 
for quality construction, for 100-cents- 
on-the-dollar value! 


= 


—s 


The Gem Cleaner has a General Elec- 
tric motor; a scientifically designed noz- 
zle; and many other appealing conveni- 
ences. It is sturdily built. It has a fine, 
complete set of attachments selling at 
the amazingly low price of $5.00. 


With this new cleaner the Jobber can 
absolutely dominate the Price Field in 
his Market—and make a very satisfac- 
tory profit! 

Let us send sample for testing and 
approval. 


Write today for details! 


a high quality cleaner under your own name at a most attractive price. Write 


To the large Distributor—we have unexcelled facilities for furnishing you with 
for details. 
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J. H. Van Aernam is sales promotion 
manager of the Iron City Electric Co., 
Pittsburgh, Pa. He is manager also of 
the Electric League of Pittsburgh and 
extremely active in the Red Seal work. 
He is the author of “Putting Over the 
Red Seal Plan” which appears in this 
issue. 





says, averaging around 170 but is be- 
ginning to lose his grip and only aver- 
aged 130 to Tom’s 140 the last con- 
test. Tom says he will soon pass him. 
Watch him, R. Don’t 
let no specialist beat you out! I 
know them, W. E. specialists, they are 
a hard gang! 

I inquired where W. B. De Forest, 
manager at K. C. and the 
tongued after dinner speaker and au- 
thor of the famous outline “How We 
Serve” Nobody knew but all 
agreed he was out of town somewhere. 


J., watch him! 


silver- 


was. 








Joe Davies, 
Robertson-Cataract Electric Co., Buffalo, 
N. Y., is shown with his family and his 
sea-going Buick. That’s his own bunga- 
low in the background. 


city salesman for the 





Was sorry to have missed him. R. J. 
said that Bert Barber was still alive 
at Omaha. 

Roy Miller is working hard down in 
Oklahoma and J. W. Frazier, one of 
Bill Schott’s (star sewing machine 
salesman) side kicks, gave us a lot of 
good selling points on W. E. washers, 
I don’t want to omit telling you that 
W. E. of K. C. claims to have the 
champion Charlestoner of Missouri in 
Miss Mildred Handley. I tried to get 
Mildred to show me some of her steps, 
but she was a bit bashful. 


Saturday morning I dropped in on 
E. F. Hardey, president and treasurer 
of the Central States Elec. Co., and 
it being only a short day didn’t bother 
them much. They are going to move 
into their new building at 1709-11 
Locust St. during Xmas week, which 
will give them 50 per cent more floor 
space. One addition to the force is J. 
A. Arber, who will fight for radio 
business. J. A. is an ex-phonograph 
man and is a hustler. 

F. A. Johnson, sales manager, Con- 
tinental Elec. Co., 1705 Baltimore 
Ave., looked full of the old wim, 
wigor and witality. F. A. graduated 
from a purchasing agent to a sales 
manager. Mr. Johnson said every- 
body was sure up and at ’em around 
there and J. P. Lafferty, manager of 
the Robbins & Myers Co., St. Louis 
district office, whom I met in there, as- 
sured me of the same, so I guess it’s 
all okeh with these boys. They asked 
me about Duke Smith and his camera 
and whether or not the effete East had 
took all Duke’s pep away and when 
he was coming over to K. C. I as- 
sured ’em that I hadn’t seen Duke 
since he left for the East. 


Had a short chat with J. D. Leffler, 
president of the Mutual Elec. Co., 
and he was sure feeling encouraged 
over everything. Says radio business 
was fine and the gang all out and at 
‘em. This K. C. crowd is all full of 
pep, it is a regular town, streets are 
almost as full of people as Dallas and 
they are sure mighty friendly. It’s 
a good town, and a mighty lively one. 


Well, it being Saturday as above 
stated, I decided to call it a day and 
hunt up a 10-cent movie. On my way 
to one I stopped in to the South West 
district office of the National Lamp 
Works to see if I knew any of the 
boys. Sam Furst wasn’t there, but 
Howard Viot, who is the boss of the 
place, was and we had a good old- 
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Everytime we run across a picture like 
this one, we feel the urge of matrimony. 
The chap with the proud look in his eyes 
is C. G. Parmalee, the new sales manager 
of the Commercial Electric Supply Co., 
Detroit, Michigan. He is mighty proud 
of his little girl. 





time chat. Some place they got there! 
They have a demonstrating room 
where they show all kinds of sys- 
tems for properly illuminating every- 
thing and if the jobbers’ salesmen 
around K. C. are on to their job they 
will work this room overtime demon- 
strating to their customers how they 











“The call of the South.” 


Harry Gol- 
denberg, shown above, and his father 
who formerly owned the A. Goldenberg 
Electric Co., Cleveland, O., are now lo- 


cated in Miami, Fla. Harry is in the 
real estate business and js also repre- 
senting electrical and radio manufactur- 
ers there. 
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30 to 200 amperes includ- 
ing all characteristics 






N the WK-62 quick-break safety enclosed externally- 
operated switch, Westinghouse engineers have designed 
for the contractor a high grade switch at a price low enough 
to assure him a good profit. 
With this attractive price are combined many of the features 
that have made the Westinghouse WK line of safety switch- 
es so popular. 


Here they are: 


1. Diamond pointed jaw and extended blade 
that prevent burning of contact areas. 

2.-New quick break. 

3. Many convenient knockouts. 

4. Ample wiring space. 

5. High grade, durable, japan finish. 
Westinghouse Electric & Manufacturing Company 
Mansfield Works _- mT anil Ohio 


Sales Offices in All Principal Cities of the United 
States and Foreign Countries 





LONG LIFE SWITCHES 


Mail the attached coupon for detailed information about 
the WK-62 safety enclosed switch. 


Westin 
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the superior switch 
at the right price 














Diamond Point Jaw and Ex- 
tender Blade Construction 
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should light up. Gosh, they didn’t 
have no such advantages like that in 
the old days when me and Howard 
Viot was peddling lamps! However, 
we had no prohibition in them days so 
it had its advantages. You know I 
don’t like auditors, I think the whole 
ambition of an auditor is to find some- 
thing that looks like a profit and find 
a lot of charges no one else would ever 
think of and turn it into-a loss and 
then right away the boss wants to fire 
a salesman or reduce wages or some- 
Well, Howard Viot has a 
new scheme and it’s a bear. He takes 
auditors and makes salesmen out of 
them. He has one Tommy Doran, an 
ex-auditor who is doing a good job 
and he had this boy Tommy down in 
grandoldtexas out Lester 
Gottschall. 


thing! 


helping 


Ross D. CummMINGs 


oS. @ ce 


Roosevelt Holds Successful 
Meeting 


The W. A. Roosevelt Co., La Crosse, 
Wis., 1868 
wholesale distributors of plumbing, 
heating and electrical supplies. With 
the inception of radio broadcasting it 
In 
line with its established policy, it dis- 
tributes only the products of reliable 
manufacturers who guarantee all ma- 
The Roosevelt Co. 
also maintains a real service depart- 


was established in as 


organized a 


radio department. 


terial furnished. 


ment. 
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The W. A. Roosevelt Co. and Its Guests 


On October 13 it held a dealer con- 
ference which was attended by radio 
dealers from Wisconsin, Minnesota 
and Iowa. J. W. Brindley, manager 
of the radio department, presided and 
introduced the big boss of the Roose- 
velt company, T. H. Brindley, who 
said that they had selected the lines 
they are going to sell this year after 
going into every detail. 

Charles T. Lawson, vice-president 
of the Dayton Fan & Motor Co., Day- 
ton, Ohio, explained in detail the ad- 
vertising campaign that was planned 
by his company for the coming season. 
He also gave some very good points 
regarding radio in general and ex- 
plained the different models made by 
his company and stressed on the point 
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The Michigan Chandelier Co., formerly at 1748 Brush St., has moved into its 
new building at 3130-31 Chene St., Detroit, Mich. 








of real merchandising being used to 
sell radio to the public. 

After luncheon, John M. Redell of 
the Kurz-Kasch Co., Dayton, Ohio, 
gave a very interesting talk on radio 
past and present and gave the dealers 
some merchandising features on sell- 
ing radio to the American buying pub- 
lic. The proper way for a dealer to 
get real results in the radio business 
is not only to try and sell the prospect 
a set and the equipment that goes with 
it, but to impress on the mind of the 
prospect that with the set goes some 
real service. A good big percentage of 
success in business is in making up 
your mind what you want to do and 
then paying the price to see it through. 
The price is sometimes in money, 
sometimes in constancy, sometimes in 
civility. There is always a price for 
something worth while. 

At six P. M. a banquet was held in 
the ball room of the Stoddard Hotel. 
All those present were appreciative of 
the way the: officers of the Roosevelt 


company entertained them. 


* 


News From Commercial 


The Commercial Electric Supply 
Co., Detroit, Mich., has made some 
changes in its sales force. 

P. A. Goldman, who has been travel- 
ing in the Ohio territory for the past 
five years, has been promoted to the 
lighting department as sales manager 
of that department. 

L. C. Hewey has been advanced 
from counter salesman to road sales- 
man covering Ohio territory. 

V. S. Heffner, who has three years 
jobbifg experience, is a counter sales- 
man with this company. 


* * 
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First Operation—N. the top bar to the stud- 
ding for se = ms he jhe auth ch box. 














ird Operation—Attaching the bottom bar to the 
box—Note that the box house out from the top bar. 








Fourth Operation— Nailing down the bottom bar, 
completieg the installation, and binding the box 
firmly in place. 


A New Combination 
Switch Box and Support 


Gem FT 


Forloom. Depth,24";length, 
3”; width, 2”. Two %"knock- 
outs in each side and two in 
each beveled corner. For 
gangs use Gem F spacers. 


Gem FCT 


For loom. Furnished with 
No, 2 clamps. Depth, 24"; 
length, 3”; width, 2”. Two %” 
knockouts in each side and 
two in each beveled corner. 
For gangs use Gem FC 
spacers. 


Gem XT 


For flexible metallic conduit. 
Furnished with No. 1 clamps. 
Depth,24";length,3”; width, 
2”. Two 23-32” knockouts in 
each side, two in each end 
and four in bottom. For gangs 
use Gem X spacers. 


Gem BT 


For rigid or flexible metallic 
conduit. Depth, 2% ”; length, 
3”; width, 2”. Two }6” knock- 
outs in each side, owt in each 
end and two in bottom. Fur- 
nished with two 4” in each 
side and one *{” in each end 
ifspecified. For gangs use Gem 
B spacers. 


Carry asampleand 

show the new Gem 

Locktite to your 
customers. 


The latest development— quickly installed — 
only three parts— box adjustable to any position 
— rigid mounting — neat and workmanlike jobs. 


The combination consists of a Gem sectional 
switch box and twosemi-tubular steel bars. The 
latter can be mounted to position the box regard- 
less of spacing between studdings. Permanently 
attached to the sides of the box are flat steel strips 
with curved ends which engage the slots in the 
mounting bars and hold the box firmly in place. 
The steel strips are bent in a ““U” shape at the 
center to provide asupport for the lath that butts 
up against the box. 


Gem Locktite Boxes are furnished for loom, for flex- 
ible metallic conduit,and for rigid conduit,and can 
be ganged aseasy asGem Sectional Switch Boxes. 


‘CHICAGO FUSE MFG. Co. 


eee” eee OF 
Materials and Conduit Ai A 
Fittings 


LaFun & 15TH STREETS 
CHICAGO 


BOXES AND SUPPORTS 
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You'll 





Want to 





“What are Gillway Units? 


A Gillway unit is Light- 
ing Equipment—Glass- 
ware and Fixture —as- 
sembled, wired, packed in 
an individual carton, 
ready to install. 


It saves costly shop labor, 
broken stocks. It gives 
economy of timeand 
money. It means a prac- 
tical, efficient, econom- 
ical service in lighting 
equipment to the light- 
ing industry. 


tO get 


This beautiful, new “de luxe 
edition of our catalogue of Gill- 
way Units* —Lighting Fixtures. 


As this is a very expensive cat- 
alog — profusely illustrated in 
colors, we cannot afford to dis- 
tribute it broadcast—but if 
you'll clip the coupon and send 
it to us we'll send you a copy 
with our compliments. 


It will not only help you solve 
your fixture problems and sell 
more lighting equipment, but you 
will want it for constant ref erence. 


And that’s not all—it will en- 
able you to earn a handsome 
profit on your fixture sales. 


Send for it today! 


Gill Glass Company, Inc. 
Amber & Venango Streets 
PHILADELPHIA :: PA. 


Gill Glass Company, Inc. 
Amber & Venango Streets, 
Philadelphia, Pa. 

Please send me a copy of your catalogue “‘A”’ 
Name__ 
Street 


City State 
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ive News 


bout Live Ones 


WW 





SP 





nS; 
General 
Y., has 


the Florida 


Oliver, Jr., formerly of the 
Electric Co., Schenectady, N. 
become a city salesman for 
Electric Supply Co., 
Miami, Fla. Mr. Oliver graduated 
from Georga Tech in 1923. R. M. 
Holman has been employed to work 
in the radio department of this com- 


pany. 
* 7 * 
The Peabody Electric Co., Musko- 
gee, Okla., has employed R. B. 
Wright as city salesman. 


* * * E 

Fr, J. Cox is now with the Reiman 
Wholesale Electric Co., Los Angeles, 
Calif., as 
Fred Haney, the third baseman of 
the Detroit team, has taken a position 
as house salesman during the winter 
months. Another ball player, Bert 
Niehoff, manager of the Atlanta Ball 
Club, has been added to the credit de- 


partment for the winter. 
” * * 


H. G. Smith and L. W. Furr are 
now with the Holt Electric Co., 
Jacksonville, Fla., in the capacity of 
outside salesman. 

* * * 

Delmas Matheson is a new: sales- 
man with the Sager Electrical Supply 
Co.. Lynn, Mass. 


a special radio salesman. 


The H. Coleman Co., Allentown, 
Pa., has employed Lawrence Schwer- 
nier as an outside salesman. Wilson A. 
Geiring is a new counter man with 
the company. 

* * * 

Harold House, formerly stock clerk 
with Love Electric Company of Ta- 
coma, Wash., has been promoted to 


outside salesman. 
a. * a 


Charles' Brikett, formerly _ price 
clerk with the Stubbs Electric Com- 
pany of Portland, Oregon, has been 


promoted to outside salesman. 
* * * 


Charles Fuller, formerly with the 
Porter Electric Co-, Utica, N. Y., has 
taken up his new duties as counter- 
man for the Robertson-Cataract Elec- 
‘vie Co., Utica. 

- * * 

W. W. Worley has been added to 
the sales department of the Interstate 
Electric Co., New Orleans, as special 
radio salesman. Mr. Worley, pre- 
vious to his connection with this com- 
pany, was in the contracting business 


in Shreveport. 
* * * 


A. T. Groom has recently joined 
the field representatives of the South- 
west General Electric Co., of Okla- 
homa City, as its radio salesman. 


J. A. Haylor, salesman for the 
Western Electric Co., Birmingham, 
Ala., has taken unto himself a bride, 
in the person of Miss Ruth Evatt, of 
Chattanooga, Tenn, 

* * ~ 

J. Hamilton Kelley, who has for 
the last two years been in the city 
sales department of the Matthews 
Electric Co-, Birmingham, Ala., has 
been promoted to the position of man- 
ager of the department, succeeding C. 
R. Pritchard. 

* * * 

The American Radio Manufactur- 
ing Co., Kansas City, Mo., has’ taken 
on C. E. Blough and L. M,. Putnam 
to travel as outside salesmen. Three 
new counter men with this company 
are James J. Pippert, Harry S. An- 
drew and N. L. Gibson. 

* * * 

The Rumsey Electric Co., Phila- 
dephia, Pa., has employed H. Grat- 
tam, Jr., as a lighting specialist and 
H. Hartline as a salesman in the 
Philadephia district. 

* * - 

Byron Wendell has recently been 
appointed counter man for I.. A. 
Wolley, Inc., Buffalo, N. Y. 

* * * 

Erwin Westerman has been added 
to the Protective Electrical Supply 
Co., Ft. Wayne, Ind., in the capacity 


of city salesman. 
* * * 


The Tay Sales Co., Chicago, IIl., 
has taken on G. Halloway as city 


salesman. 
(Turn to Page 45) 
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Employees, personal friends and a few jobbers, to the num- 
ber of 128, were entertained by Joseph Kurzon of New York 
at the Hotel Imperial on the night of November 28. 
the tenth anniversary of the founding of the jobbing business 
As the saying goes, the party will 


of which he is the owner. 


go down in history and the Imperial was shaken to its founda- 


tion. 


It was 
jobber. 








This was nothing, however, to the one he will give when 
his new five-story building is completed at 110 West Thirty- 
first St., in February. Joe Kurzon started out as a hardware 
Later he took on electrical lines with which he has 
been so successful that the electrical end of his business is 
bigger than the hardware end. 
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and friendships. 





Happy New Bear 


* Mnce more the pleasant opportunity is ours to wish our good friends : 
another pear of progress and prosperity. 








¢ Business is business they say. Wut, t€ business were all there is to 
~ business, business would lack its chief elements—serbice, satisfaction 


jy «flere Words fail to erpress our appreciation of these, and the volume of 
fF good things we wish for pou during 1926, 


eS o ro at et Po es ror =; - 


| THE “MILLION DOLLAR” INDUSTRIAL 


Benjamin Clectric Filfg, Co, 


S, Sy = ty n sy 


LIGHTING ACTIVITY 


Early Estimates Indicate That an Amazin 
yee Total Will be Rolled Up 


Although the Industrial Lighting 
Activity now going on in various parts 
of the country under the direction of 
the Industrial Lighth@g Committee of 
the National Electric Light Asso- 
ciation has been under way only about 
two full months, reports of progress 
received from 32 cities in 15 states in- 
dicate that a business of over a mil- 
lion dollars has already resulted from 
the campaign. This is 
flectors and equipment 
installation work that will be done by 
the electrical contractors. 


in actual re- 
sold and in 


In addition to this the yearly reve- 
nues of the central stations are esti- 
mated to have increased by more than 
one million dollars through the efforts 
expended in the campaign. 

Ohio in Line 

All through Ohio meetings are be- 
ing held by representatives from 
Youngstown, Akron, Dayton, Toledo 
and Columbus. Fairmont, W. Va., and 
Lexington, Ky., has been added to the 


activity map. Cincinnati is going 


strong. 


Denver Gets Under Way 


A model and 
installation of industrial and commer- 


thoroughly practical 


cial lighting has been made in Denver 
and interested industrial and commer- 
cial executives are being invited from 
all sections throughout the mountain 
region. The demonstration is the new 
lighting system installed by the West- 
ern Electric Company in its building 
at Denver, Colo. 


This installation consists of 146 out- 
lets all equipped with either RLM 
metal reflectors or total enclosed glass 
units. Lamp wattages are exclusively 
200 and 300. Included with the other 
installations made since the campaign 
was inaugurated in Denver, an increase 
of 46 kilowatts in the connected load 
has been reported. 


Philadelphia Shows ’Em 


In Philadelphia great progress is be- 





ing made. 
specialists of the Philadelphia Electric 
Company have geared into the cam- 
paign, all of the other electrical inter- 
ests in the city being active. 

In one hosiery knitting mill a new 


Twenty-five lighting sales 


intensity of 17 foot-candles has in- 
creased production 6.3 per cent. The 
increase in operating cost due to this 
raising of the lighting standard by 11 
foot candles was only 1.15 per cent of 
the annual payroll. 
Detroit Cashes In 

The Electrical Extension Bureau of 
Detroit has made 58 layouts for better 
industrial lighting, of which 14 com- 
plete lighting installations have been 
sold. The equipment includes 2,270 
RLM reflectors; 2,144 200-watt lamps; 
126 100-watt lamps; 20 500-watt lamps: 
250 Cooper-Hewitt units and a num- 
ber of smaller lamps. Of 836,040 
square feet of factory space laid out 
for better lighting, 424,300 square feet 
have been sold. The addition to the 
central station load is 826 kilowatts. 
The general increase in illumination is 
from about 3-foot candles to 9-foot 
candles. 

Chattanooga Comes Through 

A fine exhibit has been set up by the 
electrical people in Chattanooga 
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Electric 
Power Company, in one of the exhibit 
Chattanooga Chamber 
of Commerce. The Superintendents’ 
group of the Chattanooga Manufactur- 
ine Association and the Chattanooga 
Safety Council have been invited to 


headed by the Tennessee 


rooms of the 


attend meetings and witness demon- 


strations at this exhibit. 


10,000 More Reflectors in 
Cleveland 

Over 10,000 reflectors had been sold 
in Cleveland since the industrial light- 
ing activity started, according to J. E. 
North, president of the Cleveland 
Electrical League. Nearly 2,500 fac- 
tory executives and electricians have 
been circularized. 

What Does It All Mean 

More and more electric light and 
power companies, jobbers and electri- 
cal contractors are consolidating their 
efforts for a big drive immediately 
after the holidays. 

It is not too sanguine to expect that 
during the next few months this armv 
of active ones will crash the revenue 
gate for a tremendous increase in total 
sales and in potential income for the 


\ i . 
Nu! n * 
{ 


4 
Ay 


co-operating electric light and power 
companies. 

We are getting our share of the re- 
turns and while of course we are ac- 
tuated in a large measure by a reser- 
vation of what it all means to us, we 
want everyone to know that we will 
be of help whether it means directly 
more business for us or not. 

In other words, whether you are 
selling Benjamin equipment or that of 
someone else, if there is anything in 
the Benjamin Plan Book or anything 
in our resources that will be of help 
to you, do not fail to call upon us. 
The Big Chance for Real Selling 

Now one more word in connection 
with the whole activity. The big na- 
tional advertising campaign is  paint- 
ing the background for a better ap- 
preciation for better factory lighting. 
The broadsides, folders and circulars 
and form letters that have been sent 
out in a tremendous array to thou- 
sands upon thousands of industrial 
plants have all created a greater inter- 
est in correct industrial illumination. 

This increased interest, however, is 


The desire to re-equip 


GTA DIENT KY 
Are on the / 
Drotit ‘Side. 


only passing. 


~The Industrial Executive ~ 


is the magician of today. He works bis miracles through the 


medium of Correct Industrial Lighting 
ause fin 2 fumble to his loss 


ofits. 


dustrial Lighti 


120-228 6. Sangemee St.. Chicane 
247 W. 17th $t., Mow York 
M lured on ob 





From whale masses of men he strikes the darkness that blinds 
From the hands ef a million workers he breaks the fetters 


Benjamin Electric Mfg. Co. 


a ae 
Laghee ey Became 
Teaste Mi Lagat 


<3 
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By these miracles he serves himself also. How? By reducing 7 , “ ee < ~ 


spoil stopping accidents; by cutting production costs and 


ad again an installation of Benjamin Super Equipment 
has increased production from 


448 Bryeat $t., San Prancisce 
hen jamdm Ehecern Mig. « 
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is only latent. Where one industrial 
executive will commit himself spon- 
taneously, 99 out of 100 must be sold. 

There never was a time in the whole 
history of electric lighting when the 
opportunity was so good for cashing 
in on an effort well planned and splen- 
didly carried out. 

General conditions are good. Indus- 


try expects a banner year in 1926. 
Selling costs and labor costs are high 
and there is little disposition to bring 
these down below the level at which 
present. Profit must 


come out of increasing production, in 


they ride at 


cutting production costs and in taking 
advantage of the concurrent benefits 
that come also with correct industrial 
lighting; that is, decreased spoilage, 
fewer accidents and an improved mo- 
rale throughout the working forces. 
There never was a time when all of 
this was more self-evident than it is 
With a proper apprecia- 
tion of the bigness of the opportunity 


right now. 


and the thin barrier of resistance that 
lies between the selling effort and a 
wonderful success it only requires a 
disposition to pick up and “go to it!” 


Look into the record of such plants as these 
—where correct industrial lighting has been 
adopted. The Production Manager will tell 
you that no other single factor so vitally 
aflects the ability of men and machinery to 
operate at the highest efficiency. 


Benjamin 
Industrial Lighting 
is used in thousands of successful plants, 
in every part of the country, to reduce acci- 
dents, stop excessive spoilage, cut produc- 
tion costs, increase production and build 
bigger prolits. 
We will he glad toco-operate with your local light- 
ing specialist or your own engineer. Tell us of your 
he problem. We will send you information 
that will mean money to you. 
Address onr nearest office 
* Benjamin Electric Mfg. Co. 
e 126-288 & Sangamon St., Chicago 
247 W. t70h St... New Fork 448 Sam Froaciace 
Manutaciared m Canada by the Benjamin Einar Milg. Co. 
ot Canad. Lad. Toreme, € 


Benjamin Advertising in January and February sounds a new note in the Industrial Lighting Activity. By illustration and 
text, the advantages of Less Spoilage, Fewer Accidents, Increased Production, Lower Production Costs and Larger Profits 
are brought to the front. This series of advertisements is appearing in the big publications devoted to industrial plants, 


electric light and power companies and electrical contractors. 


Each advertisement is directed specifically to a single group 


of interests, showing the relation which is vital between the use, installation or servicing of correct industrial lighting and 
the ultimate returns to each particular group. 
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THE NEW BENJAMIN STRAIGHT LINE 
FREQUENCY CONDENSER 


We have added another radio prod- 


uct to our growing line. 





( OO 


\ BENJAMIN 


Ms 


™~ String out the stations symmetrically from one end to the other. 


This time 





\its range covers the dials 


\ Straight Line Frequency Condensers 


steps, so that the old-time crowding 
of a bunch of stations on one side of 


the dial is elimin- 
ated. With _ this 
condenser the tuning 
is easy as the fre- 
quencies are spaced 
evenly and equally 
over the broadcast 


range of the dial. 


The Benjamin 
Tuned Radio 
Frequency 
Transformers 


Recent tests ot 


our Tuned Radio 
Frequency  Trans- 
formers have shown 
some remarkable re- 


When 


with our .00035 mfd. 


sults. used 


Tanaka 


Cle Ra-Tone That is selectivity supreme! Every station has a clear space Dréducaé : oe . “9. 

Sockets for tuning. The old-time crowding is eliminated. Tun- Trauforeas condenser, these coils 
Stop tube noises ing is si ified fall. with i i at 2 v4 
by preventing the * sc a d and best ofall, with its low loss amomperinwes §=will tune from 170 
ues “al ‘dl : characteristics, radio reception is definite Low Resumen, Lawler an eae Thi 
vibrations into micro- 7 and distinct. The precision in work- tributed Capacity. Space to 974 meters. 1S 
phonic disturbances. Four : wound, air core; double 


springs support the socket— 
“float ® it above the base and ab- 


“Pash” type Cle Ra-Tane Sockets are 
tor standard UX and WX tubes. 


Parenter Joy Bie, May 218) 


0005 Mfd. 


Benjamin Radio Advertising is Telling the Radio User 
and the Trade of the New Radio Products. 


it is a Straight Line Frequency Con- 
denser. In mechanical perfection it is 
similar to our maximum range con- 
denser, the losses being kept extremely 
low and the movement velvet-like in 


smoothness of action. 


A friction disc adjusts the tuning 


tension without throwing the rotor 
plates out of alignment. The shafts 
are of large size and the bearings as- 
alignment and un- 


sure permanent 


varying capacity constants. The finish 
is dull silver and the condensers will 
namely 


be furnished in three sizes, 


.00025, .00035 and .0005 mfd. 


Aside from being a wonderful low 
loss condenser, the rotor blades are 
so shaped that a tremendous gain in 
selectivity and ease of tuning is made. 
Government allocations of broadcast- 
ing stations are made on the basis of 
a separation of frequencies in steps of 
10 kilo-cycles. The new Benjamin 
Straight 
adheres to this procedure and the ca 


Line Frequency Condenser 


pacity is varied in terms of frequency 


manship is superlative. The 
finish is dull silver. In 3 sizes: 
sorb all shocks and jars The new “), 00025 Mfd.;.00035 Mfd.; yA 





Ginekaacteamea iS believed to be a 


- proach to an all-air dielectric con- Dose 
struction and the highest type ofia- greater tuning range 

~ ductance possible. Put up singly and in : 
sets of 3, than can be obtained 


with any other coil. 
This is due to the 
fact that the dis- 
tributed capacity in 
our coil is extreme- 
ly low, while the 
inductance is main- 
tained __ practically 
tained practically the 
same as a straight 
wound solenoid coil 
increasing the tuning 
range and adding to 
selectivity. 

New Push Type 
Cle-Ra-Tone Radio 


Sockets Ready FA 

The new Push Type 
Cle-Ra-Tone Radio Sock- 
ets for UX tubes are 
ready and meeting with 
the same acceptance as 
the regular Navy type 
Cle-Ra-Tone sockets. 
These Push Type sock- 
ets embody all of the 
floated or sup- 
ported, shock 
features of the original 
Cle-Ra-Tone radio sock- 


spring 
absorbing 


ets. The  tube-holding 
elements “floats” on 
springs, which absorb 


all shocks and jars, pre- 
vent the superimposing 
of outside vibration 
upon the natural period 


St. Peter: 


IMPORTANT MAN IN THE INDUSTRY 





The Benjamin Reflector 








of tube oscillation and thus do away 


with the so-called “tube-noises,” so 


disturbing in many radio receivers. 


CENTRAL DIVISION 
SALES PERSONNEL 
MOVES AROUND 


Mr. Birch Addington, who formerly 
han- 


Kansas 


and Oklahoma, will come into the Chi- 


headquartered in St. Louis, Mo., 
dling the states of Missouri, 
cago office on January 1st to take over 


the Railroad Department. 


Mr. O. C. 
the territory made vacant by Mr. Ad- 
Mr. Westberg has 


been with the company for some time 


Westberg will take over 
dington’s removal. 


but has just recently been added to 
the sales force. 


Mr. W. A. Gale, Formerly of In- 
dianapolis, will take up new _ head- 
quarters in Cincinnati, Ohio. 


 @ ¢ 


“Parr-a-Graphs,” the sprightly 
house organ of the Parr Electric Com- 
pany, Inc., comes to hand the current 
interesting ‘and 


month with a lot of 


highly amusing cartoons. Among the 
products listed in the illustrated “Hall 
Crouse- 


of Fame” are Square D, 


Hinds, Hubbell, Rome Wire and Ben- 
jamin. 






There is Always Sunshine There 


St. Peter: ‘‘What were you on earth? 
He: “‘I was a reflector salesman. 


““Come in, but I don’t believe you will 
like the place.”’ 
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The Benjamin Reflector 














CARNEGIE TECH HAS 
A NEW LIGHTING 
DEMONSTRATION 

ROOM 


A lighting demonstration room has 
been set up at the Carnegie Institute 
of Technology at Pittsburgh, Pa. The 
demonstration was officially opened on 
November 20 by the Pittsburgh Chap- 
Illuminating Engineering 
Elec- 


ter of the 


Society co-operating with the 
tric League of Pittsburgh. 
This meeting, which was a regular 


monthly meeting of the Chapter, was 








ings under construction, as opportuni- 
ties for the sale of wiring material, 
particularly reflectors? 

We have always had a suspicion 
that this was long past the time when 
the enterprising contractor should have 
been scouting and now we are more 
than sure of it. 

The accompanying illustrations show 
the new post office at Dallas, Texas, 
under construction. Long before the 
started, .J.. “Eda.” 
Lowry, of San Antonio, was out pros- 
pecting and as a result of his diligence, 
he sold 634 of our No. 14200 P re- 
flectors for the post office job. The 
electrical contractors are Wright 


first work was 


3rothers of San Antonio, headed by 





J. “Ed.’’ Lowry Prospecting for an Order. 


designated as a “Symposium on In- 
dustrial Lighting.” Papers were pre- 
sented by Mr. W. E. Conley, of the 
National Lamp Works of the General 


Electric Company, and Mr. D. W. 


Blakesly, of the Jones & Laughlin 
Steel Company. 
The lectures were followed by a 


demonstration of the equipment and 


the evening closed with the showing 


of the industrial lighting film now 
being exhibited throughout the coun 
with the industrial 


Elec 


try in connection 
lighting activity of the National 
tric Light Association. 
The lighting demonstration is in 


charge of the Physics Department 
Professor H. S. Hawer and his 


Professor C. W. 


with 
Prine, in 


assistant, 


command. 


HE GETS ’EM BEFORE 
THEY START 


Have you ever noticed that one of 
the favorite suggestions we make to 


electrical contractors and _ jobbers’ 


salesmen is to note particularly build- 


Mark Wright, who we are sure has 
something on the early bird that is 
said to have it easy in catching the un- 
spoiled good things before the other 


fellows get around. 




















The New Pustuffus at Dallas, Texas. 
— Going Up. 


BENJAMIN PLAN BOOK 
BRINGS QUICK 
RESULTS 


J. H. Pierson, Jr., manager of the 
Charlotte office of Western Electric 
Company, Inc., reports that within 
three days after letter No. 1 in the 
Benjamin tie-in campaign had 
mailed, three high-grade inquiries were 
received, one from a furniture com- 
one from a hosiery mill, and 


been 


pany, 
one from a piano manufacturing com- 
pany. 











G 





AND | GoT W-O-P BETWEEN 
SKAT ano P-S-T-T // 
r 3 


A Sales and Advertising Conference. 








January, 1926 


THE JOBBER’SfI)SALESMAN 


45 





“ROUNDED ON THE BELIEF THAT THE 


The C. J. Litscher Electric Co., 
Grand Rapids, Mich., has employed 
two new men in the persons of E. H. 
Bard as city salesman and S. R. Gas- 
well as country salesman in central 


Michigan. Mr. Bard will also cover 
Muskegon, Mich. 
* * * 
E. F. Looby has taken over the 


territory for the Western Electric Co., 
Providence, R. I., which was pre- 
viously covered by J. K. Curtis. 


* * * 


J. T. Coughman who has been em- 
ployed in the Indianapolis office of the 
Crescent City Electric Co., Evansville, 
Ind., is now travelling as salesman in 
southern Indiana. 


* * *” 


J. A. Flynn has been appointed as 
assistant to the manager, J. G. 
Cronin, by the H. C. Roberts Electric 
Supply Co., Baltimore, Md. 


* + & 


Graybar Electric Co. 


(Continued from Page 12) 


partments of the Western Electric 
Co. was carried out in 1923 with the 
opening of general offices for the Sup- 
ply Department in the Pershing 
Square Building, New York. The ad- 
vent of the Graybar Electric Co. in- 
volves comparatively few changes. 
The Graybar Electric Co., now 
has distributing houses in Atlanta, 
Albany, Baltimore, Birmingham, Bos- 
ton, Brooklyn, Buffalo, Charlotte, Chi- 
cago, Cincinnati, Cleveland, Colum- 
bus, Dallas, Davenport, Denver, 
Detroit, Duluth, Grand Rapids, Hous- 
ton, Indianapolis, Jacksonville, Kan- 
sas City, Los Angeles, Memphis, Mil- 
waukee, Minneapolis, Nashville, New- 


SALESMAN OF THE JOBBER IS THE 


ark, New Haven, New Orleans, New 
York, Norfolk, Oakland, 
Philadelphia, Pittsburgh, Portland, 
Providence, Richmond, Salt Lake 
City, San Francisco, Savannah, St. 
Paul, St. Louis, Seattle, Spokane, 
Syracuse, Tacoma, Youngstown, San 
Antonio, Miami, Tampa, Harrisburg, 
Worcester and Toledo. 


Omaha, 


Sales of the Supply Department of 
the Western Electric Co. amounted to 
$50,000,000 in 1923 and $66,000,000 
in 1924, 

In 1869, Enos M. Barton, a tele- 
graph operator, obtained 400 dollars 
by mortgaging his mother’s home to 
help buy an interest in an electrical 
shop managed by George Shawk in 
Cleveland. Electricity was too much 
of a speculation for Shawk and the 
ups and downs of business worried 
him so that in the same year he re- 
tired in favor of the partnership of 
Gray & Barton. Shawk had refused 
to go into partnership with Elisha 
Gray, an Oberlin professor, because 
he was afraid that Gray would “‘put 


—— 

















Frank A. Ketchum, Executive Vice- 
president. 


MOST IMPORTANT MAN 


IN THE INDUSTRY.” 


every man in the place into his darned 
inventions.” 

Gray’s inventions, nevertheless, be- 
came one of the chief assets of Gray 
& Barton. The cradle of this con- 
cern was in Cleveland, but Gen. Anson 
Stager, then general superintendent 
of the Western Union Telegraph Co., 
became financially interested in the 
firm on condition that it move to 
Chicago. Late in 1869 Gray & Bar- 
ton therefore established themselves 
on La Salle Street, Chicago, near 
South Water Street. 

The the partnership 
moved into larger quarters and put in 
a steam engine to drive its lathes. The 
force was then increased to 17 men 
and for the first time Gray & Barton 
became an important factor in the ex- 
ceedingly small electrical industry of 
that day. 

Gray & Barton reorganized in 1872 
and the Western Electric 
Manufacturing Co. The Western 
Electric Co. succeeded the old com- 
pany in 1881, and became the follow 
ing year the manufacturing headquar- 
ters for the Bell Telephone System. 

From the very beginning Gray & 
Barton supplied anything that a cus- 
tomer wanted. As the demand for 
additional articles increased, so the 
lines increased. What was sold was 
not necessarily what the partnership 
made, but what people wanted to 
buy. 


next year, 


became 


With a demand great enough 
the firm either began manufacturing 
the product, or obtained the agency 
for the product made by someone 
else. 

On this principle the supply busi- 
ness developed consistently, and _ its 
service become more valuable to the 


growing number of customers. Some 











N. R. Frame, Secretary. 


EXECUTIVE OF GRAYBAR 

















Leo M. Dunn, Vice-president, in Charge 
of Merchandising. 


George E. Cullinan, Vice-president, in 


Charge of Sales 


ELECTRIC CO., FORMERLY WESTERN ELECTRIC CO., SUPPLY DEPARTMENT 








46 


THE JOBBER'SM|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


of the different articles and materials 
handled by the company during its 
period of growth later became rela- 
tively unimportant, and some proved 
to be expectedly important as time 
went on. 

The Western Electric Co. started 
to market the Edwards line of bells 
and annunciators in 1890, and the 
Bryant line of wiring devices in the 
same year. In 1891 the Phillips make 
of waterproof, slow-burning and rub- 
ber-covered wire was added, and in 
1892 a contract with Cutter made the 
company distributor of street lighting 
During the following years 
flexible conduit, 
Sunbeam 


fixtures. 
non-metallic, rubber 


covered wires and cables, 


lamps, lamp cord, and _ insulated 
telephone and telegraph wire were 
added to the supplies marketed. 
Catalogues published by this branch 
of the Western Electric Co., over a 
period of 36 histories of 
the development of electricity. The 


the Graybar Electric 


years are 
yvear-book of 
Co., with more than a thousand pages 
in 1926, 20 


catalogue of three decades ago which 


compares with a page 
consisted chiefly of remarks about 
bells and buzzers. 

Organized selling actually began in 
1893 when Mr. Barton sanctioned the 
expenditure of a large sum at the 
World’s 
extensive advertising which had been 


Fair at Chicago, the first 


undertaken. A sales department was 
given special organization and a sales- 
This 


was the beginning of a nation-wide 


man was put upon the road. 


system of distribution and an organi 
zation of specialists in every electrical 
line which is at the service of the cus- 
tomers of today. 

The Graybar Electric Co. merchan- 
of 


through this organization. It 


dises a wide variety supplies 
will 
continue the sale of all devices and 
materials which constituted its busi- 
the Western Electric 


It will also continue to mar- 


ness under 
name. 
ket equipment of Western Electric 
manufacture, such as telephone traiv 
dispatching apparatus, inter-communi- 
cating telephone systems. lead covered 
It will be concerned with 
radio through its sale of broadcasting 
apparatus and other radio telephone 
equipment which the Western Electric 


cable, ete. 


Co. may manufacture. Other supplies 
entering into the Gray & Barton busi- 
ness will be pole line equipment, 
wire, accessories 


schedule material, 


for electrical contractors and dealers, 
carrier current systems, etc. 

The oldest distributing house in the 
Gray & Barton system is that at Cin- 
cinnati. In 1883 the Western Elec- 
tric Co. made an arrangement wiih 
Post & Co., a railroad supply house 
of that city, and this developed into 
relationship and_ eventual 
ownership. A branch of the company 
was opened in St. Paul in 1899. In 
1901 three distributing houses were 
opened, Philadelphia, St. Louis, and 

Three more followed 
also in 1914, Chicago, 
City, Des Moines, 


Omaha, and Pittsburgh. 


a closer 


San Francisco. 
in 1903 and 
Denver, Kansas 


Six new houses have been opened 


during 1925, those at Toledo, Harris- 
burg, Miami, Tampa, Worcester and 
San Antonio, and Worcester. 

Aside from the appropriateness of 
the name due of the fact that Gray 
& Barton, the partnership, was the 
predecessor of the Western Elec- 
tric Co., the Graybar Electric Co. 
also perpetuates the memory of Elisha 
Gray and Enos M. Barton, both of 
who contributed a great deal to the 
advancement of the industry. Mr. 
Barton continued as president of the 
Western Electric Co. until 1908, and 
he was chairman of the board until 
his death in 1916. Professor Gray 
was the forerunner of the engineer- 
ing department. 





‘ 


By 


._w a 
*2 


baa 








The top group is the Doubleday-Hill Elec. Co., Washington, D. C. Left to right: 
J, W. Reese, manager; A. Dunlap; W. D. Kelley; F. M. Hall; Amy White; W. L. 
Swormstedt; Irene Bailey; “Ted” Moseley; R. Straw; A. Zugel, radio manager; 


F. R. Madigan; Paul West, and H. W. Keefe, assistant manager. 
shows the Carroll Electric Co., Washington, D. C. 
Left to right: W. E. Moore; A. C. East- 


scratching for orders are not in photo. 


burn, sales manager; J. B. Rachner, and R. E. Early. 


The middle group 
Three salesmen who were out 


The bottom picture is of 


the H. C. Roberts Electric Supply Co., Washington, D. C. Rear row, left to right: 
H. C. Lease, sales manager; J. T. Ridgeway; A. Hathaway; J. F. Myers, manager; 
W. M. Jewell; W. F. Hornig; A. S. (Jack) Burns; Front, left to right: E. Drietzler; 


E. W. Gill, and A. J. Shafthirt. 
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HUBBELL 
TWIN TE-TAP 
“Two Outlets From One’ 
No. 7035 





HUBBELL 
TRIPLEX TE-CAP 
“Three Outlets From One’’ 
No. 6290 





HUBBELL TE-CAP 
“Cord Cap and Outlet 
Combined” 





HUBBELL 
TRIPLEX TABLE-TAP 
“Brings Electricity to the 
Table’ 


No. 6900 


HUBBELL 
SIGNALITE 
“The Red 
Light Warns 
When the 
Current Is 





HUBBELL 
CURRENT 
TE-TAP 
“Pull Socket 
and Conven- 
tence Outlet 
Combined”’ 

No. 3190 





HUBBELL 
BAKELITE 
ATTACH- :. 
MENT PLUG 
Durable; at- & 
tractive; made 
of genuine 
Bakelite 
No. 9000 




















7 New Hubbell Selling Helps 


HubbellDevices shown now regularly shipped 
in attractive display containers 


Out where people can see them—that’s where 
these Hubbell Devices belong. Every one is 
an “electrical convenience” of obvious utility. 
To show them is to sell them. 


So now we ship them regularly in the at- 
tractive display containers illustrated—all 
ready for the dealer’s counter and window. 
Here are seven new opportunities to increase 
your Hubbell Device business. Tell your 
dealer customers about these efficient selling 
displays. 














Get them to put them on the job in their stores 
now—get your full 
share of profitable 
Hubbell business. 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 
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The January Saturday 
Evening Post Advertisement. 
More like it will be used in 
the Post and Liberty during 
the entire season. 


~ 
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Pye now to make 1926 the biggest 


year of your life. 


No matter what your sales were 
last year, set a new mark for yourself 
and make it greatly exceed your firm’s 
expectation. Draw your own sales chart 
and determine to keep the line going up- 
ward. 


Select a group of good sellers—prod- 
ucts that are well advertised and readily 
accepted by dealers and consumers—and 
concentrate your efforts on them. 


Take Hemco products, for instance— 
the favorite plural plugs, the vitalizer, the 
cord set and parts, the radio parts— 
your dealers know them; their customers 
ask for Hemco products by name. 





HEMCO 
PRODUCTS 


Twin-lite 


The Hemco Twin-lite is 

a double outlet plug de- 

signed to fit under the 

light shade. It is made in 

one piece of beautiful black 

Bakelite. It is small in 

size, but has high capacity. 

It is heatproof, shockproof, 

moistureproof, and will not 

mar or crush if dropped. 

Each outlet threaded to take standard screw 
or clamp type shade holder. 


Made for socket connection of light and 
electric iron, heater, percolator, toaster, or 
grill in the kitchen; of light and washer or 
ironer in the basement; of boudoir lamp in the 
bedroom, of floor lamp, bridge lamp, electric 
phonograph or radio in the parlor or sitting 
room or any connection where an extra outlet 
is needed. List price, 60c. 


Georce RicHaros & ComPANY wwe. 
557-Wesrt Monroe STrreer- Cricaco,/Ltinois. 
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Your Own Sales 
Chart for 1926 


Trip-lite 


The Hemco Trip- 
lite is a three-out- 
let plug, designed 
to screw into the 
overhead socket 
and accommodate 
three lamps or 
plugs. Each out- 
let is threaded to 
take the stand- 
ard screw or 
clamp type shade 
rs holder. The cen- 
ter outlet permits the lamp to hang vertically. 
List price, $1.00. 





Tach-lite 


The Hemco Tach-lite is 
a side outlet plug. It al- 
lows the lamp and shade 
to hang vertically, while 
the plug falls to the side. 

Outlets are threaded to 
take any standard screw 


or clamp type shade 
holder. 


Made for socket con- 
nection of light and any 
other connection desired. 
List price, 60c. 





Tee-Prong 


The Hemco Tee- Prong 
is a double plug for 
flush (wall) receptacles. 
It provides two slot- 
ted outlets to take any 
standard parallel blade 
attachment caps. Very 
small in size and un- 
obstrusive. Its beauty 
of design and massive 
appearance adapt it to 
the finest homes. List 
price, 50c. 





Tee-Lite 


The Hemco Tee-Lite is 
similar in appearance to 
the Tee-Prong, except 
that standard screw shell 
outlets are provided in- 
stead of slots. Takes any 
standard attachment 
plugs. List price, 60c. 








am 















By pushing such products, your sales 
curve will beat the mark you set, and 
you ll enjoy a mighty happy and success- 
ful year. 


Two Permanent Outlets Where 
Only One Before 


The fundamental use of the plural plug 
is to add a permanent outlet where only 
one existed before. It is bought to be 
placed in a specific place in the home. 
If there are extra appliances in the kitch- 
en, a suitable Hemco plug should be 
screwed into the socket and left there for 
instant use. The same with the other 
rooms of the house. 


Hemco Plural Plugs cover every need. 
You can supply your customers with just 
the proper plug for every connection— 
one or two extra outlets for screw plug 


type or prong type. 


They are molded in one piece of beau- 
tifully finished black Bakelite. No danger 
of losing any pieces to make the plug 
useless. 


National Advertising Helps You 
Sell Hemco Plugs 


Hemco plural plugs and other products 
are being advertised in the Saturday 
Evening Post and Liberty, as well as in 
all the electrical dealer magazines. The 
January Saturday Evening Post adver- 
tisement is shown on the opposite page. 
Several more will be used to help you 
and your dealers sell more Hemco prod- 
ucts. 


Remember that only the proper selec- 
tion of fast-selling products and your own 
efforts will send your sales soaring. 
Hemco is helping all it can—will you 
co-operate ? 


GEORGE RICHARDS & COMPANY wc. 
557-Wesr Monroe STREET- CHICAGO, /LLINOIS. 





Radio Tube Vitalizer 
$88 
LIST 


The Hemco Tube Vitalizer brings old tubes 
to new efficiency and helps bring their effec- 
tive life up to their filament life. 

Tubes 201A, 301A, UV199, and C299 are used 
almost exclusively in radio because they are 
excellent detectors, are unexcelled as ampli- 
fiers, and use less battery current than other 
types of tubes. ; 

The reason for this is that the filament used 
in them is an alloy of tungsten and a rare 
metal, thorium. 








It has been discovered that with the proper 
electrical treatment a fresh supply of thorium 
can be melted from the inside of the fllament 
and brought to the surface—this is called 
rethoriation. 

Even if a tube is working fairly well, it will 
work better if rethoriated occasionally. 

Works on D. C. or A. C.—100 to 120 volts. 

Type No. 1990 for use with UV199 tubes; 
Type 2010 for UV201A and Type 20199 for both. 
Type 20199 lists at $5.00. 


Cord Set 





The features of the Hemco Cord Set are 
conveniences for the housewife. 


The attachment plug has self locating slots. 
A special bridge in the Bakelite cap around 
which the wires are snubbed, permits yank- 
ing the cap from the receptacle without strain- 
ing the cord. 

The cord is the most flexible obtainable— 
to give long service with greatest convenience. 

Non-slip finger grips on each side of the 
plug and the smooth, positive action of the 
contact terminals allow quick removal, which 
reduces burning of the terminals when the 
contact is broken. 
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Royal-Eastern Forms Circuit 
of Houses 


What amounts practically to a new 
policy of that old, established insti- 
tution—the Royal-Eastern Electrical 
Supply Co. of New York—comes out 
in a series of rapid, almost spectacu- 
lar moves that would almost take 
the breath away from the chess play- 
ers in Moscow. 


This firm which has been closely 
owned for many years by President 
John D. Sweeney and Treasurer 
Charles P. Scott, has always built 
upon conservative lines—service the 
watch word—and incidentally has al- 
ways made money. 


Recently _its owners, after care- 
fully studying the complex condi- 
tions that confront the jobbing in- 
dustry today have come to the con- 
clusion that concentration of effort 
in confined areas is necessary to eco- 
nomical operation, and they are not 
alone in this belief. 


They already had _ established 
branches in Brooklyn, Long Island 
City, and Jamaica, but in the last 
two months, in rapid succession, three 
other houses have been established— 
at Bridgeport, New Rochelle, and 
downtown New York. The institu- 
tion, therefore, now has seven points 
of operation, each house a unit and 
standing on its own feet. 


The main office and warehouse is 
at 114 W. 27th St. Here Mr. 
Sweeney and Mr. Scott have their 
headquarters. H. Goldman, S. Good- 
man, J. B. Burger and J. Thiel are 
the old standbys there and have been 
with the company many years. Re- 
cently they have taken into the or- 
ganization W. O. Sullivan. He has 
been there about six months and is 
rapidly making a place for himself 
in work, particularly applying to or- 
ganization matters as associated with 
sales. He was formerly with the 
J. E. Barber Co., large thread man- 
ufacturers and is able to bring from 
an outside field new ideas on organ- 
ization and sales promotion. 

In this office there is also another 
new man, Mr. Roystan, who was 
formerly with the Manhattan Elec- 
trical Supply Co. 

The set-up of the other offices is 
as follows: 

Brooklyn, 315 Livingston St., J. J. 
Shaughnessey, Mgr.; Mr. Van 
Hoven, Asst. Mgr.; Messrs. Schultz. 


Martin and Peters, outside salesmen, 
together with three inside men. 

Jamaica, 151-16 Jamaica Ave., Mr. 
McConnell, Mgr., and Mr. Weltner, 
salesman. 

Long Island City, 317 Jackson 
Ave., George Young, Mgr., and ‘J. 
Pulis salesman, together with three 
inside men. 

Bridgeport, Conn., 215 State St., 
E. P. Doherty, Mgr.; Howard 
Kresge, Asst. Mgr., and R. Cluney 
and H. Peterson, salesmen. 

New Rochelle, N. Y., 62 N. Ave., 
C. Brahm, Mgr., with two salesmen. 

Downtown Branch, 52 Park Place,. 
C. H. Seidenburg, Mgr.; F. Van 
Buren Dolbier, Fred Smith, Edward 
Scheivert and Edward Miller, sales- 
men, with Philip Maher, inside sales- 
man. 

Both Mr. Scott and Mr. Sweeney 
know the jobbing business from a 
quarter of a century of experience 
in which time they have eaten and 
slept with it as might be said. 
While they have both made consid- 
erable personal fortunes out of it and 
could perhaps be forgiven if they 





| 





“Busy-ness is Business,” says H. S. 
Kolts, manager of the Canfield Supply 
Co., distributors of electrical supplies, 
Kingston, N. Y. H. S.—he is Harvey to 
his legion of friends—is a Busy Bee him- 
self, and the man who put Kingston on 
the map, electrically. Starting in a very 
modest way, Harvey proved himself a “go 
getter” and in the short space of five 
years established the Canfield Supply Co., 
among the leaders in the electrical job- 
bing business. Harvey is a regular, in 
every way, and is well liked and respected 
by friends and competitors. Atta Boy! 
Harvey—may your shadow never grow 
less. 


were to let well enough alont, they 
are not of the type to rest upon 
past laurels and so we find them go- 
ing in for new blood, new pep, spe- 
cialized cultivation and all that sort 
of thing which stands for business 
as Americans know it. 
* * * 
Stanley & Patterson’s New 
Building 

Stanley & Patterson, Inc., New 
York, have leased a building covering 
the square block from Spring St. to 
Van Damm St., fronting on Varick St., 
New York. The building is 10 stories 
high and has 21,500 sq. ft. of floor 
space on each floor, a total of 215,000 
sq. ft. The loading platform across 
the rear will be one block long. 

The building is to be named the 
Stanley & Patterson Building. It is 
a tremendous plant and after the com- 
pany moves in it will have a remark- 
able layout—a modern, up-to-date 
jobbing house in every respect. 


W. B. Candler Dead 

News comes from the Southern 
Electric Co., Baltimore, Md., that 
death has taken one of its valuable 
road salesmen, W. B. Candler, who 
served the company for the past 10 
years in the eastern Virginia territory. 
He died on Monday, November 2, 
1925. Mr. Candler had built for him- 
self a substantial following and will 
be missed by hundreds in addition to 
his immediate family and intimate 


friends. 
* * « 


Peabody Made Westinghouse 
Agent Jobber 

Effective December 1, 1925, the 
Peabody Electric Co., Muskogee, 
Okla., was appointed Westinghouse 
Agent Jobber for the state of Okla- 
homa and the Panhandle of Texas. 

The capital of the company has 
been doubled and the general offices 
and general warehouse will move to 
its new location, First and Hudson 
streets, Oklahoma City, Okla., about 
January 1, 1926. 

The officers of the company remain 
the same: A. D. Peabody, president 
and general manager; F. H. Neben, 
secretary and treasurer; R. E. Mor- 
ganthall, sales manager; G. Mc- 
Knight, credit manager, and A. M. 
Beibe, service manager. 

The floor space occupied will be 
approximately 20,000 sq. ft., and an- 
other warehouse stock will be main- 
tained in an eastern Oklahoma point. 
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PodS A Porcelain Receptacles 


Receptacle at right— 
P&S 1471-With 4' Porcelain 
ml it-(e( oi mle) (olet b 


New Features: 
Porcelain Shade Holder's 
24,34,4 Porcelain Ring 
for Ball Lamps 


Form1|527 shows all Types of 
Pull and Keyless devices: 
Deep Back 3%Box Base 
4" Box Base 


mol wan €& 


S27 


Receptacle at Left— 


P&S 845-Shows 2%4° 
Porcelain Shade Holder 


Form 1557 showsP&S 844 
With Porcelain Ring for 
Ball Lamps and P&S 845 


LY, nei 
FOorsn 
se 7 


and 


Prey 


We do not supply glassware 


Pass & Seymour Inc. Solvay Station Syracuse,NY. 
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Worthington Does Exceptional 
Business 

The George D. Worthington, 
Cleveland, is a vast institution—job- 
bers of hardware, mill supplies, sport- 
ing goods and electrical supplies. In 
all there are 10 warehouses compris- 
ing 16 acres of floor space. The last 
one built is five stories in height, of 
concrete, with six-ton elevator. Among 
other things it houses radio stock and 
repair rooms. 

The electrical department, alone, 
under the management of David 
Aitken, does a business considerably 
more than that of the average jobber 
who specializes in electrical supplies 
alone. There are seven strictly elec- 
trical salesmen, but the 100 other 
salesmen who handle the other lines 
of supplies are all expected to turn 
in a good amount of electrical sales 
each month. The list of their sales 
for the month of November in itself 
made a striking exhibit. Though the 
amounts individually were not great 
as compared with those of men de- 
voting their whole time to electrical 
sales, when the average was multi- 
plied by 100 it made a juicy total. 
When it comes to washing machine 
sales—how does 29 carloads stack up 
for 1925? 

* * * 
News From Wetmore-Savage 

The Wetmore-Savage Electric Sup- 
ply Co., Boston, Mass., with branches 
at Springfield and Worcester, has just 
issued its latest electrical catalog, No. 
31. It contains 868 pages of descrip- 
tive matter, prices, and pictures of 
the products distributed by the com- 
pany. 

A feature of the catalog is the sec- 
tion finder, which assists the dealer 
in locating any material in which he is 


‘interested. It also contains a wealth 
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On the left is A. J. Rogers, president of the Rogers Electric Supply Co., Hart- 
In the center Fred Shirley (top), and Walter E. Johnson are being 
supported on the shoulders of “Slim” Siewert. 


Following the acrobats are J. E. 


Eldrige and R. W. McDonald, outside salesmen. 





of valuable information in the back, 
including the latest National Elec- 
trical Code. It was compiled by R. R. 
Donnelley & Sons Co., Chicago. 

A sales meeting was held at the 
Hotel Brunswick, Boston, 
November 13 and 14. It was general 
in its nature and the salesmen and 
executives of all the branches were 
called in. 

This company has taken over the 
building next to its present quarters 
at 76 Pearl St., and will devote a 
large portion of it to radio display 
and stock rooms. 

The second floor of the new build- 
ing will contain a fixture studio. This 
company not only handles house fix- 
tures, but can supply specially de- 
signed fixtures for public buildings, 


theatres, churches, etc., as well. 
* * * 


Jobbers Issue Catalogs 


Among the jobbers who have issued 
catalogs recently are the following: 
Wesco Supply Co., St. Louis, Mo., 
Memphis, Tenn., and New Or- 


Mass., 











WHOA! WE'LL DUMP THIS 
HERE WHERE OUR COMPETITORS 
CAN'T RETALIATE 
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Courtesy of “The Virginian” 


leans, La.; Graham Reynolds Elec- 
tric Co., Los Angeles, Calif.; Capital 
Electric Co., Salt Lake City, Utah; 
Butte Electric Supply Co., Butte, 
Mont.; Treadway Electric Co., Little 
Rock, Ark.; Swords Electric Co., 
Rockford, Ill.; Interstate Electric Co., 
New Orleans, La., Birmingham, Ala., 
and Shreveport, La.; Wetmore-Sav- 
age Electric Supply Co., Boston, 
Springfield and “Worcester, Mass.; 
Crescent Supply Co., Evansville, Ind. ; 
South Bend Electric Co., South Bend, 
Ind., and Indianapolis Electric Sup- 
ply Co., Indianapolis, Ind. 

All of these catalogs were produced 
by R. R. Donnelly & Sons, Co., Chi- 
cago. 


Union Opens Branch 


The Union Electric Supply Co., 
Providence, R. I., has opened:a branch 
at New Bedford, Mass. A complete 
stock of radio and electrical supplies 
will be carried. 

S. A. Jenks is store manager and 
P. W. Vandenburg is in charge of 
sales. 

* * * 


Tri-City Opens Branch 

The Tri-City Electric Co., Newark, 
N. J., is expanding its activities 
through an establishment of a branch 
at 511 Newark Ave., Jersey City, 
N. J. 

Mr. W. S. Grover who has been as- 
sociated with various electrical houses 
in the metropolitan district will be 
the local manager. The ‘sales force 
will be in charge of Mr. George Aus- 
pitz who has represented the Tri-City 
Electric Co., in that territory for a 
number of years. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Manhattan Discontinues Retail 

The New York office of the Man- 
hattan Electrical Supply Company, 
Inc., announce the discontinuance of 
127 West 125th 
42nd Street,— 


their retail stores at 
Street and 110 West 
the stock of the latter 
store being taken over by the City 
Radio Company of New York City. 

Manhattan their 
wholesale activities in the Metropoli- 
tan district of New York City at their 
17 Park Place addre§s,—from which 


location and 


will continue 


location are also directed their sales 
efforts on their own lines of manufac- 
tured products under the brand names 


of “Red Seal’ and ‘“‘Manhattan.”’ 


Mr. A. J. Selzer is manager of the 
New York Branch, Mr. R. H. Boehler 
is sales manager, and Mr. A. T. Bald- 
win is radio sales manager. 

* * * 
A. M. Littie Company Secures 
Large Orders 

The A. M. Little Co., Syracuse, N. 
Y., secured an order recently for 8000 
E.-986 “Universal” hot plates, which 
is said to be the largest order ever 
placed in that territory for a socket 
appliance. These appliances are going 
into as many different wired homes 
and are adding an estimated additional 
income to the 
$24,000 a year. 


central stations of 


R. V. Pettingell Sells Out to 
Coghlin and McCartin 

R. V. Pettingell, formerly president 
of the R. V. Pettingell Electrical Sup- 
ply Co., Boston, Mass., has sold his 
interest in the company to his former 
Coghlin and F. P. 
McCartin. Mr. McCartin becomes 
president under the 
things while Mr. Coghlin continues as 


associates, E. F. 
new order of 


treasurer. 

The name of the company will re- 
main the same, according to Messrs. 
Coghlin and McCartin, and there will 
be no change in the lines handled, the 
personnel or policy of the company. 
The change took effect December 1. 

















Western Electric Co., Inc., Baltimore, Md. Left 
McCall, manager, Roy C Bousman, C. H. Mohr, 
Kuhn, K. B. Mayer, J. W. Crockett and R. D. Eves. 
not a cauliflower ear. 
Upper right—-Baltimore Electrical Supply Co. Baltimore, 
Md. On the left is F. H. Johnson, sales manager, who on 
Armistice Day completed 20 years with the company. Follow- 


Upper left 
to right: A. J. 
PB. J: 
That's Crockett’s hand by Eves’ neck 


ing him are Edward Warwick, E. M. Wright, and W. L. Bris- 
coe. 
Middle left—Robertson-Cataract Electric Co., Utica, N. Y. 


Manager Wilson Crawford, Jr. is on the left end. After him 
come F. G. Cockburn, Edmund Conant, T. S. Groot, Malcolm 
Washburn, Ruth Barnum, George Bissell, Paul Mursch, Roy 
C. Day, Herman Scoville (don’t forget that change of address, 
Herman), Frances Shea and L. E. Pillmore. 

Middle right—Gertler Electric Co., New York, N. Y. Stand- 
ing, left to right—Aaron Gershoff, secretary; Bernard Morris, 
Jack Schoendorf. W. C. Guildford (partially eclipsed), N. 


Gertler, president; Steve Rogers, French Battery & Carbon 
Co. Rose Cohen, “Big Bill” Williams, French, Al Plimack, J. 
Von Der Hayden, French, I.. H. (Low) Stiege, general man- 
ager, A. Baxter and P. Prial. Front three—Wm. Berniger, H. 
Goller and M. Hannahan. 

Lower left—Shepherd Fluharty Electric Co., Baltimore, Md. 
Left to right, J. G. Petrick, sales manager, Henry A. Shepherd, 
Miss S. E. Patterson, E. J. Fluharty, L. R. Alder, J. O. Pres- 
ton, Al Gier, Walter Schwer, Sterling lamp division and C. C. 
Vogel. Messrs Shepherd and Fluharty evidently prefer the 
title “The Old Timers Themselves” to any other. The inset is 
Bob Lemmon (sour in name on'y, says Mr. Petrick). 

Lower right—Parr Electric Co., New York, N. Y. Left to 
right, P. M. Walker, F. M. A. Hostage, S. S. Ringgold, John 
D. Goodliff, Sam Kaplan and McKew Parr, president. They 
don’t look much like pirates here, but that’s what they repre- 
sent in the latest Parr sales contest. Who'll win the grand 
prize ? 
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PARANITE 


Resists the Elements! 
The duty of PARANITE rubber-covered Wires, 


Cables and Cords is an exacting work. To resist 
the elements—to remain unchanged through heat 
and cold and rain and winds. That's the work 


of PARANITE. 


To give service economically by staying on the job 


indefinitely is PARANITE'’S accepted obligation. 
PARANITE fulfills its obligations and duties. The 


highest grade copper conductors; the finest pure 
Para rubber insulation; the properly impregnated 
braid; these and other materials of the highest 
quality go to make up PARANITE rubber-covered 
Wires, Cables and Cords. 


' Expert manufacture; exclusive processes; these 
and other points all tend toward one objective — 
long life in service. 


You and your trade can sell longer service at less 


cost with PARANITE. 
If It's PARANITE It’s Right. 


INDIANA RusBer & Insucatep Wire Co. 


JONESBORO, INDIANA 
F CHICAGO Kansas City, Mo. NEW YORK 


MARQUETTE BLDC. Walter |. Ferguson & Co. THE THOMAS & BETTS CO. 
208 Baltimore Bidg. 63 Vese : 
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How Many Customers to a 
Dealer? 

The volume of a store’s sales de- 
pends on two things, the number of 
customers it has and how frequently 
they visit the store or, stated in an- 
other way, it depends on customer- 
calls. There are, therefore, two ways 
in which business can be increased, by 
inducing more people to enter the 
store, or by bringing a smaller num- 
ber there more frequently. 

According to statistics compiled by 
the Census Bureau, groceries have the 
smallest average number of customers 
only 449—but because these visit the 
store daily, and sometimes twice a 
day (or telephone their orders) the 
grocer manages to do a good volume 
of business with a small number of 
patrons. 


At the other end of the seale are 
book 


35.420 customers each. 


found stores, which average 
This is be- 
cause there are relatively few book 
stores in a town and also because 
books are a commodity that are easily 
purchased by mail so that the stove 
by frequently circularizing outlying 
territory draws business from a much 
wider area than most retail stores can 
hope to cover. Nevertheless there is 
a suggestion in this for the electric 
dealer, for many of the articles le 


shipped cheaply by 


parcel post within a radius of 100 


sells can be 


miles, or customers can be induced to 
visit the store if invited to do so by 
letter, or by illustrated advertising 
matter mailed to them at monthly in- 
tervals. 

Too neglect 
out-of-town prospects, forgetting that 


many dealers these 
the automobile, the motor bus and the 
trolley car have greatly increased the 
shopping radius ‘which is now 50 
miles in all directions from the store, 
whereas people formely made _ prac- 
tically all of their purchases within 
a radius of 10 miles from their homes. 

The 
cluded in the Census Bureaus investi- 


classes of retail stores in- 


gation are as follows, the figures at 


the right indicating the average num- 
ber of customers: 


ee. ae ERE 
Butchers ........... a Mi ee Se 880 
Dear Stores ..:...........-.. acon ancey Sa 
Dry Geode Steres......................e. 10 
Men’s Clothing .......... .. 2804 
Hardware Stores .. 2615 
Furniture Stores ................. . 4182 
Oe Ges oe 4763 
Department Stores .... —_ ..10490 
Muslin Gn ae 18502 
5. and 30-@est Btores:...2..3 18012 
BOOK NE cs ie eee 35420 


Electric shops were not included in 
the Census Bureau’s investigation but 
as the class of business that most 
nearly approximates that of the elec- 
trical dealer in above list is the hard- 
ware store it may be assumed (in the 
absence of more accurate data) that 
the average electrical dealer has, or 
should have, approximately 2,500 
customers. 

Bearing these figures in mind, the 
of profit from 
lighting equipment energetically be- 
There are very few 
liomes among those of your customers 


possibility pushing 


comes apparent. 


that are properly lighted. In most 
cases old fixtures are still in use. Yet 
these same people who live contented - 
ly, year after year, with obsolete 
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lighting equipment take pride in their 
homes and are constantly buying new 
furniture, new rugs, new wall paper, 
new draperies. 

The reason for this seems to be 
that the furniture dealer, the depart- 
ment store and the interior decorator 
are keener for business than the elec- 
trical dealer. They are dynamic mer- 
chandisers, while the electrical dealer 
is too often static—content to wait 
until customers come to him of their 
own accord instead of bringing them 
to his store in increasing numbers and 
more frequently by advertising and 
by attractive window displays that 
halt the passer-by and induce him to 
enter the store. 

There is another way of increasing 
business, namely, by calling on pos- 
sible customers at their homes. Every 
manufacturer who employs traveling 
salesmen knows that the volume of 
business produced by each bears a 
fixed ratio to the number of calls he 
makes. No amount of sales ability 
can produce the volume unless com- 
bined with foot work. It would be 
a revelation to many dealers in light- 
ing equipment who are now waiting 











Here is a corner of the fixture room of the Milhender Electric Supply Co., Bos- 


ton, Mass. 


Since a little over a year ago the company has grown from about a 
dozen employes to over 60 people and the business they do is tremenduous. 


J. L. 


Milhender, president, is at the right in the picture near the littie “Hotpoint” man. 
The business is wholesale only, the lady shown having been sent in by a dealer. 
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Why C) “Have 
Not /YourOwn 


To One Jobber in a Territory, We Offer an 


EXCLUSIVE 


line of commercial lighting glassware to fit whatever hanger you sell. 


EXCLUSIVE 


glassware gives you both sales advantages and price advantages. When two 
’ bidders get on a lighting job with the same material, the wily buyer plays ’em 
against each other until the last penny of profit is squeezed out. But when a 


bidder has an 
EXCLUSIVE 


line of glassware that is both handsomer and more efficient than competitive 
material, then he has something to sell on which he gets his fair profit. 


N 


Bann. aX 


> 


If you did not make all the profit you think you deserved on your commercial 
lighting business last year, now is the very best time to investigate our exclu- 
sive proposition. Some mighty substantial and powerful jobbers say it pays 
—big. 


Consolidated Lamp & Glass 
Company 


¥ 
Y 
! 
[ 
} 
i 
I 
I 
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Coraopolis, Pa. 


i Pm \\ 
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“Panelboard 


Profit Talks” 


No. 1 


The Biggest Profits 
You'll Ever Make 


WILL COME This is no idle ‘‘sales talk” —it’s facts. Real 


substantial ones, that will pay for a home, 
FROM @ 


buy you a car—or build up a bank 
PANELBOARDS 


account! 

Now just think. How many electrical 
contractors do you sell? Every one of them has to have panel- 
boards. Now figure one fair sized job. That's only one order. 
Multiply that by only half the number of electrical contractors 
you call on. That allows for 50% no sales. How much vert 
that net you on your commission? It’s worth tackling—isn t it? 


HERE’S THE WAY 


by knowing a little more about panelboards 

«a ge ee you. Start right now to get the sales points 
to build up the big profits. 

1. “@ Panelboards are the sign of a better job."’ Every con- 

tractor in the business knows this. That is why he prides 

himself in installing @'s. ‘ 














for customers to come to them { 





2. @ Panelboards are built in the factory—not on the job. | 
That cuts off lots of installation costs. 
3. @ Panelboards are standardized. Every part is made over- 


size. They last longer, give more wear and cost less. Made 
the approved molded sectional way. A type for every job. 
Sold only through the jobber. 


Now you have something to start with. How about learning lots more. There is 
big money in it for you and to make it don’t cost you any more calls. No more 
steps and very little more talk. 


Get All the Facts 


Send for the @ Catalog RIGHT NOW. Learn the different types. 
No cost or obligation. 


Hrank Adam 


ELECTRIC COMPANY | 


ST. LOUIS 


WATCH THIS SPACE 


More sales points are coming. While you are 
learning to make big profits we will work with you. 
Before long you won’t need help from anyone. 














_worth was sold over a counter. 


learn how much business can be se 
cured merely by putting on one’s hat 
and going after it. 

Last year Fuller, the brush manu. 
facturer, sold 20 million dollars’ 
worth of brushes and not a dollar’s 
The 
Fuller salesmen take their samples to 
the customer’s home and many a 
woman buys brushes, when present 
ed to her in this way, who, if left to 
herself, would never have realized 
that she needed them. 

If so ordinary and relatively unim- 
portant a thing as a brush can be 
sold in this way think what might be 
done with lighting equipment? The 
success of numerous kitchen lighting 
campaigns has demonstrated that the 
housewife is a willing listener when 
the dealer talks to her of better light- 
ing and new lighting equipment. But 
left to herself she gets along with the 
old fixtures because she does not real- 
ize what a difference more modern 
lighting equipment would make ia 
added comfort and in improved ap- 
pearance of her home. 


It is related of Mahomet that he 
once told his followers he could make 
a mountain in Arabia come to him at 
his bidding. But when the mountain 
failed to move when he commanded 
it to come to him he was not non- 
plussed. “If the mountain will not 
come to Mahomet,” he said, “Ma- 
homet must go to the mountain.”’— 
Beardslee Talks. 


* 


Chicago Jobbers Doing Fine 
Work on Industrial 
Lighting Drive 

Substantial progress in the indus- 
trial lighting campaign launched last 
fall, is reported by E. D. Tillson, 
executive chairman of the Chicago 
Industrial Lighting Committee. 
Eleven of the city’s most enterprising 
jobbers are in active co-operation with 
the committee to better local factory 
lighting conditions. Because of the 
larger appliance demands of Christ- 
mas buyers the drive was some- 
what retarded during the month of 
December, but the jobbers of Chicago 
have quite generally realized the pos- 
sibilities offered in this campaign for 
building up sales in all other lines 
of electrical equipment and, for the 
most part, are subscribing to the work 
with enthusiasm. 

Under the unified direction and 


* * 
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TH the M-B Safety Holder on your 
list of leaders, you can afford to smile 
at your 1926 quota! 


For the M-B Safety Holder has everything you 
can ask of a jobbing item. Commercial Light- 
ing Units quickly climb insales volume. And, 
because of its distinctive features—safety, ease 
of installation, attractiveness, low cost of 
maintenance and low initial cost—the M-B 
Safety Holder is the easiest-to-sell unit in the 


field! 
Add to that the fact that the M-B Safety 


Holder is manufactured, guaranteed and con- 
sistently advertised by a reputable manufac- 
turerand you have acombination that’s simply 
unbeatable ! 


If you are responsible for the sales of an 
Electrical Jobber, have us send you an M-B 
Safety Holder, for we want you to compare 
it, point by point, with any other. 


We're confident that after such comparison, 
you will want to feature the M-B Safety 
Holder! 


MOE-BRIDGES COMPANY 


Fadory and Main Offices: MILWAUKEE 


Branches NEW YORK — DETROIT — MINNEAPOLIS — SAN FRANCISCO — LOS ANGELES 














OE/BRIDGES 


p Residential & Commercial c€, 


Lighting a oe 
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Day Dusk Night 


Long evenings can mean large 
sales for your customers 


Look into nine homes out of ten any evening in the 
week now-a-days and you'll find dad reading the paper 
or a book, mother sewing or embroidering, and the 
children studying their lessons. 


All of them are using light or needing light. Each of 
them is a prospect for a light of their own to use as they 
like. 

There is the opportunity. Push BUSS Lights. Get 
your dealers to make a window and counter display. 
Urge them to “‘cash in” on BUSS Light national adver- 
tising in the Butterick Quarterlies and the Saturday 
Evening Post. If the passer-by sees BUSS Lights on dis- 
play, immediately the national advertising is identified 
with that dealer and he gets the benefit. 


Push BUSS Lights. They are easy to sell. Have your 
dealers write for the Display Set and use it. They also 
will find BUSS Lights easy to sell, for the Display Set 
tells the story of the BUSS Light and its uses in a real 
sales-winning way. It costs the dealer nothing. 

Why not sell the dealer on the idea of the display when you take 


the order and jot down a Display Set? Your house will request it for 
the dealer. Then you'll be sure he'll sell BUSS Lights—for you. 


BUSSMANN MANUFACTURING CO. » St. Louis. 


Refer 
to Your 
Discount 
Sheet 








BUSS L7eht 





The Flandtest Light in the World, 














support of the National Electric Light 
Association, the leading electrical 
manufacturers and electric service 
companies of the country, and numer- 
ous lighting experts, the promotional 
effort has gone forward in the Chi- 
cago district with encouraging re- 
sponse. There is every indication, 
too, of a tremendous market for the 
selling of proper industrial lighting 
equipment which should insure the 
attainment of the ultimate goal of the 
campaign, 

With the direct-mail advertising 
furnished by the national committee, 
considerable local newspaper adver- 
tising, and a sheaf of conclusive 
facts to show that better factory light- 
ing definitely enhances production 
and reduces the number of avoidable 
accidents, the jobber’s salesman is 
armed with a powerful appeal to all 
production engineers and _ industrial 
sales managers. 

The advertising broadsides mailed 
out from time to time by the local 
committee point out in a simple, direct 
manner that good lighting in factories 
not only increases the number of day- 
light hours in the dark months of the 
year, but also results in low manu- 
facturing costs and increased produc- 
tion. In addition, they offer the 
services of lighting experts to assist 
the factory executives. On the heels 
of each broadside, lists of prospects 
are sent out to each jobber according 
to his geographic district. Already 
some 7,600 prospects have been re- 
corded and it is expected that the 
total number of actual leads will ex- 
ceed 8,000. 

The first step undertaken by the 
Chicago committee was to supply the 
jobbers with a list of 133 laundries, 
160 printing establishments and 501 
machine shops. Approximately 50 
per cent of this number has_ been 
reached by jobbers’ salesmen. About 
250 woodenware manufacturers, in- 
cluding, a large number of desk and 
furniture manufacturers, will compose 
the next class listed. Following 
these, the sales effort will be carried 
to the manufacturers of barbers’ sup- 
plies, soda fountain fixtures, bever- 
ages, etc. In all, there are some 275 
separate industrial classifications. 

In furtherance of the district pro- 
gram, the Technical Co-operation 
Sub-Committee has made 45 lighting 
layouts covering a total factory space 
of something like 500,000 square 
feet. The costs of each perfected 





January, 1926 THE JOBBER'SMI)sSALESMAN 61 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


926 























Here is a fast sell- i 
ing Unit for 1926—a 
real sales and profit 


booster. 


ND now for the New Year--the forecast is 
prosperity and plenty—our business is good, 
our policy is right, the demand for Inland 
products is rapidly growing. It promises a 
most profitable year to jobbers’ salesmen who “tie up 
with the Inland line. 





To Jobbers, we wish to say that Inland has always 
offered absolute jobber protection. We do not sell 
direct to dealers. 


To Jobbers’ Salesmen— You can be assured of our ut- 
most cooperation, and a splendid opportunity for in- 
creasing your sales record and enjoying vour share of 


this prosperity. 


It is our earnest wish that each and every one of you 
shall take advantage of the possibilities offered by the 
Inland line. 

The old year has passed with its record of 

success, leaving for the New Year a heritage 


of lessons learned and a glow of satisfaction 
for deeds well done. 


Inland Glass Company 


Chicago, Illinois 


Ww 
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Greetings 
est Wishes 


We extend our manp 
frtends our beartiest 
good wishes for a verp 
Merry Christmas 
Season and for the 
greatest prosperity 
throughout the com- 
ing pear. 

































American Circular Loom Co. 
90 West Street, New York 


Pittsburgh 
Los Angeles 


Chicago 
Portland 


Boston 
Atlanta 


Manufacturers of 


Rigid Steel and Non-Metallic Flexible 
CONDUITS 
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lighting installation proposed in the 
layouts are being so closely estimated 
that so remote a figure as the expense 
per employee per day can be readily 
shown. Besides this, the jobber’s 
salesman is provided with an engi- 
neering sales letter to the sales or 
production manager. To facilitate 
sales work for the jobber, 12 trial 
installations have been made since 
the campaign began. 

Although the campaign is barely 
three months old, Mr. Tillson declares 
more than $80,000 worth of lighting 
equipment has already been sold 
within the city limits of Chicago. 
The jobbers represented on the com- 
mittee alone, have accounted for 
nearly 11,000 reflectors. 

Nearly 120 jobbers and their sales- 
men attended the Third Boosters’ 
meeting and dinner held at the Elec- 
tric Club of Chicago on the evening 
of December 2, 1925. Reports of the 
various committee chairmen were fol- 
lowed by animated discussions with 
regard to the progress of the local 
campaign. A feature of the meeting 
was a two reel motion picture film 
demonstrating proper lighting instal- 
lations. The film is being used to 
stimulate interest in better lighting 
and offers many practical sales sug- 
gestions to the jobber. Mr. John 
Clark, of the Westinghouse Lamp 
Works at Mansfield, Ohio, gave a 
highly instructive talk on methods of 
approaching sales managers in sell- 
ing industrial lighting. 

* * * 


New Brooklyn Jobber 
The Alexander Electrical Supply 
Co., 227 Flatbush Ave., Brooklyn, N. 
Y., has just opened at the above ad- 
dress where it will do a strictly 
wholesale jobbing business. 











In justice to this fine fixture display 
room of the Beller Electric Co., New- 
ark, N. J., it should be stated that this 
photograph was taken on a small-sized 
film. Note the fireplace and furniture. 
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An Instant Sales Success 
“ASH in on Attachette’s 1926 


merchandising program. See 
the dominating 4-color ads in the 
January ‘‘Electrical Merchandis- 
ing.” See and judge the “‘auto- 
matic saleslady’’ yourself. Attach- 
ette has already scored a big sales 


success. 








This self-selling display unit, complete with 2 Attachettes in Old 
Ivory Finish and 2 in Rich Bronze Finish, “sets the dealer up” in 
the Attachette business on an investment of only $11.88. Rapid 
re-orders—iast turn-over—and the same comfortable margins you 
enjoy on all Wakefield products. 


THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


FOR QUICK, SURE PROFIT 


















Cita” 


the new Wakefield clamp- 
ing bracket which attaches 
anywhere, anyway — fills 
that “long felt want’’ for 
a good-looking clamping 
light that goes anywhere, 
stays put, and looks as 
though it really belongs on 
the furniture to which it is 
attached. 
Two 
Finishes 
Old Ivory 
Rich Bronze 






























The F. W. Wakefield Brass Company 





Vermilion, Ohio 
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‘Che Jefferson Glass Company 
“SAMPLER” 


OF Fag 


ELECTRIC 
SHADES 


= cz 














cases: ii ; 404-D-626 - Pink 509-D-570 
List Price List Price 
— nao aad $16.80 per Dozen $24.00 per Dozen 
$31.20 per Dozen $14.40 per Dozen / \ 
‘ = 9 Distinctive Patterns 
Three Dozen Assorted (ie Aamir? y 
Cc 4 of Each Item Packed in One Carton 

Packed to a arton 509-D-703 
List Price 





$24.00 per Dozen wz 


| a i - List Price 
Mae ys ii — Gum 


NS 








2618-D.645-L - Cream 400-D-640 Three Dozen niet Rak 515.D.718 
List Price List Price Lice Daten Lie Poles 
$19.20 per Dozen $12.00 per Dozen $ 57 60 $9.60 per Dozen $21.60 per Dozen 
Packed in Cartons Packed Only as Illustrated 
No P. ackage Charge No Substitutions Allowed 








A Carton of Assorted Electrics at the Standard Package Price 
Order One or More Cartons from Your Jobber Today 





“SAMPLER” BOUDOIR SHADES 

















oil 
Kt 
Wap ake 
ay MAY 
eS ty piss) 
st", x 444 3 fl %, 
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Vg Moree ih i} i) 
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502-D-718 2619-D-696 - Pink 502-D-640 510-D-703 
List Price List Price List Price List Price 
$33.60 per Dozen $28.80 per Dozen $21.60 per Dozen $36.00 per Dozen 
Che Jefferson Glass Company ; 
“SAMPLER” 


BOUDOIR SHADES 


2 Dozen Assorted to a Carton. & of Each Decoration. = = 
—= 








Packed only as Illustrated. 
No Substitution Allowed. No Package Charge. 














3 Gis 
510-D.742 List Price, per Carton of 2 Dozen, $63.20. 508-D-696 - Blue 
List Price, $43.20 per Dozen Order a Carton Today from Your Jobber. List Price, $26.40 per Dozen 


Che Jefferson Glass Company 


FOLLANS BEE .W.VA. 
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Binghamton League Off With 
a Bang 

After almost a year of preparation 
the Electric League of Binghamton, 
N. Y., was formed in November and 
started doing its stuff in a way that 
promises much for the future. The 
idea was born at Association Island 
and brought to crystallization by fos- 
tering co-operation among the various 
interests. 

The League embraces the “Triple 
Cities,” Binghamton, Johnson City, 
and Endicott. The get-together 
movement was successful chiefly 
through the Electric Home and a 
long series of lunches and meetings. 
Anyone in the electrical business is 
both eligible and welcome, from the 
wireman’s helper up to the execu- 
tives of corporations. All the Bing- 
hamton jobbers are active; also cen- 
tral stations, manufacturers, and con- 
tractor-dealers. 

The officers of the League are as 
follows: President, H. T. Shake- 
shaft, assistant general manager of 
the lighting company; vice-president, 
E. L. Barnes, of the Binghamton Ry. 
Co.; secretary, B. J. Saupe, lighting 
company engineer; treasurer, H. T. 


Blanding. The executive committee 
consists of the officers and I. E. 
Greene, president, Southern Tier 


Electric Supply Co.; P. A. Hilbert, 
contractor-dealer; H. G. Heckman, 
Central Flatiron Co., and Mr. Beur- 
ket, contractor-dealer. 


On December 3, the League started 
a co-operative holiday advertising 
campaign. Advertisements of all 
electrical interests appeared simul- 
taneously, but on different pages, in 
the newspapers. At the same time 
appeared window displays in all the 
electrical stores, the feature being the 
slogan: “Give Something Electrical 
lor Christmas!’ This, of course, was 
done in all three cities, Binghamton, 
Johnson City, and Endicott. 








Just to make you forget the snow we print this summer scene. The group who 
were enjoying the balmy June breezes are with the Crown Electrical Supply Co., 


St. Louis, Mo. Left to right: 


A. J. Kasper; Jack Vetter; H. C. Andrews; “Al” 


Forbes; E. Spence; E. Schneider; Chas. Scott; Mildred Buell and B. Yandell. 


Kneeling: “Joe” Kemper; “Mike” Schneider and Frank Signago. 


collars are turned up now. 


Bet the 


coat 





To top it all off, a giant Christmas 
tree was installed on the courthouse 
lawn in Binghamton and all citizens 
invited to the festivities on Christmas 
Eve. Everything, including the pro- 
gram, was furnished by the League. 
The entertainment included Christ- 
mas Carols by 200 school children in 
robes carrying candles, a male quar- 
tette and the “Spanish Serenaders,” 
an orchestra well-known from _ its 
broadcasting activities. 

Binghamton is to be congratulated 
on its accomplishment, which means 
not only a stimulant to civic pride but 
a lasting improvement in the quality 
and quantity of electrical sales in the 
surrounding territory. 


Clarke Methot Takes Partner 


Clarke Methot, general manager in 
the Chicago district of the Manhattan 
Electrical Supply Co., was married on 
Christmas Eve to Miss Ethel Shirley, 
a Chicago girl. 
the nature of a surprise to the number- 
less friends of this hardened bachelor 
throughout the Middle West. All will 
now join in a chorus of congratu- 


The news will be in 


lations. 
a * 


* 
Mrs. McBride Opens Shoppe 
Mrs. M. McBride, formerly with the 
Central Electric Co., 
opened the Commodore Gift Shoppe 
Mrs. McBride's 


friends wish her success. 


Chicago has 


in Chicago. many 








A Fanatic Has Predicted That There Will Be No Summer 
at All in 1926—He Is Crazy. 


Another Kind of a FAN-a-tic Is the Jobber Who Predicts 
That It’s Going to Be Extra Hot and Gets After His Fan 
Dealers in January—He Is a Wise Bird. 
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Carl Boyd Secretary of Radio 
Manufacturers’ Association 
The jobbing fraternity will be much 

the 

Boyd as secretary of the 


interested in recent election of 
Carl D. Ra- 
dio Manufacturers’ Association. He 
brings to this othce an experience in 
the that 


him to be of great assistance 


enables 
to the 
associated manufacturers in forming a 


electrical business 


commonsense jobber policy 
Carl Boyd for twelve 
chief engineer of the 
Switchboard & Supply Co., 
with his own company in the electri 


was years 


sales 


Kellogg 
four years 


cal jobbing business, the Southern 
Electrical Supply Co., Atlanta, Ga., 
then two vears as manager of the ra 
dio department of the Automatic Elec- 
trie Co., Chicago, and then as radio 
sales manager of the French Battery 
Co., of Madison, Wis. In addition. 


Carl is also quite a broadcaster, hav 


ing made many speeches over different 


“mikes,” telling the radio listener what 
the R. M. A. stands for and how it 
benefits the consumer. 
* * * 
Hotel Installs Radio 
The Radisson hotel, Minneapolis, 
Minn., recently installed 30 new 


Western Electric loud speakers in the 
ball 
Guests are thus entertained 
Only 


broadcast 


various dining rooms, rooms. 


lobby, et¢ 
by listening to high class music. 


entertainment features are 
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How Jobbers 


an 4 


VEY, AM 


A) 


ft 
Are Running 


Their Radio Departments 


Suggestions on Handling Important Problems from Three 
Jobber Executives in Charge of Radio 


HAROLD CAMPBELL 
Electric 
Boston. 


Wetmore-Savage Supply Co., 
We are able to keep a fairly good 
stock of all the items 


on which there is generally a short- 


fast-moving 


age, by placing fairly initial 


in the 


large 


orders early radio buying sea- 


son. These amounts are based on 
sales of the previous season, We 
also keep a perpetual inventory on all 
fast-moving items such as tubes, bat- 
teries, sets, loud speakers, etc. By 
careful study of these cards we are 
able to tell 15 toe 30 days in advance 


approximately what we will need for 
the coming 15 or 30 days period and, 
of course, 
ly: 
We 


special radio salesmen who work in 


place our orders according- 


are traveling a number of 


with our sales- 
tind that increase 
our volume of business greatly. This 
fact that these men have 


regular 
they 


conjunction 
men and we 
is due to the 
radio and are 
the 
a position to 


knowledge of 
talk 


and are 


a good 
able to 
dealer 


technicalities with 


also in 





. Boyd, Secretary, Radio Manufacturers’ Association 





demonstrate radio items to good ad- 
vantage, whereas the average sales- 
man, handling our general line, is not 
fully versed in all the radio work and 
cannot spend the time with the dealer 
on radio that our radio men can. 

A radio catalog is issued which 
gives full information on the lines 


which we carry. A large volume of 
business results, from the catalog, 
especially from the dealers in the 


our salesmen can- 
not call regularly during the winter 


small towns where 


months, due to snow storms which ab- 
solutely block some of these towns for 
days at a time. 

Everything is done to co-operate 
with our salesmen that we can think 
of. We give them all the information 
we possibly can on the different items, 
calling meetings. 
showing them the different lines and 
explaning the merits of each one. We 
also attempt to have the manufactur- 
representatives talk to the boys 
at least three or four times during the 
winter months and we find that this 
helps a great deal in familiarizing the 
men with the merits of the lines which 


frequent _ sales 


> 
crs 


we carry. 


There is no regular schedule on 
sales letters, but we do issue letters 
and send out literature from time to 


time to all the dealers, giving in- 
formation on the new lines which we 
may take on, and believe that, with 
the salesmen’s efforts behind these 
letters, we not only get a substantial 
amount of business direct from the 
letters but we also keep our name in 
the minds of the dealers. 


F. B. STERN 
Mer. Interstate 
New Orleans. 


We were one of the first 





Asst. Gen. Elec. Co., 


jobbers in 
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Radiola Super-Heterod 


Running in that use no antenna 
Vogue, Vanity 

Fair, House & and NO batteries 
Garden, Town & = 
Country, Spur, 
Cosmopolitan, 
American Maga- 
zine, Literary Di- 
gest, Collier’s, 
National Geo- 
graphic, Time. 


Total circulation 


A-Radiola 


MADE BY THE MAKERS OF RADIOTRONS 
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Rosin Core 


HAT’S the beauty about Kester 

Radio Solder—it’s easy to sell 
because it is ready for use. It 
“Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages, 
No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


APPROVED BY 
RADIO ENGINEERS 








the South to handle radio and the first 
jebber to have a dealer’s policy, We 
therefore, feel that we should know 
something about the dealers’ troubles. 
Our stocks are taken care of by a 
routine method, with our perpetual 
card system. We order tubes by de- 
ciding how much additional business 
we expect to do in radio and then 
placing orders for specified deliveries 
considerably ahead of time and expect 
the manufacturer to make delivery. 
Our records show our sales of each 
type, each month of last season, so it 
is not very hard to order accordingly. 
Special radio salesmen are sent out 
but they are used primarily for secur- 
ing franchise dealers for the lines we 
represent and starting new dealers 
where necessary. We use our general 
line men for securing repeat orders 
and selling accessories. We think this 
is a good plan, as our general line 
men cannot give the time necessary, 
from other lines, to do this initial 


| work, 


Our stock orders for accessories are 
determined in the same way that we 
handle those for tubes, Of course, all 
of this is estimated and we can fall 
down badly, one way or the other, but 
as we have a quota with the manu- 


facturers, we try to specify our orders 


so as to reach our quota monthly. 

A radio catalog is issued and dis- 
count sheet that we send every dealer 
who we are positive carries a stock of 
radio parts and accessories and are 
radio dealers. But we do not send 
this catalog and discount sheet to 
anyone unless we first find out if he 
is entitled to dealer’s discount as we 
only allow discount to radio dealers 
and not to hardware and electrical 
dealers, who are not handling radio. 

Our salesmen are furnished all 
special data on selling problems as 
well as all available information on 
trouble, so they can be kept posted 
and be prepared to talk intelligently 
to dealers. 

Sales letters are sent to our fran- 
chise dealers well dealers’ 
helps, furnished us by the manu- 
facturer at no cost. On helps where 
the manufacturer charges, we en- 
deavor to sell the dealer on the value 
of these helps, so he will use them. 
Of course, all manufacturers’ helps 


as as 


| are passed on, as dealers’ helps. 


| 
| 


C. R. MUSLADIN 


Sales Mgr., Alexander & Lavenson, Elec- 
tric Supply Co., San Francisco. 


The tube shortage in this territory 





has not been serious, and the manu- 
facturer with whom we deal, appar- 
ently has the situation very well in 
hand. 

We travel radio specialists, finding 
at the present time, however, that 
most of their effort is used in closing 
franchises on complete sets. The 
parts situation has quieted down, 
though still somewhat disturbed by the 
too great ntimber of small jobbers 
operating on non-ethica] lines. 

Determining our stock is more or 
less of a simple problem, because our 
stock records have always been more 
or less of a good guide. With radio, 
of course, there is an abnormal con- 
dition due to the sudden popularity of 
certain items because of magazine ad- 
vertising, which specifies particular 
items in question. 

Relative to merchandising prob- 
lems, we have been attempting to se- 
cure a catalog and have failed because 
many of the small factories with 
whom we do business do not seem to 
understand the catalog problem, and 
as a consequence have not sent com- 
plete data to the catalog company. 

With reference to dealer helps, the 
manufacturers of radio have as a gen- 
eral rule been right up to the minute 
with window trims, posters, advertis- 
ing material, etc. 


Two New York Radio Jobbers 
Combine 

An indication of the increasing sta- 
bility of the radio industry is the 
creation of large jobbing units by 
mergers, resulting in greater facilities 
and better service both to the manu- 
facture and to the dealer. 

The most recent combination of this 
kind is that of the McPhilben Radio 
Corp., at 245 West 55th St., New 
York and Jamacia, Long Island, with 
the Gilbert-Keator Corp., 135 Fifth 
Ave., New York. 

The new corporation will be known 
as McPhilben-Keator, Inc., and will 
operate all three offices of the two pre- 
vious corporations. 

The officers of the new corporation 
will be Randall M. Keator, president. 
Maxwell Fisher, secretary, and Henry 
A. Deimel, treasurer. Mr. Gilbert 
will withdraw in order to re-enter the 
inanufacturing field. 

Eight salesmen will cover by auto- 
mobile a territory consisting of metro- 
politan New York, Long Island, 
Northern New Jersey, The Hudson 
Valley and Western Connecticut. 
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Federal stability 1s assurance against 
harmful, unloading tactics 


Federal Ortho-sonic Receivers cost only what 
good quality is worth. Any economies effect- 
ed by increased production, or by quantity 
purchasing, will be passed on to Federal Re- 
tailers and Wholesalers in a manner that will 
not work a hardship on the trade. 


There are no structural weaknesses in the 
Ortho-sonic line. Any refinements in con- 
struction, any new models produced will be 
announced to the public without resorting 
to a wholesale “dumping” program. 


Federal is in radio to stay! Federal financial 
resources are secure! Federal stability is com- 
plete! In its dealings with its Wholesalers 
and Retailers and the public, Federal will 
always be fair and square. Federal Retailers 
and Wholesalers need fear no harmful, un- 
loading tactics. 

The Federal proposition is the most liberal, 
the most elastic merchandising arrangement 
ever-presented. Discounts allow a margin of 


profit that permits you to make money. You 
are amply protected against excessive com- 
petition. You are backed up with an aggres- 
sive, powerful advertising campaign, and 
furnished with complete retail selling helps 
that will bring business to you. 


The Federal Ortho-sonic line meets every 
public demand. Lifelike tone quality, dis- 
tance-getting ability, precise selectivity, beau- 
tiful cabinets, popular prices, a wide range of 
styles — all these are found in the Federal 
Ortho-sonic line. And the nationally adver- 
tised Ortho-sonic Tone Test is the most con- 
vincing sales demonstration ever prepared 
for radio retailers. 


There are no signed contracts between 
Federal and its distributors. No “scrap of 
paper” is needed to strengthen the bonds 
between Federal and its trade! If you haven’t 
read the details of this unusual proposition 
that is so ideal from your standpoint, write us. 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 


Federal 


ortho-sonic 


Radio 


“Rivaled only by Reality” 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
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New Radio Products, Illustrated 











Upper left shows the model B-86 
cabinet type Federal “Ortho-sonic” 
radio unit manufactured by the Fed- 
eral Radio Corp., Division of the 
Federal Telephone & Telegraph Co., 
Buffalo, N. Y. It is 35 in long, 48 in 
high, and 21 in. deep. It contains a 
five tube receiver of the tuned radio- 
frequency type. Lower left shows 
the model B-80 unit with the Federal 


adjustable speaker incorporated above 


the lid. 








The International Resistance Co., 
16th & Chestnut Sts., Philadelphia, 
Pa., has brought out a tube reviver 
which operates on the “flash” and 
“aging’ principle. It can be easily 
attached to any light socket with the 
use of extension cords. 
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The Allen-Bradley Co., Milwaukee, 
Wis., has designed a compact straight 
line frequency condenser. A unique 
feature of this condenser is a cam 
which converts a symmetrically 
shaped condenser into an S. L. F. 
condenser, and distributes stations 
uniformly over a 860 degree dial. The 
one hole mounting of the new S. L. F 
“Bradleydenser” makes _ installation 
easy. 








The “Acme B” power supply unit 
is an economical power supply unit 
and “B” eliminator and according to 
the manufacturers it overcomes snap 
and crackle, due to chemical action in 
batteries and dead cells. It is plugged 
into any electric light circuit, 110 to 
120 volts, 60 cycle, AC. It is made by 
the Acme Electric & Mfg. Co., 1448 
Hamilton Ave., Cleveland, O. 








The new “Ed-u-cator” loud speaker 
is manufactured by Mersman & Co., 
Ottawa, O. The mechanical construc- 
tion is a radical departure in loud 
speaker design. The vibrators in the 
tube, being of like nature as the vi- 
brator diaphragm in the speaker unit 
acts in harmony with it. It will work 
on any receiver. 








The Pressed Metal Mfg. Co., Wau- 
kesha, Wis., is manufacturing the 
“Redi Mast” which consists of a com- 
plete outside aerial mast substantially 
built, ready to put up. It is adjust- 
able for all kinds of roofs and is 
weatherproof, windproof and _ light- 
ningproof. 





The new “acorn” enameled ribbon 
aerial is a product of the Acorn Ra- 
dio Products Co., 708 W. Madison St., 
Chicago, Ill. It is made of heavily 
enameled copper, firmly wound 
around sturdy, weather-proof rope. 
It is easy to attach and is equipped 
with a large soldering lug for lead-in 
connection. It is packed in a handy 
container that keeps the rope core 
aerial always neat and untangled. 
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Big Selling Points that mean Profits to You! 


HE new S. L. F. Bradleydenser opens 1 EMEMBER these big features that 
up new sales possibilities to the enter- mean profit to you: 





prising dealer. The demand for straight- I — Straight-line-frequency tuning. 

e ‘i =_— Co . \ d . . . 
line-frequency condensers is constantly 2 iaaa!a_ TF oniomemenee 
increasing and the Bradleydenser, due 3 — Spaces stations equally over 360-degree dial. 
to its small size, will boost parts sales 4 —— One-hole mounting simplifies installations. 

° F § — Brass plates are soldered and efficiency is high. 
because it can be substituted for old © — Backed by the Allen-Bradley guarantee and 
style condensers, without disturbing merchandising policy. 
other parts on the panel. Order the new S. L. F. Bradleydenser for your stock today. 


Mail the Coupon 


Allen-Bradley Company, 
492 Clinton Street, 


Milwaukee, Wisconsin. 


Please send us your sales literature 
on the new Bradleydenser. 





Allen-Bradley Devices 
Sell the Bradleystat, Bradleyleak, Bradleyometer, 
and Bradleyohm to set builders. For resistance 
amplification, recommend the Bradleyunit Resistor. 
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Don’t let the Inventory 
Bugaboo, Boo You! 


— and, Sterling Pocket 
Meters are always in 
demand because they 
are necessities. Make it 
aSterling Meter month! 





No. 37 
VOLTMETER 


Designed especially for meas- 
uring voltage of 24-cell stor- 
age batteries when in use 
or in charge. Also tests up 
to 3 of 22%-volt dry batteries 
in series. 0-75-volt scale. 


Price $2.50 





No. 45 
VOLTAMMETER 


A combination meter exceed- 
ingly useful for testing the 
amperage of dry cell A bat- 
teries and for voltage meas- 
urements of dry or wet B 
batteries. O-35-ampere scale 
and 0-50-volt scale. 








No Radiola Merchant 
Is Too Busy To Turn 


Down Business That 


the New 





Filament 


Voltmeter 
No. R25-28 


Has In Store For Him 


January—the traditional month of inven- 
tories—means nothing to the salesman who 
presents the story of the new Sterling Fila- 
ment Voltmeter for Radiolas 25 and 28. Here 
is an article that Radiola merchants actually 
want! You don’t have to sell it to him—he 


wants it. 


Radiola 25 and 28 is provided with jacks 
on the panel into which the Sterling Filament 
Voltmeter is inserted, and then by a turn of 
the battery setting knob the correct tube fila- 
ment voltage is obtained. This procedure is 
recommended by the radiola manufacturer 
who advocates the use of a high resistance 
voltmeter. 


The new Sterling Filament Voltmeter 25-28 
is exactly such a meter of the high resistance 
type—90 ohms per volt at 3.0 volts and con- 


sumes less than % as much current as a single 
tube. 


In design and construction this 
voltmeter possesses the same _ reli- 
ability that has for eighteen years 
characterized Sterling Pocket and 
Panel Meters as strictly high grade, 
reliable testing instruments. 

It is a very beautiful instru- 
ment with silver etched dial 
and black scale in relief; full 











| nickel case packed in a gold 
stamped box. 
List Price $7.50 


for 


Radiolas 


25 and 28 


The STERLING 


Manufacturing Co. 
CLEVELAND, OHIO 





Advertisedin practically all lead- 
ing trade and radio magazines 














America “Radio-Wise” and 
“Gyp” is Doomed 

America is “radio-wise.” The pub- 
lic has become educated. In a brief 
span of years, from the inauguration 
of broadcasting to the development 
of the radio industry into a $500,000,- 
000 a year giant, millions of people 
at first knowing nothing whatsoever 
about the science and principles of 
wireless communication, or about the 
products used in this service, have 
learned much. 


Americans are all “from Missouri” 
—and once “shown” they are not 
lured by pretensions, misrepresenta- 
tions, or the like. That is why the 
radio industry has made splendid 
strides towards stabilization. That is 
why definite leaders in the field of 
manufacturing have been recognized 
already. Likewise, it holds true that 
it is because the public has become 
acquainted with the facts, that the 
era of nondescript apparatus, just 
made to be sold, has passed and that 


| fly-by-night firms cannot hope to get 


much share of the immense business 
that is being done and will be carried 
on, 


The Chicago Radio Show revealed 
this attitude on the part of the pub- 
lic. More than 150,000 visitors passed 
through the gates, and they made it 
clear that they were tired of mislead- 
ing advertisements and “gyp” dealers 
and—by better experience, many of 
them—they know where to look for 
additional proper information to guide 
them in their choice of receivers and 
accessories. 

Judging from what these visitors 
said—and also the dealers from the 
Middle West, who were there—public 
opinion has settled firmly behind a 
small number of sets for which no 
extravagant boasts have ever been 
made but which have produced results 
that if heralded would put to shame 
the “records” supposedly created by 
apparatus which is slowly but gradu- 
ally being removed from the market. 

It is the old story of the survival 
of the fittest, as far as the radio in- 
dustry is concerned, but the situation 
is quite a revelation of the public’s 
ability, under proper facts and ex- 
perience, to judge accurately as to the 
qualities of merchandise required for 
their everyday convenience. Radio 
was a strange topic indeed four years 
ago. Now the average man and wo- 
man is familiar with broadcast pro- 
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A constant, unvarying, trouble-free current supply. The Majestic 
A & B Current Supply really eliminates both the A & B batteries. 
Just plug in, on your house current supply (alternating current) and 
turn ‘‘on” the switch. You can then operate your radio continuously 
24 hours each day for a week, month or a year if desired. This would 
not be possible with a battery and charger. 


























$4, gf fk Without Tubes Miajestic A-B Current Supply 


No more does your customer have the annoyance of bat- 
teries and their ills, chargers, hydrometers, acids, etc. All 
this is eliminated. 


Used With 
Any Radio 


The Majestic A & B Current Sup- 
ply can be used with Radio receiving 
sets using 201A or 199 type tubes. It 
gives uniformly excellent results on 
any circuit or combination of circuits. 


Maj estic Reproducer 


ONE. PROFIT - RADIO PRODUCTS 


Our Products Are Popularly Priced—Because 
We Do All the Work That Goes into Them 


There are no parts makers’ profits and overhead—or other outside costs to add to 
the price of Grigsby-Grunow-Hinds Radio Equipment. That's why we are able to sell 
our merchandise at considerable saving to you, and that’s why you, in turn, can meet 
the trade with attractive prices in any competition. 

Our own skilled craftsmen are all we need to rely upon for quality. They work 
under one great roof and are constantly under our exacting supervision—which insures 
the very best that it is possible to build. The result is volume and tone unexcelled in 


the industry. - Follow the Reasons: 
WE MAKE THEM—WE KNOW 








1. Genuine Roxalin Horn hydraulical- 
ly pressed. 


Manufactured by 2. Bases beautifully finished in crys- 


GRIGSBY---GRUNOW---HINDS Co. : 
4546 Armitage Avenue, Chicago, Illinois 


In Canada: Benjamin Electric Mfg. Co. of Canada, Ltd., Toronto 


3. Exclusive “formed” diaphragm. 
4. Adjustable lever volume control. 
5. Elimination of all harsh sounds. 
6. Permanently perfect reproduction. 














76 


THE JOBBER’S{AJSALESMAN 








“FOUNDED ON THE 


ita nanan nnreT ti eeeeerentemeneneneieeienneneiieammenemmmmiamaitameiniall 


Why 


O 


EAGLE 


Neutrodyne 
Owners 


say 
they have 
the best 
Receiver 
on the market 








If You Sell 
the EAGLE 
You will Know 





z 
AGLE. RADIO cox on 
EWARK KEW J _ 





EAGLE RADIO CO. 


16 Boyden Place 
NEWARK, N. J. 











| 











grams and beyond that knows the 
names of the leading receivers, the 
same as the best known automobiles 
are recognized. 

The people realize, in general, just 
what a good set is capable of, under 
proper installation, maintenance and 
operation. ‘They know that atmos- 
pheric conditions and many other fact- 
ors enter into loud speaker reception 
of stations 1000 miles or more off— 
and that the manufacturer who ad- 
vertises that his sets at all times and 


under every condition can bring in | 


50 stations a night, “from coast to 
coast,” is just spoofing. Firms mak- 
ing the sets which achieve really 


marvelous results, under favorable en- | 


vironment, do not advertise in this 
manner, simply guaranteeing satisfac- 


tion and letting the thrills come in 


due season, as the owners of their 


sets tune in. 


The public may now make a _ safe 


| prediction regarding the manufactur- 


ers who are in business to stay, who 
have invested immense sums in plants 
and advertising, who are devoting 
days and nights to research and who 
are incorporating in their products no 
devices with fancy names but equip- 
ping them with the parts and methods 
that have been tested by time. 


Joserpu D. R. Freep, Presipent 
Freep-E1sEMANN Rapio Corp. 
* 


* * 


Interstate Maintains Radio 


School 


Young men are now being trained 
in selling and servicing radio sets in 
a school maintained by the Interstate 
Electric Co., New Orleans. 

The company advertises in the local 
newspapers for men to take this 
course and prepare for a job with one 
of the company’s dealers. The men 
who are accepted are given a month’s 
intensive training in the mechansm of 


| the radio receivers sold by this com- 


pany and the methods employed most 
successfully in selling them, and at 
the end of this time they are pretty 
well equipped for a job as salesman, 
in a small] radio 


and service man 


| establishment. 


Some of these young men go to 
dealers on straight salary and some 
on straight commission. Others are 
allowed a drawing account of so much 
a month or are paid a salary and com- 
mission. The arrangement is made 
between the dealer and the man. 


| 
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Blandin 
BH Badio Cabinets 


Now—RIGHT NOW is the time for 
overt jobber specializing in Radio or 
Radio Equipment to investigate our 100% 
jobber’s policy. 

NOTE —EVERY inquiry on _ Blandin 
Radio Cabinets is TURNED OVER to 
our jobber in the territory producing the 
“Can you beat that for co-oper- 











ation?” 


And what is more—Blandin Radio Cabi- 
nets are good sellers, no need of putting 
in a lot of time explaining their merits, 
The name Blandin is recognized as su- 
perior. 

It will pay you to get the full particulars 
of our policy NOW so that you may 
profit during the 1926 season. 


“Ask and you shall Receive.” 
T 
(eeset) 
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(Patents Pending) 


Blandin Console 
75 E 





This beautiful Blandin Console is finished in hand 
rubbed lacquer, Mahogany, English Brown. It 
—, take a 4 panel 18” to 26” length, 7” high 
with room for “A” storage battery, “B’” an 
“C” batteries and Battery charger. This is 
one of the finest radio cabinets on the market 
and will dress up any set. 








Duplex 


The New Blandin Duplex shown here takes panel 


7x18, 7x21, 7x24 or 7x26. Grooved for #” panel. 
Panel may be mounted either vertical or slant- 
ing. Ample room for dry batteries. Handsomely 
finished—hand rubbed lacquer. 


Blandin Phonograph Co., Inc. 


1000 16th Street 
Racine, Wisconsin 


+ 
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Radio Power Units 


the ideal power supply for any radio set 





Balkite Battery Charger 


This popular battery charger can 
be used while the radio set is in op- 
eration. If your battery should be 
| ow you merely turn on thecharger 
and operate the set. Charging rate 
2.5 amperes. Operates from 110-120 
AC 60 cycle current. Special model 
for 50 cycles. Also for 25-40 cycles 
with 1.5 ampere charging rate. 

Price $19.50 West of Rockies, $20 

In Canada, $27.50 





Balkite Trickle Charger 


Can be connected to the usual 6- 
volt battery and left on permanent 
(or trickle) charge. Automatically 
charges the “A” battery and sup- 
plies “‘A”’ current from the light 
socket. 

With small batteries (4-volt and 
small 6-volt) can be used as an 
intermittent charger of the usual 
type. Orit can be used as a trickle 
charger if a resistance is inserted to 
cut the charging rate to the needs 
of the set. 


As an added convenience to 
trickle charging some owners add 
a switch which cuts out the charger 
and turns on Balkite “‘B’’ during 
operation, making both power 
supplies automatic in operation. 

Charging rate .4 to .5 amperes. 
Size 5% x 2% x Sinches. Fits in 
usual dry cell compartment. Cur- 
rent comsumption 1/10¢ per hour. 
Operates from 110-120 AC 60 
cycle current. Special model for 
50 cycles. 


Price $10 West of Rockies, $10.50 
In Canada, $15 


BALKITE BATTERY CHARGER - 


‘Winewtene 





Balkite Radio Power Units are the ideal power 
supply for any radio set. They simplify and im- 
prove radio reception. They reduce the amount of 
attention required by the set. With their use the 
radio current supply is always exactly what is 
required for each circuit. 


The advantages of the popular Balkite Battery 
Charger are obvious. Entirely noiseless, it can be 
used while the set is in operation. 


The Balkite Trickle Charger converts your“A” 
battery into a permanent “A” power unit that 
supplies full “A” current at all times from the 
light socket. 


Balkite “B” eliminates “B” batteries and sup- 
plies plate current from the light socket. Balkite 
“B” for sets of 6 tubes or less. Balkite “B” II for 


sets of 6 tubes or more. 


An ideal installation is a Trickle Charger and 
“A” battery, and Balkite “B.” This enables you to 
operate your set entirely from the light socket. 


Noiseless—No bulbs—Permanent 
All Balkite Radio Power Units are based on the same 


principle, All are entirely noiseless in operation. They 
have no moving parts, no bulbs, and nothing to adjust, 
break or get out of order. They cannot deteriorate through 
use or disuse—each is a permanent piece of equipment 
with nothing to wear out or replace, They require no 
other attention than the infrequent addition of water. 
They do not interfere with your set or your neighbor’s. 
Their current consumption is remarkably low. They 
require no changes or additions to your set. 


Manufactured by FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


FAN STEEL 


Balkite 


Radio PowerUnits 


BALKITE TRICKLE CHARGER - 


cy) 





BALKITE “B” - 


ALL BALKITE RADIO POWER UNITS ARE TESTED AND LISTED CE AS STANDARD BY THE UNDERWRITERS’ LABORATORIES 
Ar, 


CIACUIT 


FOR THE 


Balkite “B”’ 


Eliminates “B” batteries. Supplies 
plate current from the light socket. 
Operates with either storage bat- 
tery or dry cell tubes. Keeps “B”’ 
circuit always operating at maxi- 
mum efficiency, for with its use the 
plate current supply is never low. 
Requires no changes or additions 
to your set. No bulbs— nothing to 
wear out or replace. Requires no 
attention other than adding water 
twice a year. 

A new model, designed to serve 
sets of 6 tubes or less. Size 8 in. 
long, 8 in. high, 34 in. wide. Oc- 
cupies about same space as 45 volt 
dry“B”’ battery. Operates from 1 10- 
120 AC 60 cycle current. Special 
model for 50 cycles. 


Price 335 
In Canada, $49.50 





Balkite “B”’ II 


The most outstanding develop- 
ment in radio last season. Same as 
the new Balkite “B’’ but will fit any 
set including those of 8 tubes or 


more. Current capacity 40 milli- 
amperes at 90 volts. Size 9 in. high, 
6% in. wide, 7% in. deep. Operates 
from 110-120 AC 60 cycle current. 
Special model for 50 cycles. 
Price $55 
In Canada, $75 


= 
The Unipower, manufactured 
by the Gould Storage Battery 
Company, isequ “epee with a spe- 


1 
cial Balkite Radio Power Unit. 





BALKITE “B” It y 
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A REAL TRADE SERVICE 


Recommend the Burns Speaker for any receiving set-— 
It means satisfaction to you and your trade. 


MANUFACTURER 


Spmerican Glectric (gmpany 


STATE AND 64th STS.—CHICAGO 


cawunw 
SPEAKERS 


With Concert Unit 


Large size and scientific con- 
struction of the Concert 
Unit gives the remarkable 
tone values which, combined 
with the special amplifying 
properties of the BURNS 
horn, produce wonderful 
results. 


BURNS horn is of distinct- 
ive design with pyralin 
flare in several handsome 
finishes. 


Prices $22.50, $25.00, 
$30.00 

















Under ,the silvery 
surface of every ‘“‘DIATRON”’ 
---there’s 38 years of 
unparalleled experience 


What is the most important consideration 
when buying radio tubes? It’s not the 
outward appearance that insures enjoy- 
able radio reception but what is under 
it—the manufacturer’s experience. 
Walter Armstrong—the manufacturer of 
DIATRON Radio Tubes—has devoted his 
entire life’s work to the study and manu- 
facture of vacuum tubes. Since 1887 he 
has been associated with the Swan Lamp 
Co., Shelby Lamp, Federal Miniature 
Lamp Division of General Electric Co., 
and his own lamp company. 

Today Walter Armstrong is specializing 
in the manufacture of radio tubes and 
his product—‘‘Dia- 
trons” —is made 
under his personal 
supervision. 


Nos. 201A and 240 
DIATRON No. 240 
is the only tube 
manufactured for 
the Radio Fre- 
quency side of Neu- 
trodyne and Tuned 
Radio Frequency 
Sets made before 
January 1, 1925. 


DIATRON tubes are 
also furnished in 
No. 199 with either 
Regular or Large 
Base. 


List Price, 
All Types 


EACH 
FREE — A useful and informative book- 
let, “WORTH WHILE FACTS ABOUT 
RADIO TUBES”. Write for it on your 
letterhead. 


Diamond Vacuum Products Co. 
4055 Diversey Ave. Chicago, Ill. 

















QUALITY 


—the key to permanent and profitable patronage 


APEX Vernier Dials 


RADIO purchases are now conducted on a 
progressive basis. Buyers are constantly 
searching for improved souipanene. Quality 
receives greatest consideration. Display of 
meritorious apparatusinsures development 
of profitable trade. Apex Vernier Dials stand 
for the greatest attainable valuein dialcon- 
struction’and actual delivery of satisfactory 
service. They eliminateundesirableelements 
and present outstanding improvement in 
desirable features. Make tuning positive— 
bringin greater number of distant stations 
—simplify logging and Srestiy enhance the 
beauty of anyset. Ratiol2to1. Adaptable 
. to any \-inch shaft. ae a and 
counter clockw 

yal Brass Fin. 4-1n., $1.50 bist. S¥o-tn. $1. oie] 

Satinsiiver Fin 4-in., $1.75 list. 3Y4-in., $1.50 list, 
De ¥ ae "Plated on) Flaigh 
4-in., “eS V4- oe $1.85 list 
PEX RHEOSTAT Dia 
are a. pieces to APEX A Dials— 
adding an atmosphere of luxury and improving 
the utility value of any set. Size, 2-in. Fits 
any %-in. shaft. Royal Brass Finish, 60c list. 
Satin Silver Finish, 700 list. De Luxe Gold 
(24K) Finish, 800 list. 
For particulars relative to un- 
usually attractive proposition 
to dealers, write 


APEX ELECTRIC 


MFG. CO. 
Dept. 1229 
1410 W. 59th St., Chicago 





























Eliminating Loud Speaker 
Noise 

When there is a scratchy noise com- 
ing from the loud speaker of the set, 
it is quite easy to determine just what 
is causing this trouble. The average 
service man does this by a process of 
elimination, determining first if the 
noise is due to an outside cause. This 
is the way he tests to find out if it is 
due to electrical interference in the 
immediate locality. 

He first disconnects the antenna and 
if the noise stops or diminishes in 
volume, he immediately knows that 
this interference is from the outside 
and not in the receiver. Another good 
test for this is to throw the three dials 
out of resonance, setting one at 0, 
the next at 50, and the third one at 
100. If the noise still persists, then 
he looks for trouble in the installa- 
tion. 

He very readily determines if the 
batteries are noisy by taking a pair 
of phones, placing one tip on the 
minus, the other on the plus, getting a 
sharp click, then no noise at all. If 
there is a rushing and crackling sound 
this battery is faulty and should be 
replaced, declares the service depart- 
ment of the Freed-Eisemann Radio 
Corporation. 

Very often the trouble in noisy sets 
can be traced to dirty prongs on the 
tubes, as well as poor contact with the 
springs in the sockets. In quite a few 
cases, it has been found that the wire 
in the loud speaker cord is frayed, 
causing a scratchy sound in the horn. 
Reversing the tips in the plug should 
be tried. Very often reversing these 
will improve the volume 100 per cent. 








This might look like an ordinary back- 
ground for a picture, but it is away off 
in Morheim, Germany. Joseph Schim- 
mel, president of the Schimmel Electric 
Co., Philadelphia, Pa., is shown with 
Mrs. Schimmel. 





January, 1926 





THE JOBBER’S{RJSALESMAN 








79 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 














NEW - the 


| EVEREADY 


“¢ %-CELL LANTERN 


| Cee W hots: 
t 
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The improved electric lantern 
using standard unit cells 


A BRAND-NEW Eveready Lantern 
that requires no special battery. Just 
what the public wants. Ideal for 
campers, farmers and for general 
use around the house. Stands on its 
own base or hangs up by neat, prac- 
tical, extension bail handle. 


Sturdy. Thoroughly practical. 
Has beveled lens, octagonal lens- 
ring, and tumbler switch. Finished 
in nickel. Uses 3 standard Eveready 


Unit Cells No. 950. Lists at $4.50, 
complete with battery. Canvass 





This will be a 


your trade now. 
big seller. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 

New York San Francisco 

Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


-they last longer 
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TYPE AS 
AB Neck Shade-Hold- 


er Unit for Brass or 
Water-proof Sockets. 





TYPE ASC 
Outlet - Box Shade - 
Holder Unit with 
Keyless Sign Recepta- 
cle. 





TYPE AV 
AB Neck Ventilated 


Type Holder’ with 


Keyless Socket. (Also 
made in One Piece 
Type AW.) 


ABolites Cover 


dealers can sell. 


terchangeable 


ABOLITES. 






yr TYPE A 
REFLEC- 
TOR 
Forms, when 
combined with 
Interchangeable 
Holders below— 


Then remem- 
ber that you can cover ALL 
their varied needs at minimum 
stock investment through the In- 
Features of 


CUTAN ATH AAA 


mete 


Boost Your Sales with ABolites 


(Porcelain-Enameled Steel Reflectors) 


TYPE AF 
ONE-PIECE 
ABOLITE 
UNIT. 


Used only where 
Interchangeability 
of Reflectors and 
Holders is not re- 
quired. 












TYPE AH, 
AHB & AHP 
ABOLITE 
UNITS. 


AHB and AHP, 
(for Brass and 
Porcelain Sockets 
respectively.) 
come with Shade- 
Holder attached. 


4 
~ TYPE AHA 
yP ONE - PIECE 
ABOLITE UNIT. 


Similar to AHB and 
AHP, but fits Alum- 
inum Threaded 
Sockets. 


ALL Side-Lighting Needs 
UST THINK of the hundreds 
of side-lighting units your 


Presses, 


TYPE TA 
REFLEC. 
TOR 


Combined with 
Threaded Hold- 
ers below, forms— 








TYPE AEC 
Outlet - Box Cover 
Shade - Holder with 
Keyless Sign Recept- 
acle. 





TYPE AT 


Threaded Drawn Cop- 
per Holder. 





TYPE ACT 


Standard Outlet - Box 
Cover Shade - Holder 
oe - Keyless Recept- 
acie. 


A Few Prospects 


You Can Suggest are— 


LLUMINATION of Punch- 
Shear 
Steam-Hammers, Drying and Core 
Ovens, Stockroom Shelves, Gar- 
ages and Washing Stations, Gaso- 
line Stations, Protective Lighting, 
Store Windows, Docks and Un- 


loading Platforms, Steam-Gauges 


Machines, 


in Boiler Rooms, etc. 


Write for Catalog 178-A 


A B PRODUCTS DIVISION 
THE NATIONAL SCREW & MFG. CO. 
2440 East 75th Street 


EQ 


CLEVELAND, OHIO 


. 
a ' DO 
pn 
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| radio catalog No. 10. 


Equipment Co., 








MAN IN THE INDUSTRY.” 





Showing that when they’ve just landed 
some big orders, jobber’s salesmen can 
be happy, even in an alley. (It’s a nice, 
clean alley, though.) Left to right: 
Wm. A. Kieb; L. J. Hahn; L. R. Von 
Woert; all of the Newark Electrical 
Supply Co., Newark, N. J., and Frank 
Rose, “V. V. Fittings” man. 





New Jobber in New York 


The downtown section of New York 
City) houses a number of jobbers, and 
new ones, it seems, bud overnight, in 
this rejuvenated electrical center. 
Now the National Electrical Supply 
Co, makes its debut—occupying the 
entire building at 40 Murray St. 

Norbert Garfunkel, for 15 years 
with Garfunkel Bros., Jersey City, is 
president of the new company. 

* * # 


Wetmore-Savage Issues Radio 
Catalog 


Wetmore-Savage Automotive 
180 Massachusetts 
Ave., Boston, Mass., has just issued its 
It contains 132 
pages, is well illustrated, and is com- 
plete with a radio dealer’s price sheet. 
* * * 


Northwest Radio Trade Asso- 
ciation Visits Chicago 

Over fifty members of the North- 
west Radio Trade Association headed 
by G. H. Riebeth, the president, at- 
tended the Chicago Radio Show in 
November. They were accompanied 
by’ J. R. Hedquist and his “Leather 
Medal Band.” A luncheon was given 
in their honor at the Electric Club of 
Chicago. An entertainment was given 
after the luncheon, then the men at- 


tended the radio show at the Coliseum. 
* * * 


E. S. & E. Takes on Murad 


Radio Sales Manager Kreoll, of 
the Electric Supply & Equipment Co., 
announces signing up for the Murad 
radio line for all the houses, 

The company will hold its big an- 
nual convention on January 9, at Al- 
kany. A large number of dealers will 
attend. 


The 
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Now is the time to order your 





F you intend to take full 
advantage this year of the 
growing popularity of 

electric fans,ask distributors to 
show you the full line of 
Wagner Fans. 


Last year these fans were new 
—but they quickly won a 
national reputation purely on 
merit. Never before had fan 
buyers seen a fan that ran so 
silently,and projected so much 
breeze. The reason is, that 
these fans were scientifically 
designed as an improvement 
over types that have not been 
changed for years. 


People who had previously 
objected to fans, because of 
noisiness and uncontrolled 
drafts, show immediate inter- 
est when a Wagner Fan is dis- 
played running on the counter. 
They see the blades going, but 
can scarcely hear asound! And 
they find the breeze is under 


LIST PRICES 
9-inch, high-speed 
non-oscillating $10.00 A. C. only 
9-inch, high-speed 
oscillating $12.50 A. C. only 
10-inch, high-speed 
oscillating $16.50 A. C. only 
12-inch, high-speed 
non-oscillating 


$23.00 A. C. or D. C, 


i} 12-inch, high-s 


peed 
oscillating $30.00 A. C. or D.C. 
12-inch, low-speed 
oscillating $30.00 A. C. or D.C. 


16-inch, low-speed 
oscillating $35.00 A. C. or D. C. 
16-inch, high-speed 
oscillating $35.00 A. C. or D.C, 
56-inch, ceiling fan 
$52.00 A. C. or D. C, 
Ventilating Fans 
12-inch $29.00 A. C. or D.C. 
16-inch $33.00 A. C. or D.C. 
Above prices cover fans for 110- 


volts 60 cycles or 110-volt direct 
current only. 





WAGNER 


ELECTRIC CORPORATION 


6400 Plymouth Avenue 
Saint Louis 


perfect control; going directly 
where it is desired, instead of 
being puffed out broadcast. 
Many a Wagner Fan has been 
sold to people who found that 
their fan objections did not 
apply to this fan. 


Recently these fans were 
tested in comparison with 
other representative makes, 
and the test proved that the 
breeze from the Wagner Fan 
reaches 12 per cent further. 
This efficiency of the fan is 
consistent in every detail; the 
heart of the fan is a Wagner, 
Quality motor — sturdy, and 
very economical in its use of 
electricity. 


An order placed now will 
give you stock in time to take 
advantage of the first warm 
weather. Many a dollar slip- 
ped away from retailers who 
waited for hot weather before 
buying last year. 

























































rr 
orn “~*~ The breeze 
Fan 4)Fan 3 Fan 2 from a Wagner Fan 
a “1 Reaches 12% 
Se, at a rv Further 
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In a comparative test wita other representative makes 
the Wagner Fan projected a breeze 12 percent further. A 
6231-5 comparison of the four leaders of the test is here shown. 


THIS ADVERTISEMENT WILL APPEAR IN MARCH TRADE PAPERS 
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WESTINGHOUSE ELEC. & MFG. CO., 
EAST PITTSBURGH, PA. 











WAGNER ELECTRIC CORP., ST. LOUIS, MO. 








ALTERNATING CURRENT— 


Ceiling Dia. Speed. Finish. List. 
peel =—_ = _ semua ae 86” 440 Black $42.50 
ALTERNATING CURRENT-_- : . Oise i vom 160 — — 

Ceiling Dia. Speed Finish List Rotaire 16” 975 Black 45.00 
110V 56” Three Bl. Duco $52.00 Oscillating e 
220V 56” Three Bl. Duco 54.00 “Bracket 10” 1450, 1250, 1100 Black 16.50 
Oscillating and Desk 10” 1450,1250,1100 Old Ivory 18.50 
” Bracket 9” 1475 Bl. Duco 12.50 12” 1025, 900, a ma ae 
and Desk 10” 1500, 1875, 1250 BL Duco 16.60 Von-oscillating 16” 975, 850, 725 Blac 5. 
12” 1000, 900, 800 Bl. Duco 380.00 f ‘ s : 
12” 1500, 1875, 1250 Bl. Duco 30.00 Bracket 8” 1900 Black 1.50 
16” 1000, 900, 800 Bl. Duco 35.00 and Desk 10” 1450 as _ 
16” 1500, 1875, 1250 Bl. Duco 35.00 le -,, 22” 1025, 850,700 Black 28. 
DIRECT CURRENTW— 
Non-oscillating Ceiling 56” 225, 160, 100 Black 52.00 
Bracket 9” 1500 Bl. Duco 10.00 Gyrating 12” 1050 Black 45.00 
and Desk 12” 1500, 1875, 1250 Bl. Duco 23.00 Rotaire 16” 1050 Black 45.00 
Oscillating 
DIRECT CURRENT— Bracket 10” 1625, 1525, 1225 Black 16.50 
Ceiling Dia. Speed Finish List and Desk 10” 1625, 1525, 1225 Old Ivory 18.50 
56” 225, 190, 160 Bl. Duco 52.00 12” 1150, 925, 675 Black 30.00 
Oscillating 16” 1050, 850, 650 Black 35.00 
” Bracket 12” 1050, 900, 750 Bl. Duco 380.00 Non-oscillating 
and Desk 12” 1500, 1850,1200 Bl. Duco 80.00 Bracket 8” 2600 Black 7.50 
16” 1050, 900, 750 Bl. Duco 835.00 and Desk 10” 1650 Black 12.50 
16” 1500, 1850,1200 Bl. Duco 35.00 12” 1150, 925, 680 Black 23.50 
ALTERNATING OR DIRECT CURRENT (Universal) 
Non-oscillating 8” 1900 A. C. 60 Black 7.50 
Bracket 12” 1500, 1850,1200 Bl. Duco 238.00 cycle to 2600 


and Desk 





D.C. 





Fred W. L. Fullerton 


(Continued from Page 25) 


a well preserved panoramic photo- 
graph of all the members, taken on 
that occasion. 

After the usual trials of a young in- 
stitution, the business, which is car- 
ried on in a commodious store and 
lighting fixture show room at 20 W. 
17th St., is now solidly on its feet 
and prospering. A complete line of 
supplies, radio, fixtures, and appli- 
ances is In addition, the 
company is engaged in a successful 


carried. 


manufacturing business in the pro- 
duction of an industrial lighting unit, 
being merchandised nationally under 
the name of the “Full-o-Lite” line. 
Fullerton is the president of this 
company, and his very able lieuten- 
ants are: Frank C. Burch, vice-presi- 
dent; T. N. Pinkerton, treasurer; F. 
Raymond Powell, secretary, and J. 
The 


organization is a close-knit and har- 


Eugene Nester, sales manager. 
monious one. Each one of these men 
feels the weight of definite responsi- 
bility in’ his own department of the 
business, and is not interrupted by his 
chief in the conduct of its affairs. To- 
gether they are now at work upon a 
comprehensive dealer plan in relation 
to lighting equipment merchandising 
which will not only instruct the dealer 
but will embrace the arrangement of 


his 


displays and do about everything 
for him except ring the cash register. 

For Fred Fullerton, most of the 
worthwhile things seem to come out of 


Jersey. He got his start there, he lives 
there, plays his golf there, and he 
found the partner of his life there— 
Lora Heal, whose home was in East 
Orange. Mrs. Fullerton, herself, is 
very well known in electrical circles. 
She is generally found in attendance 
at the Hot Springs conventions of the 








This picture was withheld because it 
doesn’t do F. D. Phillips justice, but so 
many of the boys who know him have 
asked about him, we are going to use 
it anyhow. Mr. Phillips is vice-presi- 
dent, secretary-treasurer, and _ general 


manager of the H. C. Roberts Electric 
Supply Co., Syracuse, N. Y. He is well- 
known both in the East and in the mid- 
dle west. 








E. S. J. A. and all of the electrical 
crowd are fond of her. They have 
one son, Lawson, who is now a sopho- 
more at LaFayette College, in Easton, 
Pa. 





New Lamps for Old 


(Continued from Page 8) 


to the dealer lies in the very fact of 
replacing 45 lamps with five. It 
means less shelf and storage space 
for lamps; less trouble in keeping tab 
on stock and in making his monthly 
reports. It means that he will soon 
learn just where each one of these five 
types of lamps should be used in home 
fixtures and portables so that for the 
first time in his life he can recommend 
what size of lamp to use for a particu- 
lar fixture and know he’s right. 

The jobber will be able to cut down 
very greatly on his stock of lamps 
and on warehouse space. He will save 
on transportation and on the cost of 
repacking lamps for distribution to 
retailers. His lamp accounting and 
monthly reports will be simplified. 
There will be less breakage and the 
trouble of getting that item straight 
in the accounting. All these things 
mean less expense in handling lamps 
and therefore greater profit. 

If ever the Mazda lamp manufac- 
turers needed and were dependent 
upon the co-operation of their job- 
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| The a 
Boys Are Ready 
for the Road! 


What are they taking around to their 
trade for fans? What have they got that is 
going to make a dealer say “I can sell that 
on demonstration!”’? 


Are fans all alike? 


Listen to this. You can tell the dealer 
that the Day-Fan Fan has such durability 
that it can be stalled on full A-C current for 
more than twelve hours without injury to 
the windings or insulation. 


You can tell him that the blade is de- 
signed to give maximum air propulsion— 
and is backed by a motor that has the 
power to drive this blade at high speed. 


You can tell him that he need not fear 
comparative tests, because the Day-Fan Fan 
is unexcelled in air delivery per inch of fan 
diameter. 

Tell him, too, that the fan has behind it a 
37 year old experience, and that it is manu- 
factured by the same company making the 
well-known Day-Fan Radio Set. 

Then talk to them about Day-Fan Motors 
—used to drive household appliances and 
pumps. 


Let us have your orders. 














THE DAYTON FAN & MOTOR COMPANY 
Dayton Ohio 








For More Than 37 Years Manufacturers of High Grade Electrical Apparatus 


RADIO 
aa 
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bers and particularly of the jobber’s 
salesman now is the time. The job- 
ber’s salesman can make or break the 
brilliant program. 

Mazda lamps are consigned on the 
agency plan to jobbers and dealers. 
The lamp manufacturers always have 
a lot of money tied up in these dealer 
and jobber lamp stocks. They can’t 
possibly liquidate this capital until the 
dealer actually sells the lamps to con- 
sumers. The capital tied up today in 
stocks of older types of lamps in the 
hands of Mazda lamp dealers amounts 
to millions of dollars. The lamp man- 
ufacturer naturally does not want to 
be stuck with this stock. He wants 
the dealer to sell it. At the same time 
he doesn’t want the dealer to order 
more of the old lamps. As fast as old 
lamps move out of stock replace ’em 
with the new line. 

The success of the new program 
depends upon the ability of the light- 
ing trade to sell out stocks of old 
lamps and then to get the acceptance 
on the part ot the public for the new 
line. Jobber and dealer should be 
able to see with half an eye that co- 
operation along these lines is worth 
their while. 

But there will be a lot of conserv- 
ative dealers; a lot of misinformed 
dealers; a lot that somehow or other 
get off on the wrong foot no matter 
how good their intentions. 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





It’s up to you, the jobber’s saleman, 
to pacify the dealer who gets red- 
headed because you don’t want to fill 
his order for old type lamps. It’s up 
to you to flag and re-route the agent 
who says the new lamps are “no gosh- 
darn good and nobody can’t sell ’em.” 
You'll have to listen to the chronic 
pessimist who just knows that any 
change is for the worst. 

You'll meet ’em all in the next few 
months and it’s up to you to keep ’em 
in line. 

Changing an established buying 
habit; getting the public to give up 
something it has known for years for 
something else, no matter how much 
better, is a real job. The jobber’s 
salesman will just naturally have to 
render first aid for the inevitable 
growing pains that must result. 


Two Salesmen 
(Continued from Page 11) 


help from his friends among the man- 
ufacturers, who not only have odd 
lots of slow moving or old-fashioned 
material that can be utilized on wir- 
ing jobs, but who also very often 
know of some other customer that has 
a lot of their material on his hands 
that can be bought at a bargain. By 
being on the alert and by constantly 
seeking job lots to sell at a reduction, 
this man has built up something of a 








_Pretty soft for Fred Rost’s boys at the Newark Electrical Supply Co., Newark, 


N. J., during the 1925 World’s Series 


When they didn’t like the way it was 


coming on their own big set, they could get it play by play from the scoreboard 
next door. 





clientele in this respect in the trade 
and he therefore gets chances to pick 
up amazingly good “buys” at times. 
His house has been broad-minded 
enough to encourage and support hin 
in these activities and to stand the 
occasional loss that comes in sucli 
transactions, as well as to give the 
salesman liberal extra compensation 
when one of the bargain deals proves 
especially lucrative. 

Therefore, when this salesman calls 
at the office of our contractor, he is 
made welcome because his customer 
finds it to his advantage to listen tv 
him and to profit by the new material 
or interesting suggestions that he has 
to offer. In addition to presenting 
the plan that he has worked out be- 
fore-hand, the salesman makes a spe- 
cific and definite request for an order 
for some material that he knows that 
contractor will probably need for 
stock or for some job, and since h» 
knows just what he wants for himself 
and is not all backward about press- 
ing for the order, he generally gets 
what he requests, particularly as his 
sluggish competitor makes no such 
effort to get any particular part of 
the orders that are to be handed out. 


Sager Holds Annual Party 

The Sager Electrical Supply Co., 
Boston, Mass., held its fifth annual 
“Social and Get-Together” at the 
Chamber of Commerce building, Bos- 
ton, November 14. This affair is given 
each year by the company for its 
employes. Over 150 attended the 
party from the main office at Boston 
and from the branches at Brockton, 
Lynn, Springfield, and Worcester. 

* * 


* 





Changes in Personnel 
Frank M. Baxter, with the Erner 
Electric Co., Cleveland, O., for over 
fifteen years has been made manager 
of the radio department. C. E. Pagel 


now heads the appliance department. 
* * * 


C. F. Howes was appointed sales 
manager of the central station depart- 
ment, New England territory, of the 
Western Electric Co., Boston, Mass. 

* * * 

The Western Electric Co. recently 
announced the appointment of E. P. 
McGrath as sales manager of its 
Brooklyn supply house. Mr. McGrath 
succeeds W. D. Koch, who was trans- 
ferred to the sales department of the 
Western Electric supply house at 
Boston. 
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Why Robbins & Myers Fans Attract 


America’s Best Jobber’s Salesmen 








Reasons of 


Advantages in 
Selling R&M Fans 


e They sell quickly and stay sold. 


SD 


They need no servicing. 


They are Nationally advertised. 


They have a universal demand. 


They are of the highest quality in 
every respect. 


aoa hwW DN = 


e They yield large profits. 

















T HE answer is simple and easily grasped.—First of 
all some things are easier to sell than others—for 


example, R & M Fans. 


It is safe to estimate that more 
than 50 per cent of the electrical 
dealers in this country have a daily 
demand for Robbins-Myers Quali- 
ty Fans. 


Contrast this situation with other 
articles of merchandise, compare 
the opportunities and you can 
readily understand why TOP 
NOTCH jobbers salesmen are put- 


ting their efforts into R & M Fan 
Sales. 


Of course, trade acceptance has 
already been created—the  su- 
periority of R & M Fans is an es- 
tablished fact, they are the result 
of twenty-five years experience 
and have reached the stage of 
perfection; hence, less sales re- 


sistance—MORE SALES and BIG- 
GER PROFITS for you. 


“‘Study the lives of the leaders and pattern your life 
after theirs, if you would attain to their greatness”’ 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


New York, 30 Church St. 
Philadelphia, 1418 Walnut St. 
St. Louis, 1522 Chemical Bldg. 
Cincinnati, 9 E. Third St. 


Robbins & Myers Fans 


BRANTFORD, ONTARIO 


Chicago, 1444 Conway Bldg. 
Cleveland, 1239 W. Third St. 
San Francisco, 701 Rialto Bldg. 
Buffalo, 827 Ellicott Sq. Bldg. 
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Use of Electricity Highest in 
History 

“The of electric current for 
domestic lighting and industrial pur- 
poses is now at the highest rate ever 
reached in the history of the United 
States or the world,” says J. C. Royle, 
a well-known writer on economics. 
“Production of current now is at the 
rate of 64,700,000,000 kilowatt hours 
for the year. This is an increase of 
21,000,000,000 kilowatt hours, as com- 
pared with 1920. 

“Gro&’s revenues for the power com- 
panies are expected to reach $1,500,- 
000,000 for the year, while increases 
in capital investment during 1925 will 
bring the total investment to $7,000,- 
000,000 before January 1. The num- 
ber of consumers of electricity and the 
varied uses to which that term can be 
applied have reached the highest point 
The 
number of residential consumers now 
is about 13,000,000. This compares 
with 54,740,000 five years ago. Com- 
mercial lighting consumers have in- 
creased from 1,530,000 in 1920 to 
2,500,000 this year. Power consum- 
factories and _ street 


use 


the industry has ever known. 


ers, including 
railroads, have grown from 286,000 in 


1920 to 600,000 today. The total of 


American consumers _ this 
16,400,000, which compares 
7,560,000 only five years ago. 


year is 
with 


“Power consumption is greatest in’ 
the Middle Atlantic and Eastern Cen-. 


tral states, approximately 50 per cent 
of the entire output of the country 
being used in those sections. Growth 
in the use of electricity this year has 
been most noticeable in the home and 
in the rural communities. 

“The use of electric appliances is 
growing at an astonishing rate, the 
largest single gain being registered 
in the installation of electric refrig- 


erators.” 
+ =e 


Stiege Five Years With Gertler 

L. H. (Lou) Stiege, general man- 
ager of the Gertler Electric Co., Inc., 
New York, N. Y., started as stenog- 
rapher and bookkeeper. After all, the 
jobbing business consists mostly of 
service today, and Lou has kept pace 
with the rapid rise of his firm by his 
energetic attention to the many details 
that go to make up a smooth-running 
organization. 

Lou now has charge of a well- 
organized office force, which handles 
the affairs of the company and its 


branches at 59 Main St., Yonkers, 

















To the left is shown the new 
Binghamton, N. Y., home of the H. 
C. Roberts Electric Supply Co. The 
building, which is 85 ft. long, con- 
tains four floors including basement. 
A truck may be driven directly to 
the elevator located in the rear, for 
loading and unloading. The room 
on the second floor is partitioned 
into radio testing and radio repair- 
ing sections This branch, which was 
opened in November, is managed by 
H. J. Lavner. 


The personnel of the organization 
is shown above. Left to right: Mil- 
dred Spencer; Lovetta (Pat) Wid- 
ener; Paul B. Ramseyer; Edwin 
Morgan; Fred Feyerabend, and H. 
J. “Heinie” Lavner, manager. Front 
row: J. O. Taft and Jack O'Reilly. 
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N. Y. This branch serves Westches- 
ter county as a whole. Another 
branch is contemplated soon. The 
company is distributor for many na- 
tionally advertised lines. Nathan 
Gertler and Aaron Gershoff head the 
company, and besides having a real 
merchandising policy, they are known 





L. H. Stiege. 


for extending a welcome to every 
manufacturer’s salesman. 
* * # 
Chicago Electric Association 
Has Big Field 


Although only about three months 
old, The Electric Association, Chi- 
held its first ‘‘annual” dinner 
December 17. There are now 128 
sustaining members, among whom are 
17 jobbers. The executive committee 
has two jobber representatives—N. 
G. Harvey of the Illinois Electric Co., 
and W. W. Low of the Electric Appli- 
ance Co, 


cago, 


The Association will find ample 
scope for activity in the Chicago dis- 
trict. According to rough estimates 
that Mr. Gilchrist had had prepared, 
the electrical 
undertakings in the district is about 
$780,000,000; the horsepower in gen- 
erating plants about 1,516,000; num- 
ber of telephones 986,000; electric 
traction passengers carried daily 3,- 
000,000, and there are in the vicinity 
of 25 k. w. hrs, of electrical energy 
used per capita per annum. 

J. E. North, manager of the fam- 
ous Cleveland Electrical League, 
came on to give the members an in- 
teresting sketch of the history and 
activities of the Cleveland League. 

* & # 

The Braid Electric Co., Nashville, 
Tenn., has assigned the territory of 
western Tennessee and western Ken- 
tucky to W. A. Williams. 


capital invested in 
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DIEHL QUALITY FANS FOR 1926 


For the 1926 Fan Season, the New Diehl 16-inch oscillating and non-oscillat- 
ing fan for both alternating and direct current is offered as the feature fan of 
the coming season. 

The principal features of the Diehl 16-inch Fans are the low speed at which 
they operate, the scientifically calculated shape and pitch of the blades, noise- 
less operation and the remarkable amount of air moved. With their rugged- 
ness ‘and attractive appearance these models represent the last word in Fan 


Construction. 
COMPLETE RANGE OF STYLES AND SIZES 
ALTERNATING CURRENT DIRECT CURRENT 
Oscillating and - Exhaust and Ventilating 
Non-Oscillating Fans Ceiling Fans Fans 
Nine inch 52 inch, Alternating Current Bucket blades—Flat blades 
- Ten inch 56 inch, Direct Current 9 to 48 inch, Alternating Cur- 
Twelve inch rent 
Sixteen inch 9 to 60 inch, Direct Current 


The complete line of Dieh] Quality Fans offers a wide variety of styles and 
sizes for all commercial circuits. There is a Diehl Fan for every requirement. 


Jobbers and Dealers sell Diehl Fans—the complete line—and supply all the 
fan requirements of all of your customers. Write at once for catalogs and 
details of the Diehl 1926 fan proposition—do it to-day. 


DIEHL MANUFACTURING CO. 
ELIZABETH, N. J. 
ATLANTA BOSTON CHICAGO DETROIT NEW YORK PHILADELPHIA 
Builders of Motors and Fans For More Than Thirty-seven Years 


DIE Fi LO 
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During the past year we have said Ettco 
Products are BETTER. 


And they ARE better—not only in the way 
they are made, but in the way they SELL. 


Our policy today is the same as it always 
has been and always will be—the same high 


QUALITY, SERVICE and SQUARE 











The Automatic Priming Feature 
of the 
Burks Shallow Well Pump 


Guarantees your dealers against 
troublesome service problems. To 
prime this pump it is only necessary 
to supply the unit once with less than 
a quart of water to fill clearance 
spacer after which priming is abso- 


lutely automatic. The main cause of 
trouble 
wit ih 





primers is 
Fig. 802-803 elimi- 
Home Water System nated. 
SALESMEN 


Each month we outline a feature of 
our pump which makes it supreme in 
the field. Next month we will tell you 





about its capacity. One Moving Part 


Write 


DECATUR PUMP CO. 


Decatur, Ill. 


| 
| 


How Much Is Enough? 


(Continued from Page 10) 


What would electrical Jones do? 


| Imagine how quickly and gleefully 














| such a hustler would change these 


conditions, selected from real life. 
Example No. 1. A young married 
couple with two children. They are 
paying for their home. The wife and 
children are well dressed, the home 
is well furnished and the family go 
away for vacations. They also give 
other evidences of having money to 
spend. But their only electrical equip- 
ment so far is a cleaner and an iron. 
Example No. 2. A middle aged 
couple having a child away at an ex- 
pensive school. They own their own 
home, and within the year have spent 
upwards of $2,000 improving it. They 
drive their own car and have ample 


| funds for all ordinary needs. But 


aside from a radio set their electrical 
equipment comprises five portable 
lamps, a cleaner and a toaster. 

Example No. 3. A young couple 
with two children. They own their 
home, drive an expensive car, and en- 
tertain generously. Their electrical 
equipment comprises radio, together 
with a cleaner, washer and iron. 

Example No. 4. Middle aged couple 
with a son and-daughter at college. 
They own their home, drive a car, 
have their home well furnished and 
are comfortably well off. Electrical 
equipment: Refrigerator, cleaner and 
an iron. : 

Example No. 5. Young couple with 
two children. Own their home, drive 
an expensive car and have their home 
very comfortably furnished.  Elec- 
trical equipment: Washer, iron, 
cleaner, toaster and radio. 

Notes: In not one of these homes 
is the wiring and lighting equipment 
up to Red Seal standards. It is just 
as installed by the builders. 

These just mentioned examples, if 
you please, are not special instances 
selected to prove the point, far from 
it. Indeed, if anything, they are rather 
more to the credit of the electrical 
Smiths and Browns than the average. 
That’s hard to believe, isn’t it? But 
the proof is at hand, just the same. 

In the November, 1925, issue of 
Woman’s Home Companion was pub- 
lished the preliminary report of the 
national survey of home equipment 
being made under the auspices of the 
General Federation of Women’s Clubs, 
as reported by Mrs. John Dickinson 









January, 1926 


THE JOBBER’SIJSALESMAN 


89 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 














oe 


oe 








SSOUG ONG POLIT BONG OIG pra g Borg ors poras Boras ora porogaga 


ssoredora}oracporaorasporators> 


' 
eS 3 








@y Say 
Ce 





A Message 


to the 
Electrical Industry 


ACK of the words “Rome Wire Company”’ 

there stands an organization. One division 
of this organization is a department composed 
of engineers and chemists whose primary job is 
the development and improvement of Copper 
Wires and Cables for electrical purposes. 


The information which this department has ac- 
cumulated, the combined knowledge of all these 
men, is at the disposal of any organization using 
Copper Wires or Cables. 





ROME WIRE COMPANY 


Mills and Executive Offices, ROME, N.Y. 
Diamond Branch, BUFFALO, N.Y. 


New York Boston 
50 Church Street Little Building 
Chicago Detroit Cleveland 
14 E. Jackson Blvd. 25 Parsons Street 1200 W. 9th Street 
Los Angeles San Francisco 
J. G. Pomeroy, Inc. J. G. Pomeroy, Inc. 
336 Azusa Street 51 Federal Street 
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The Newest Emerson 
Emerson Jr. Oscillator 


A 9-inch, 4-blade, single-speed induction fan 
of Emerson quality. 






Embodies most of the distinctive features of 
Emerson fans and is offered with the 5-Year 
Factory-to-User Guarantee. 


List Price $15.00 


Emerson Jr. (Non-oscillating) and Emerson 
Jr. oscillator with the 9, 12 and 16-inch fans 
and 32, 48 and 56-inch ceiling fans, comprise 
a complete line for your dealers in 1926. The 
48-inch French Gray Ceiling fan is a new 
model particularly attractive. 













Price lists, bulletins and a forceful advertis- 
ing campaign now ready. 





Sign your dealers for 


MERSON FANS 


with the 5 year guarantee 
for 1926 
The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
50 Church St., New York, N. Y. 608 S. Dearborn St., Chicago, Ill. 
THE EMERSON COMPANY SELLS NO APPARATUS AT RETAIL 
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Bulldog 





| a 
Crescent 


National 


Loxon Guard 


Loxon and Portable Hand Lamps 


Contractors, dealers and builders have approved the McGill Loxon Guards and Portable 
Hand Lamps. They are also approved by the National Board of Underwriters. Strongly 
made, they will last years—giving excellent service the while. They are easy to sell. 
Bulldog—A very strong portable lamp guard made of Bessemer steel, copper plated. 
Furnished with key or keyless socket, securely imbedded in handle, giving a rigid base. 
Adapted for any size cord and for 60-watt lamp. 

Crescent—A light but very strong and convenient portable, built to withstand hard 
usage. Recommended for unusual service. Made of Bessemer steel rods, stamped 
metal rings, copper plated. Takes any %-inch Standard Brass Socket. Furnished 
without socket. 

National—The best medium priced guard made. Has no weak spots. Guard and 
handle rigidly fastened. The convenient open end makes quick lamp change. Heavily 
tinned. Porcelain keyless socket in handle. 


IIVHUINUV MULAN 


Loxon Protection Guards to Perfection 


Send for New Descriptive Bulletin 


| PMECGILL 


| MANUFACTURING CO. 


ESTABLISHED 1904 


VALPARAISO - INDIANA 


HOVIUVUUTTOUAU UL LUT 









etl 


call 
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Sherman, president of the General 
Federation. To date, as reported, this 
survey has covered 445,987 homes, 
sheltering more than 2,000,000 people 
living in 237 villages, towns and 
cities, ranging in population from 100 
to 100,000, in 35 states. 

Reports concerning lighting indi- 
cates that 87 per cent of 432,084 
homes in 224 towns are lighted by 
electricity, the percentage varying 
from 72.5 in the smallest towns, to 85 
per cent, in cities of 100,000 or more, 
while in towns lying between these 
two extremes the figures run 86 per 
cent or higher. 

An average of 73 per cent of the 
homes reported on this subject have 
electric irons, the highest percentage 
being in towns of 100,000 or over, 
but only 22 per cent of these same 
homes have the power washing ma- 
chine. The highest percentage of 
electric washers, it is further reported, 
is found in two types of communities, 
those whose population runs from 
2,500 to 5,000 and those where the 
population varies from 50,000 to 100,- 
000 with the lowest average in towns 


' whose population lies between 25,000 











and 50,000. 
Of 303,200 homes dishwashers were 


| found in only 852. Cleaners, however, 


were found in approximately one-third 


‘of 339,614 homes, with the percentage 


highest in cities between 50,000 and 
100,000, with the very small towns 
next and the cities in the 25,000 to 
50,000 coming third and last. Sew- 
ing machines were found in 5.6 per 
cent of 310,123 homes reporting, with 
the larger cities leading. 

Radio was found in 17.6 per cent 
of the 123,067 homes reported in 174 
towns and cities. 

Again page Electrical Jones. Pianos 
were found in 46 per cent. and phono- 
graphs in 50 per cent of the homes 
reporting on musical instruments. Of 
the 446,000 homes visited, 70 per cent 
have automobiles, and 68 per cent 
have telephones. 

Lucky, lucky electrical Jones. Per- 


_ haps electrical Smith and Brown won’t 





see their opportunity, but that’s their 
lookout. Your opportunity is before 
you, all around you, whereever you 
are. Let times be good or bad, as 
maybe, the surface of your market has 
scarcely been scratched. American 
womanhood is out to abolish drudgery 
in the home and you have a shop full 
of drudgery-dispelling appliances—all 
good, all inexpensive. And drudgery 
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THE NEW HOME OF RACO PRODUCTS 


E wish to take this oppor- 

tunity to thank every Jobber 
and Jobber’s Salesman, individually 
and as a whole for the loyal sup- 
port and faithful co-operation you 
have extended to our organization 
during the past year. 


We honestly admit our debt to you and 
only hope we may all enjoy the same friend- 
ly business connection for the year 1926. 


Let’s all look forward to making 1926 Big- 
ger, Better, and more prosperous with 
RACO PRODUCTS. 


SWITCH BOXES 
OUTLET BOXES 
AND COVERS 


BAR HANGERS 
SET-UP BOXES 
GROUND CLAMPS 





ROACH-APPLETON MFG. COMPANY 


3440 NORTH KIMBALL AVENUE 
CHICAGO, ILLINOIS 


Branches 


Boston Cleveland Detroit Indianapolis Los Angeles 
Miami Minneapolis New York Philadelphia 
Portland Seattle Vicksburg 
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What Will Your Sales 
Records Be For1926 


Every jobber and jobber’s salesman 
will find a ready market among their 
contractor customers for the FITZ-M- 
ALL Outlet Box Hangers, and the 
KRUSE Switch Box Supporting strips. 








Fitz-M-ALL 


OUTLET BOX HANGER 



































FITZ-M-ALL 
Trade Mark 193347 






During the past year we have spent 
considerable money educating the trade on the mer- 
its of these two products and we will continue doing | 
so to assist you 
in making sales. 
























These two prod- 
ucts will prove 
every statement 
we make regarding 
their time and 
labor saving fea- 
tures. 


You can sell them 
with confidence. 





PATEN’ TED 










CLIP ’EM OFF, NAIL 
"EM UP—IT’S DONE 


MID-WEST METAL PRODUCTS CO. 


Indiana 





‘Muncie 
















APE. ee 
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THERE’S BIG MONEY— 


in selling SUN-RAY Standard Dome Reflectors. 
They are recognized as the most practical and 
efficient reflector for all industrial. lighting pur- 
poses. Made of aluminum, acid-etch and the 
satin-finished reflective surface produces pow- 
erful and evenly distributed light. These fea- 
tures alone are outstanding sales arguments in 
your favor. 













With the “Better Industrial Lighting”’ 
campaign now in progress you can 





“‘cash in”’ on the biggest demand 
SUN-RAY reflectors have ever 
known. 







119 Lafayette Street, New York, N. Y. 





| pensive equipment. 


| hold ‘“Jobbers’ 
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is drudgery, regardless of business 
cycles, hard times or good. 

There you are, Mr. Electrical 
Smith—your business waits you. Your 
prospects have the money to buy elec- 
trical labor-savers, as evidenced with 
the expenditures they are able to make 
for other things. Moreover, in put- 
ting these great conveniences into their 
homes, you can be sure that you are 
acting in accordance with the aims 
and moral support of the General 
Federation of Women’s Clubs, as ex- 
pressed by Mrs. Sherman, in the 
article that has been quoted, for she 
ends her first announcement upon this 


| subject with this statement: 


“Out of this survey we will develop 


_ and wage a campaign which shall teach 


home-making women that escape from 
monotony is not enough. They will 
get more joy out of their home life by 


_ escaping also from the toil which is 


in this day of inex- 
We intend to in- 
augurate a drive for more labor-saving 
devices in the home.” 


so unnecessary 





Putting Over the Red Seal 


(Continued from Page 6) 


should be the most enthused, too often 
has he helped the contractor out of 


' trouble not to be respected and ad- 
eA mired. The contractor looks to him 
| for the information he is too busy to 


| dig out for himself, and he has their 
| confidemce. 

Realizing this situation, on the 
evening of January 8 the League will 
Night.” The execu- 
tives of the jobbing houses have con- 


| sented to have their salesmen present 


to learn the details of the plan so 


| that it will be the subject of approach 
| in greeting the contractor, and time 
| will be given for its explanation if it 
| be not understood. 


That salesman 
who makes the contractor see the idea 
of the plan need not worry in the 
future as to how “he stands’’—he will 
have done a favor to the contractor 
not to be forgotten and duplex recep- 
tacles, three pole switches and other 
items will appear more often on his 
orders. 

Add to the selling force of the Red 
Seal Plan these contractors, and the 
League would need additional field 
men to tack up signs and inspect 
houses. Here the impetus the 
movement needs and frankly the one 
big reason why in, seven months we 
can only boast of 70 houses. 


is 
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PEIRCE “See Gia Wireholders 


“GE: 


sLOT 


No. 501 

















“Tie in with Peirce’’ 
No. 22x2-inch_y, 3 S Hot 
Wood Screw Galvanized 
No. 190 


The Peirce No. 190 Wireholder, as a house 
bracket, appeals to all interested in making 
a service connection. 


The LINE-BUILDERS like them— 


they are easy to install—a jab, a few 
turns, and they are ready to tie in the 
service wire. 


The SUPERINTENDENT likes them— 
he can depend on them to keep his lines 
up—no hurry-up calls for the trouble 
wagon. 


The MANAGER likes them— 


Tie in line the first cost is low and so is the cost 
of installation. 


The HOUSE OWNERS like them— 


they make a neat service connection and 
do not split the wood or cause rust stains 
on the buildings. 





To Install the 190 Wireholder 


Installations of Peirce Wireholders 


Peirce Standard Type Wireholders are made 
in several additional styles, single and multi- 
point. They are safe for a heavier wire-stress 
than you will ever give them. 


Hubbard Pole Line Hardware and Peirce Construction Specialties are carried in stock 
and sold exclusively through the leading Electrical Jobbers. There is one near you. 


‘Hubbar 


PITTSBURGH *“ OAKLAND, CAL.“ CHICAGO 
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Instant 
Acceptance! 
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CARCELY ever has any de- 

vice enjoyed such general 
acceptance and recognition as 
the Biull Dog SPLIT KNOBS 
have during 1925, which surely 
indicates without question a most 
favorable situation for 1926 
sales. 


Biull DGg sPLIT KNOBS have— 


A longer cement coated nail, 

A genuine leather washer, 

A metal assembling washer, 

Wire ways that grip but do not 
tear. 

The projection on the top piece; 
the recess in the bottom piece. 

Uniform, non-porous and strong- 
er porcelain. 


ASSEMBLED 


Split Knobs 


We do not want to “‘Boast”’ 
but we have been told that 
the Biull Dog is the best 
split knob on the market 
today—a fact that offers 
you a splendid opportunity 
for increasing your sales 


record. 


ILLINOIS 


ELECTRIC PORCELAIN CO. 
MACOMB, ILLINOIS 





We know this is not theory. In 
the co-operating Leagues where we 
have been able to tell our story to 
organized groups, where they have 


listened and learned, they are doing | 


their own selling—we can give them 


only occasional personal help now— | 


but in Pittsburgh most of the houses ! 


have been sold through the office. See 
the difference? The Pittsburgh con- 


tractor isn’t in the foreground of this — 


picture and yet let a contractor sell 


one job himself and the reaction is | 


something never before experienced. 
The newspaper advertising 


in | 


Pittsburgh papers because of their | 


circulation naturally helps the co- 
operating Leagues, but our direct mail 


to architects, builders and speculative 


builders is used only in the city. 


Folders which we use are furnished 


to the Leagues for their League im- 


print “Co-operating with the Electric 
League of Pittsburgh” 
but all Red Seal material, such as the 


in small print, 


temporary and permanent signs, de- 
caleamania and certificate is free and 
issued as each new house is secured. 

From a dollar and cents viewpoint, 
the Red Seal Plan is all that is ex- 
pected of it, but it would be a failure 
It is not the 
outlets which 
may go into the house that is impor- 
tant—it is the proper number with 
which each room should be provided 
to give proper service. Recently a 
house in Pittsburgh had five outlets 
in the living room and one outlet in 
the kitchen—the total was six. 


if this were featured. 


increased number of 


It was 


| not Red Seal—although the living 


room had more than the 


requirement of four—the kitchen 
lacked one and had the second outlet 
not been put into the kitchen, 


day 


some 
the time would have arrived in 


| that home when the purchase of some 








electrical device would have required 
another outlet and our statements re- 
garding adequate wiring would be 
remembered and we would have fallen 


short of the promise that the home | 
| would be most convenient for the use | 


of electrical service. 


For years we have approached the | 
The | 


public to buy electric ranges. 
public wants them, but until they can 
be utilized with the same facility as 
other domestic appliances the home 
user will always consider them 
troublesome, inconvenient and imprac- 
tical. C. P. Hill, chairman of the 
range committee for two 
brings out a splendid point: 


years, 


minimum | 
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DUREX REFLECTORS 


For Industrial and 
Railroad Lighting 


JOBBERS 


The new Durex Reflector 
embodies all the principles of 
the Wheeler Screw Ring Con- 
struction. 


The Durex Canopy is smaller 
in diameter and measures 
only 1144” in height. The 
socket is exposed, allowing 
the canopy to be easily and 
quickly wired. 


Wheeler Durex is durable, 
economical and remarkably 
efficient. 


Write for Bulletin 12-A on 
Durex. 


Watch this column for news of Wheeler 
Reflectors 


: 








A Wheeler Reflector for every Industrial 
Need 


Wheeler Reflector Co. 


275 Congress St. 
Boston, Mass. 
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ANNOUNCING 


FREE ATTACHMENTS 


with every 1926 


JEWEL, 


ELECTRIC VACUUM CLEANER 
$44:75 {Retail} COMPLETE 


FREE ATTACHMENTS is a selling appeal which draws people to 
a dealer's store and enables him to build a distinctly store business 
without home demonstration or extra sales effort or 
expense. 
















This is the type of business the average dealer is look- 
ing for. He is not equipped to handle ordinary high 
priced machines but wants the big profits to be made 
in this business, so is eager to take on any line which 
he can successfully handle with his present equipment. 
Show him a cleaner with a merchandising appeal 
which he can advertise locally to bring customers to 
him—and all you have to do to secure his initial 
order is to assure him that the cleaner you offer sells 
on sight and will safeguard his prestige. 


The JEWEL sells on sight because it is 
a regular $55.00 cleaner without attach- 
ments, reduced to $44.75 (attachments 
FREE) so has all the appearance, effi- 
ciency and features of standard high 
grade makes. It is guaranteed to satisfy 
customers—for it is the best product of 
16 years’ manufacturing experience, has 
a 14 H.P. motor, and every feature which 
could make for ease in handling. 


Finally, the JEWEL safeguards both you 
and your dealer. It is not handled 
under its own name or any other 
name by Direct-to-Consumer mail 
order houses. It is advertised to the 
electrical, ha ware, department 
store and other retailers who are re- 
quested to buy their JEWELS from 
their jobber. 


Get 100% results by offering the 
JEWEL to your trade. Ask your 
company to send for a sample JEWEL 
for inspection and comparison, and 
be sure it is featured in your com- 
pany’s 1926 catalogue. Copy, lay- 
out and cuts will be supplied 
promptly for any amount of space 
that may be allotted to us. 














Features 

of this 

Bigger, Better 
leaner 


% HP. motor—AIR 
COOLED. 








































Non-cramping Pistol Grip 
handle with convenient push 
button switch. 














Full 14-inch Streamlined alu- 
minum nozzle. 























Long nozzle points to get 
into corners and out-of-the- 
way places. 












Special adjustment on rear 
roller to raise or lower nozzle 
for different rug nap thick- 
nesses. 







Finest aluminum castings. 


Double, detachable, sel f- 
cleaning brush. 
































All plugs and fittings are 
standard and are approved 
by the Underwriters’ Lab- 
oratories. 











Guaranteed 
for 2 Years 












Write or wire for 
further details. 





aa 
CLEMENTS MFG. CO. ©*thiteso ml” 
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STANDARD SIGNS 
STANDARD PRICES 


N°-BRAK-uM Electric Signs 
are so designed that any dealer 
may assemble them. 


Salesmen should in- 
terest their dealers in 
this line which con- 
tains a nice profit for 
both. 


Jobbers are now being 
appointed, but terri- 


tory is still available. “BUILT LIKE A BRIDGE” 


No-BRAK-uM UNBREAKABLE GLASS 
LETTER SIGNS 


Write for our jobbing policy, it’s 
a REAL LIVE one for profits. 


ELECTRIC DISPLAY SIGNS 


OPALUME SIGN SYSTEM 


INCORPORATED 
BATTLE CREEK MICHIGAN 











































A small compact line of fittings with interchangeable porcelain covers 
for inside wiring when transposing from conduit to open construction. 


Powerlet Switch Box Series are made in twenty different types for 4% 
and % inch conduit, they enjoy a fine reputation for dependability, and 
are good sellers. 


We have a handy pocket booklet on POWERLETS full of selling points 
that you should have; write for it, we will be glad to send it. 


~, 
~ 


of (MULTI ELECTRICAL 
es Manufacturing Co. 


1848 W. 14th St., 
CHICAGO, ILL. 
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“To the uninformed, there seems to 
be no relation between Red Seal and 
electrical cooking. As a matter of 
fact the latter does not require the 
former; although the former makes 
every provision for the latter. In 
other words, provision heretofore, has 
not been made for the electric range. 
Red Seal specifications require three 
No. 6 wires, 114-in. conduit and a 
60-ampere, 2-pole, 250-volt entrance 
switch, making the matter of install- 
ing a range simple and inexpensive, 
adding very little to the electrical in- 
stallation cost. Cooking electrically 
will be hastened by Red Seal provi- 
sions just as it has been by the reduc- 
tion of current rates.” ; 

Our local dealers tell us that iron- 
ing machines with electric heated 
shoes are more popular—therefore in 
our specifications we provide a special 
circuit in the laundry, anticipating 
that the ironer purchased by the owner 
or future occupant of the home will 
be equipped with electric shoe. 

Are three duplex receptacles for 
the main bedroom arbitrarily specified 
to sell more outlets? They are speci- 
fied so that furniture may be moved 
from one wall to the next and still 
permit the ready use of a bed lamp 
on the head board or the heating pad, 
the boudoir lamps and the bedroom 
devices such as vibrator, curler, etc. 

If we can present a standard with 
a service the profits will take care of 
themselves and remember the grape 
fruit is a lemon that had a chance 
and took advantage of it. 


Western Opens New Office 

The Western Electric Co. 
opened a new branch at 50 Portland 
St., Worcester, Mass. W. A. Searle 
is sales manager there. A new build- 
ing for the Providence, R. I., office is 
in process of construction. 





has 








J. W. Thomas, Bryant man, is dem- 
onstrating some kind of “dingus” to the 
boys at the Braid Electric Co., Nash- 


ville, Tenn. On his left are W. W. Gam- 
bill, Jr., and his brother, Ben S. Gambill. 
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A COMPLETE SERVICE IN 
OUTLET BOX RECEPTACLES 


ti } 


No. 1163 No. 1165 





No. 851 No. 869 


Socket Receptacles With Porcelain Shadeholder 
These receptacles make very attractive fittings for bathrooms, hallways and kitchens. 
They are made throughout of porcelain which is specially selected for its high lustre and smooth 
finish. The deep back receptacles are for use where the outlet box is not flush with the surface. 














No. 9308 


No: 829 No. 41 


No. 860 1] 


Socket Receptacles for Finished Work Socket Receptacles for Exposed Work 





These receptacles either brass covered or 
porcelain, are for use where appearance isim- 
portant. The general character of the devices 
is such as to harmonize with a finished in- 
stallation. 

/ 

















No. &232 


No. 8230 


No. 8272 


No. 8273 


Plug Receptacles for Flush Mounting 

Nos. 8273 and 8272 are equipped with metal 
covers for exposed work. 

Nos. 8230 and 8232 are designed for in- 
terior wiring. 








The above cuts are only typical. 


ent een ee ee ee ss es 73 


cnet 








all porcelain, are intended for installations 
where low cost is more important than 
finished appearance. They are grooved for 
weatherproof shadeholders. 


| F 
| These receptacles either metal covered or 
| 








¥. 
CS 


CA-32 





No. 8277 


Plug Receptacles for Surface Work 


These receptacles provide |service outlets 
for garages, kitchens and damp places. 


No. CA-32 is brass covered. 


For complete information on receptacles see the 
new Arrow catalog No. 21 or write for the special pamphlet on Outlet Box Receptacles. 


THE ARROW ELECTRIC COMPANY 


HARTFORD, CONNECTICUT 
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Electric Appliances 





No. 31. 110 V. 660 Watts, 13” Copper Reflector 





Here is ONE heater that sure sells | 
easy—and why shouldn’t it? With its | 
“SUPER” element designed for heavy | 
duty insuring long life, its 13” reflector 

of pure copper and built of the high 

quality materials as in all other | 
“NORTHERN” appliances. All in all | 
it is the biggest value of the day. Ask 

any dealer about the salability of | 
“NORTHERN” appliances. 


“Northern.” 
The better | 
Pad, known | 


for its high 
quality, long | 
service to all 
buyers. In 
demand at 
this time of 
the year. 





“Northern” Service Curling 
Irons are beautifully finished 
and are the pride of those 





who use them. Curling Irons 
of this quality 


and 


are alwa ys 


appreciated good sell- 





ers. 


’ 
Co. 
2837 N. WESTERN AVENUE | 


| outlets conveniently placed has picked 


Nowhen Llecdiric 


CHICAGO, ILL. 
So SL MeN 
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How to Handle a Woman 
Electrically 
When a woman is bored—Exciter. 


If she gets too excited—Controller. 


her to—Coaxer. | 
If she is willing to come half-way— 
Meter. | 


If she is willing to come all the way 


| —Receiver. 


When she gets there—Oscillator. | 


If she was too fast to stop—Dis- 
| 


patcher. 


| 


If she is an angel—Transformer. 
If she is a devil—Converter. 

If she tries to double-cross you—| 
Detector. 


If she proves your fears are wrong) 


_ —Compensator. 


If your fears are right—Arrester. | 





If she goes to pieces—Coherer. 


If she goes up in the air—Con- 
denser. | 
If she is hungry—Feeder. | 
If she sings foully—Tuner. 
If she gets cold—Heater. | 
If she gets too hot—Cooler. 
If she is a “nice” girl—Shocker. | 
If you have one just like her—| 
Alternator. | 

If she is too fat—Reducer. | 


If she fumes and sputters—Insu- 


| lator. 


And when you get tired of her— 
Electrocutor.—Irish Radio Journal. 


* * 


| 
If she becomes upset—Reverser. 
* | 


Bugs of the Business 
While the tumble bug has a place in| 
nature and possesses a perseverance 
which deserves admiration, his scope) 
is not regarded as a desirable one for | 
imitation. 





The 


Tumble 


Bug Possesses Per- 
severance 


The craftsman who supplies other 
than quality materials with adequate 


the tumble bug for a trade-mark.— 
The Red Shield. 
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If she won’t come when you want) 





——T 
CONDUIT 


T takes the “grief” out of conduit 

sales—the waste of your cust- 
omers’ time “chasing threads 
instead of profits”, and your own 
time in trouble-breeding argu- 
ments and allowances. 


“W EDGE-PROTECTED” 
insures clean-cut conduit sales, 
and a fair price for your couplings 
besides. 


All Leading Manufacturers 
Can Supply WEDGE-PROTECTED 
—Your Own Included 


WHY 
NOT 
? 


Sd 


WEDGE § 
NEWS FILMS E 
Release No.2 ; 


When your customer 
feels sore because he 
gets defective threads 
like this— 


And he has to waste 
time and money chas- 
ing them so they'll fit 
properly 


Why not get his order 
for Conduit with 
Wedge Protectors, put 
on by the manufactur- 
er when he cuts the 
threads, proof against 
enamel-choking— 


And impossible to 
shake looseintransit— 


So that when the Pro- 
tectors are released 
by a half-turn ofa 
Stillson— 


The threads are clean 
and perfect at both ends 
—and at a quarter the 
cost of protecting one 
end by theoldcoupling 
method. 


THE WEDGE THREAD 
PROTECTOR CO. 


1965 E. 66th St., CLEVELAND, 0. 
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Motor leads of No. 4 RC 
wires to 20 H. Pus 440 V. 
| Motor directly connected 
to water supply pump. 
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A Safer Tape for Covering 
High Voltage Joints 


In dielectric qualities Firestone Friction Tape 
surpasses Government standards as well as those of 
the largest equipment manufacturers. The special 
sulphur-free adhesive rubber with which the fabric 
—the backbone of the tape—is impregnated with- 
stands dirt, moisture, heat and cold, insuring last- 
ing insulation. 

Your customers want the greater, more permanent 
protection afforded by Firestone Friction Tape. 
Sold in bulk or convenient display cartons. For 
prices and specifications write the nearest Firestone 
Branch or the Factory at Akron, Ohio. 


2 Firestone 


FRICTION TAPE 


AMERICANS SHOULD PRODUCE THEIR OWN RUBBER... KSSinnlent. 











100 


THE JOBBER'S[IJSALESMAN 














“Circle T”’-- TRUMBULL 


Switches 
No.2221 





Tumbler 
Type 


Do You Knou--- 
1. You fellows are all acquainted with the “Circle T’’ No. 2221, 
Tumbler Type Switch. 


2. You have also received “Salesmen’s Data Sheet No. 1,’’ which 
gives a life sized cut of the switch, together with the salient features. 


—but— 


3. Do you know that if the total number of these switches which 
have been sold since they were first perfected a short time ago were 
placed end for end, they would encircle our entire plant about three 


times. 
—and— 


4. If the sales continue to increase as fast as they have been in- ° 
creasing up to this time, we will soon have sold enough of these 
switches to build a veritable wall about our entire grounds. 

5. If you are not getting your share of this business, you are passing 
up one of the easiest sellers in the industry. 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE,. CONN. 


































New York Chicago San Francisco 
114 Liberty Street 2001 .W. Pershing Road 595 Mission Street 
Boston Philadelphia Jacksonville, Fla. 






















New York’s Newest Hotel 
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Citas! Knickerbocker 
oéin lal Wdddd aaa Wa | 

Tyee ae ga 120-128 West 45th Street 













ee nrne unsurpassed, A 
few seconds to all leading 

shops and theatres. Away 
from the noise and bustle, and still 
convenient to everything. Between 
Grand Central and Pennsylvania 
Terminal. 


400 Rooms—400 Baths 







Rates 
$3 to $5 per Day 












JUST EAST OF BROADWAY AND TIMES SQUARE 
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Developed and Potential Water 
Power 


The Department of the Interior, 
through the Geological Survey, has 
brought up to date the Survey’s rec- 
ords of developed water power in the 
United States, showing that the total 
capacity of water wheels installed in 
plants of 100 horsepower or more in 
the United States in March, 1925, 
was 10,038,655 horsepower, an in- 
crease of 951,000 horsepower or 
nearly 1014 per cent, over the total 
of 9,087,958 horsepower in March, 
1924. Of this increase 939,000 
horsepower, or 99 per cent, was in 
public-utility power plants, and 
12,000 horsepower or 1 per cent, in 
manufacturing plants. 


The following table indicates that 
water-power development in_ the 
Middle Atlantic States, South Atlan- 
tic States, and East South Central 
States is progressing more rapidly 
than in other sections of the coun- 
try. New England’s relative stand- 
ing continues to decrease. It is of 
interest to note also that the water- 
power development in the Pacific 
States during 1924 failed to keep up 
with the rate maintained by the rest 
of the United States. 

DeveLopep Water Power 1nN Speciriep Dr- 


VISIONS OF THE Unitep Srartes 1n 1921, 
1924, ann 1925. 


Percentage of total 


Division in United States 

1921 1924 1925 
New England .............. 16.5 15.8 14.0 
Middle Atlantic ........ 18.7 19.1 19.4 
East North Central.... 9.3 9.1 8.8 
West North Central.... 5.6 5.1 5.1 
South Atlantic ............ 13.6 14.3 15.8 
East South Central... 3.1 3.8 4.0 
West South Central... .2 2 3 
SS alee: 10.4 9.7 93 
Pacific 22.6 23.5 23.3 


eo eeecmceecereeeceseseeses 








| 





No, this is not a new uniform for 
traffic cops. It’s just “Judge” Vogt of 
the Tidewater Electric Co., proving that 
it is possible to stand in the middle of 
44th and Broadway, New York and live 
to tell the tale. 
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MARK REG. U.S. PAT Ad 


REYNO|ITE 


Masterpiece Flush Plates 


for fine interiors—a superior 
plate for every purpose. 


Send for copy 
of new book- 
let, ‘In Good 
Taste’’, de- 
scribing all 
the Reynolite 


Masterpiece 
Flush Plates. 


REYNO|ITE 


Masterpiece Line of 
Electrical Convenience Fittings 


ACH the best of its kind that has ever been pro- 
duced, REYNOLITE molded electrical devices and 
we Re: a — products have set a new standard of supreme quality. 
Perfect in every detail, they make instant appeal to the 
public and truly sell on sight. And the prices are the same 
as those asked for other products of inferior quality. 


Cannot tar- REYNOLITE Masterpiece products, in their 
attractive Dealer Display Cartons are selling 


nish or cor- everywhere like wildfire. 


rode — not 


P Sf 
affected by Jobbers ! — Your dealers will be anxious 
heat, cold or — to reap the harvest of quick profits from this 
atmospheric line. Write us for full particulars of our attrac- 
“ 


conditions. tive proposition. 


REYNOJ|ITE DIVISION 


REYNOLDS SPRING COMPANY 
JACKSON, MICHIGAN 


REYNOLITE 
#610 Heater Cord Set 


With the new positive 
lever action switch 
that has taken the 
market by storm. 
(Also without switch) 
#600. The Heater * 
Cord Set De Luxe. 
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MANUFACTURERS | 


NEWS 

















Huffard Made Vice-President 
W. J. 
National 
St. 


Knapp, president of the 
Carbon Co., 30 East 42nd 
New York City, manufacturer of 





Paul P. Huffard 


“Eveready” flashlight and radio bat- 
teries, announces the election of Paul 
P. Huffard as vice-president and gen- 
eral manager of the company. 

Mr. Huffard began his career in 
1905 at the Electromentallurgical 
Works at Kanawha Falls, Va., 
chemist, while still a college student. 


as 


Upon attainment of his degree, he was 
transferred to the Niagara Falls plant 
of the Union Carbide & Carbon Corp., 
of which he eventually became super- 
His first position with the 
National Carbon Co. was works man- 


intendent. 


ager of the electrode plants; later, in 
charge of production of all the 
National Carbon Co. plants. His 
present advancement places him in 


charge of all phases of activities of 
the National Carbon Co. and its asso- 
ciated companies, including the Na- 
tional Carbon Co., of San Francisco, 
and the Canadian National Carbon 
Limited, 
Canada. 


Co., located in Toronto, 





Reynolds Makes Appointments 

H. B. Parke has been appointed 
district sales manager for the Rey- 
line for Pitts- 
burgh territory, covering western 
Pennsylvania, Ohio and West Virginia. 
The Reynolds Spring Co.’s Pittsburgh 
office is located at 305 Seventh Ave., 
Pittsburgh, Pa. 

C. N. Wiltbank and C. H. Fryburg 
have been appointed sales representa- 
tives for the Reynolite “Masterpiece” 
line in the Philadelphia territory han- 
dling eastern Pennsylvania, southern 
New Jersey, Delaware, and Mary- 
land. A branch office has been opened 
at 353 N. Fourth Ave., Philadelphia. 

* * * 
“All-Steel’ Products Through 
Bell & Co. 


Bell & Co., 2362 University Ave., 


nolite ‘“Masterpiece” 


_- Saint Paul, Minn., have just been ap- 


pointed direct factory representatives 
for the All-Steel-Equip Co., Aurora, 
Il. 
“All-Steel” products is maintained at 
Saint Paul. 


A complete warehouse stock of 





General Electric Factory Site in 
St. Louis 


Gerard Swope, president of the 
General Electric Co., has announced 
that the company has definitely de- 
cided to purchase a site for a manu- 
facturing establishment in the city of 
St. Louis. The tracts of real estate 
selected contain in the aggregate 
about 155 acres, of which all but 11 
acres are within the city limits, the 
balance lies just beyond the city limits 
in St. Louis County. 

The property in general lies be- 
tween the Belt Line of the Terminal 
Railroad Association and Goodfellow 
Ave. It also has a frontage on Bir- 
cher Ave. 


“The exact date on which construc- 
tion will commence has not been de- 
termined, and it will depend, of 
course, upon the future growth and 
development of the business of the 
General Electric Co.,”” Mr. Swope has 
said. “It has not yet been decided 
what character of apparatus will be 
manufactured. in St. Louis.” 








When P. M. Hotchkin, vice-president in charge of production, Curtis Lighting, 
Inc., Chicago, a hunting goes the office force just “licks its chops” in anticipation. 
Photo to left: Hotchkiss with the skull of the moose; right, guide helping the dis- 


interested buck have his picture taken. 


Yes, its a Novia Scotia scene. 
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Baldwin Made Vice-President 


George P. Baldwin, general mer- 
chandising manager of the General 
Electric Co., Schenectady, N. Y., was 





George P. Baldwin 


elected a vice-president of the com- 
pany at a meeting of the executive 
committee on November 20. In his 
new position, Mr. Baldwin will ‘have 
charge of activities connected with the 
electrification of steam railroads and 
such other duties as may be assigned 
by the president. His new headquar- 
ters will be at 120 Broadway, New 
York City. 

Charles E. Patterson, vice-president 
in charge of finance since 1920, will 





Chas. E. Patterson 


take charge of all merchandising 
activities of the company, including 
the supervision of company supply 
houses. He will make his headquar- 


ters at the Bridgeport, Conn., office | 
of the company. 

The accounting department respon- 
sibilities of Mr. Patterson will be as- 
sumed by the controller, S. L. White 
stone. 

Henry C. Houck, assistant general | 
merchandising manager of the com- 
pany has been appointed manager of 
the merchandising department at the 
Bridgeport works. 





* * 


When Roses Climb 


” Sheridan Knowles is a painter who 
has endeared himself to thousands of 
people on both sides of the Atlantic | 
by his pictures of “home, sweet home” 








in an old-world setting. He paints 
those charming villages where life 
flows placidly by amid simple joys and 
old-fashioned where 


interests, peace 


and contentment dwell. 


One of his pictures—“When Crim- 
son Roses Climb the Cottage Wall’’— | 
is reproduced in the new 1926 calen- 
dar of the Trumbull Electric Mfg. 
Co., Plainville, Conn. It is a striking 
piece of work. One of the first of the 
new calendars to appear, coming out 
early in December, it set a record hard 


to beat. 
* * * 


I. A. Bennett Goes to 
Pittsburgh 


Nineteen years ago I. A. Bennett | 


teok the first order for the National 
Metal Molding Co., Pittsburgh, organ- 
ized at that time. On January 1, this 
year, he became vice-president and 
general sales manager and takes up 
the work of Vice-president C. E. Cor- 
rigan The latter, while continuing as | 
vice-president, will now, after many 
years of service, take well-earned re- | 
lief from the exacting duties of man- 
agement of the company. 

During all the years intervening 
since the organization of the company, | 
Mr. Bennett has been its western rep- 
resentative, with headquarters in Chi- | 
cago, where a business of very large 
proportions has been built up. He 
has now left Chicago “lock, stock and 
to take 
up his residence in Pittsburgh. His 
son, R. C. Bennett, has assumed 
charge of the Chicago office, but other- 
wise there will be no change in the 
Chicago set-up. The Chicago head- 
quarters, however, will be changed | 
shortly to 753 W. Jackson Blvd., 
where they will occupy a new building. | 


barrel,’ as he expresses it, 





























“American Brano” j 
WEATHERPROOF Wire Ano CaBLes 


HAS NO EQUAL 








The Best Is 
None Too Good 


So we are constantly putting 
forth our best efforts to produce 
BETTER WIRE and CABLE. 


“American Brand” weather-proof 
and Bare Copper Wire and Cable 
and our “A-1” Brand Magnet 
Wire have always proven their 
stability wherever used, a fact 
well worth remembering. 


Send for a sample of each and 
be convinced of their merit. 
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Does It Pay to Use Good Wire? 


It certainly does. Here’s how you gain. 


You get a smooth waxed surface making a neat 
looking job. 


You get extreme flexibility for speed when in- 
stalling. 


You get a rugged wall of tough rubber for safety 
against short-circuits. 


You get all these advantages, yet it costs you no 
more to get 


URAWIRF 


Reg. U. S. Pat. Off. 
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Tubular Woven Fabric Co. 
For better wiring use all the 


Pawtucket, R. I. DURABILT products: 


DURADUCT for speed, 
DURAFLEX for safety, 
DURACORD for long life, and 
DURAWIRE for neat work. 
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New Electrical Products, Illustrated 








the 





olet.” 


The Reynolds Spring Co., Jackson, Mich., 
manufacturers of the “Reynolite 
piece” line of hot molded electrical conve- 
nience fittings are showing an exceptionally 
compact three-@®y plug known as the “Tri- 
The design and finish are exceptional 
and the material is tough and unaffected by 
atmospheric conditions. An exclusive mer- 
chandising feature appealing to the dealer is 
that loosening a screw permits removal of 
Edison screw member and instant con- 
version into pin type as shown in the illus- 
stration. 


Master- 








The Beaver Machine & Tool Co., 
Inc., of Newark, N. J., has just put 
on the market a new feed-through 
switch. The manufacturer claims this 
new model to be the smallest feed 
through switch of the longitudinally 
split type, that’ is to say the smallest 
feed-through switch housed in the con- 
ventional black molded casing. ‘The 
switch is appreciably shorter, nar- 
rower and thinner. The polished cas- 
ing houses the standard “Beaver” 
push through mechanism and carries 
the Underwriter’s approval. 








Detroit, 
Mich., has designed. a new electric 
cabinet for the ice cream trade. This 
unit contains all the features of. the 


The Kelvinator Corp., 


“Kelvinator” electric refrigeration 


machines. 





The Trico Fuse Mfg. Co., 
Milwaukee, Wis., makers of 
“Trico” fuses announces the 
addition of the new “Giant” 
fuse puller and replacer to 
its present model, the pocket- 
size tool. It is 12 in. long 
and made with 7 laminations 
of the finest genuine gray 
horn fibre, securely riveted 
at all points subject to 
strain. It is designed for 
use on fuses from 100-600 
Amps. 250 V. and 60-400 
Amps. 600 V., making it an 
ideal tool for safely and 
conveniently handling fuses 
of large capacity. 














The “Torrid” room heater is man- 
ufactured by Frank E. Wolcott Mfg. 
Co., Hartford, Conn. The copper 
bowl is 12 in. in diameter the back 
and base of which is finished in rus- 


— 





Acidproof 


| INSALUTE 


CEMENT 
‘UQUID PORCELAIN’ 
Sticks Like Cold Soide’ 


TO 
Pace 


SLAIN-GLass-METAL-ET® 








“Tnsalute” cement (liquid porce- 
lain) is a product of the ‘Technical 
Products Co., 116 Sheridan Sq., Pitts- 
burgh, Pa. It is acid proof and fire- 
proof. It is a white adhesive creamy 
paste which may be colored if desired 
to match other materials. 








Harvey Hubbell, Inc., Bridgeport, 
Conn., announces a new line of square 
handle toggle switches. These switches 
are equipped with a new, simplified 
“lock and release” mechanism. The 
handle of the switch operates directly 
on the “lock and release” movement 
instead of through a secondary mem- 
ber, resulting in an action which is 
exceptionally smooth and positive. 











The Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa., has intro- 
duced a new electric broiler. Radiant 
heaters mounters above the grid give 


a rapid. even heat. Heavy tile above 
the heater reflects the heat back to the 
grid. It has a highly polished steel 
trim which covers the body of the 
oven. 
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New Electrical Products, Illustrated 








The Variety Machine & 
Stamping Co., Cleveland, O., 
is manufacturing the ‘“Nat- 
ural” marcel waver. The fea- 
tures are: highly nickel plated 
seamless brass tubes; a 6-ft. 
flexible silk cord; a white en- 
ameled wood handle; a two- 
piece standard type plug, and 
a heating element so @®signed 
that it cannot overheat and 
which reaches the tempera- 
ture necessary to curl hair in 
three minutes. 








George Richards & Co., Inc., 557 W. 
Monroe St., Chicago, has announced 
the manufacture of a new style fix- 
ture strap, to be known as_ the 
“Hemco Groun-Tite” fixture hanger 
No. 14. This strap is similar to other 
types of fixture hangers now manu- 
factured by this company. In addi- 
tion to including the features of the 
other hangers, it has two slidable 
members which when not needed can 
be easily removed by straightening 
the lug holding them in the channel. 


























The “Gem Locktite” switch box and 
support is a product of the Chicago 
Fuse Mfg. Co., Chicago. The combi- 
nation consists of a switch box and 
two semi-tubular steel bars, the latter 
being nailed to the studding. 








The Beaver Machine & Tool Co., 
Newark, N. J., has brought out a 
new armored attachment plug. The 
shell of armor is made of steel and 
rust proofed by nickel plating. Sev- 
eral finishes are offered. 











A new valve refacing machine which 
cuts the time of regrinding valves on 
a six-cylinder automobile from 21, 
hours down to 80 minutes, is now be- 
ing marketed by the Van Norman 
Machine Tool Co., Springfield, Mass. 
The new machine replaces a former 
model, with added refinements brings 
greater efficiencies to valve repairing 
operations. The new model is known 
as the “Super Franklin Valve Refac- 
ing Machine,” and is driven by a 


quarter horse-power Westinghouse mo- 


tor. 





Here is a new Crescent dishwasher 
especially designed for small restau- 
rants, hospitals and diet kitchens; 
small club, schools’ and tearooms; 
small kitchens of every kind serving 
not over 100 persons at one sitting. 
This new machine is said to be the 
smallest and lowest priced electric 
dishwasher made for commercial use, 
vet it cleans 1,500 dishes an hour 
and is madé for heavy service. The 
Crescent Washing Machine Co., of 
New Rochelle, N. Y., who is announc- 
ing this new model states that this 
new small machine was designed by 
the same engineers and built by the 
same mechanics that produced the 
high speed Crescent Automatics— 
those big Crescents which clean as 
high as 18,000 dishes an hour in hotels 
like the Commodore, Edgewater 
Beach, and Book-Cadillac. 








The Rodale Mfg. Co., 492 Broome 
St., New York, announces its new 
cross bar for all types of wiring boxes 
for hanging wall brackets. A new 
feature has been designed, which will 
enable this bar to be used on any type 
box, such as Gem, “8”, Pancake, etc. 





It is also in production on a new 
item, consisting of three-way outlet 
which taps into wall and base recep- 
tacles and has three outlets. 





The single flush receptacle shown 
above is also a product of this com- 
pany. These are the smallest and shal- 
lowest of any now on the market and 
are designed with a view of facilitat- 
ing wiring. They are made of cold 
molded composition material, of ap- 
proved construction, and of a very 
neat design. 
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The Fullerton Electric 
Co., Inc., 20 W. 17th St., 
New York, announces the 
“Full-O-Lite” safety 
screwless holder unit, 
made in all sizes of close 
up and pendant type. 

The marvelous sim- 
plicity of this holder is 
particularly striking, the 
glass being securely and 
properly held in place 
without the use of any 
springs, catches, latches 
or other bothersome de- 
vices. Having only one 
moving part, a_ sliding 
sleeve, its operation is 
quick, safe and secure. 
The canopy has been 
made of the screw stem 
type which can drop 
down over entire chain. 





The 
First 





Edwin L. 
Ave., 
brought out a “Space Heater.” It 
is designed with the idea of meeting 
many applications of air heating. It 
consists of a resistor in the form of 
a coil which is embedded in the re- 
fractory and completely enclosed. 


Wiegand Co., 422 
Pittsburgh, Pa., has 








The above 814 in. portable “Hi-lo” 





The Type “A” Federal siren is a 
modern starting and quitting signal 
for mills, mines, factories, and other 
industrial operations requiring a 
sound signal of ample volume and dis- 
tinctive tone. It can be furnished 
with special coding type motor for 
giving call signals at slight extra cost. 
Used on autocall and other system. 
It is made by the Federal Electric 
Co., 8709 State St., Chicago. 





Harvey Hubbell, Inc., Bridgeport, 
Conn., has recently put on the market 
a new line of all porcelain ceiling re- 
ceptacles. These receptacles are made 
in pull and keyless types, with 21, in. 
porcelain shade holders, and with por- 
celain rings without shade holders. 
The rings and shade holders are in- 
terchangeable. Receptacles are made 
of clear white porcelain, and are suit- 
able for 31% in. and 4 in. outlet boxes. 
Each receptacle is a compact unit 
consisting of cover, interior, and shade 
holder or ring. 














The Trumbull Electric Mfg. Co., 
Plainville, Conn., has just brought 
out a new residence panelboard. It 
can be furnished for two wire branch 
circuits having three or two wire 
mains with single fusing or for two 
wire mains with double fusing. There 
are ¥/,-in. knockouts in the ends, sides, 
and back, and ¥, in. to 11% in. knock- 
outs in the ends and back for flexible 
or rigid conduit. A protective shield 
safeguards the user from accidental 
contact with current carrrying parts 
while renewing fuses. 








The new “Gem” vacuum cleaner is 
a product of the United Electric Co., 
Canton, O. It is equipped with a 
G. E. 1/5 H.P. motor, and ‘its nozzle 
and motor housings are of aluminum 
with a bright silvertone finish. The 
nozzle is 14 in. in width. It is com- 
plete with seven attachments. 





The Opalume Sign 
System, Inc., Battle 
Creek, Mich., is manu- 
facturing “No 
BRAKuM” signs for 
distribution through 
jobbers. They are un- 
breakable and can be 
easily assembled by 
dealers. Photo shows 



























room ventilator is a product of the 
Hi-Lo Products Co., 58 W. Jackson 







sign made for The De- 
Forest Radio Co. 





Blvd., Chicago. It is 12 in. high and 
is adjustable to fit all standard win- 
dow widths. 
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Here’s A Line That Will 
Boost Your Sales SKYHIGH™ 


And our policy is what does 
it—A complete line of qual- 
ity appliances at moderate 
prices sold thru the jobber 
exclusively and backed by 
National Advertising in such 
publications as The Ladies 
Home Journal, The Saturday 
Evening ¢eco 

Post and 
Good 
House- 
keeping. 
R e gard- 
less of the 
higher 
priced 





No. 220 
Turn Toast Toaster 
List Price $5.00 


lines you may now be carry- 
ing. You must have a mod- 
erate priced line to get mod- 
erate priced business. 


More and 
more the 
public is de- 
manding ap- 
pliances at 
moderate 
prices. Who 
is going to 
supply your 
dealers with 
this type of 
merchandise—You? or the 
other fellow. Security Ap- 
pliances solve the problem. 





8S 


No. 1 
Reflector Heater 
List Price $6.00 


Security Electric Mfg. Co. 
2935 Canton Street, Chicago 


Security 


HEATING APPLIANCES 

















| Noyes Made District Sales 
Manager 

| Announcement has been made by 

| the Chicago Fuse Mfg. Co., Chicago, 

| manufacturer of fuses, cutout bases, 








Lowell C. Noyes 


outlet boxes, switch boxes, etc., of the. 
appointment of Lowell C. Noyes as 





district sales manager in charge of the | 


Chicago territory. 
office at the company’s general offices 


He will have his | 


and factory at 15th and Laflin Sts., | 


Chicago. 
Sheffield Scientific School of 
Yale University in 1917, and after 
serving in the army was with the 


from 


Mr. Noyes was graduated 


Union Drop Forge Co., Chicago, for | 


three years, leaving that company to 
join the engineering department of 
the Chicago Fuse Mfg. Co. In 1924 
he was transferred to the sales depart- 
ment as sales engineer, in which ca- 
pacity he has been engaged until his 
recent promotion. 

x 


United Sells Cleaners Through 
Jobbers 
United Electric Co., 
of the 
announced in December 
“Gem” vacuum and 
recognizing the important part the 
jobber plays in the distribution of 
electrical merchandise plans to market 


* * 


The 
Ohio, 
cleaner, 


Canton, 
manufacturer 


new cleaner 


this cleaner through jobber - dealer 


| channels. 


The United Electric Co. one 
of the old line companies in the vac- 


is 


uum cleaner field and has a wealth of | 
experience behind it and all its engi- 


neering skill and experience have gone 


into the designing of the new “Gem.” 
It is moderately priced, vet affords the 
jobber and his dealers a good margin 
of profit. 


! 


“Ohio” | 


its | 





Guard 























ut HEHE 
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These lamp guards of expanded 
metal reinforced are heavy tin fin- 
ish. FLEXCO-LOK are key lock- 
ing. FLEXCO close with plain 
screws. Eleven of our own salesmen 
are working on this line—mostly to 
users and placing orders through 
jobbers with stocks. 


Flexible Steel Lacing Co. 
4698 Lexington St. Chicago, III. 


i 
|FLEXCO-LOK | 





i 





























































A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 


country consider THE 
JOBBER’s SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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All American Football Star 
Enters Electrical Industry 
C. C. Smith, or rather “Pat” Smith, 
as he is better known, made fame and 
Walter Camp’s All American as a 
plunging full back on Yost’s Univer- 
sity of Michigan football team of 
1917. 
field star on the great Naval Train- 
ing School Team at the Great Lakes. 
After the close of the war, “Pat” 
spent several years in Russia, work- 


THAT THE 


He did equally well as a back- 


ing with the American Relief Expe 
dition. Returning to America he 
recognized the possibilities of the elec- 
trical industry and chose to enter it. 
He is now a member of the Square D 
Company’s sales organization and is 
lecated at 613 Bessemer Bldg., Pitts- 
burgh, Pa. 
* * * 

Zinsmeyer off for the Coast 

Emil Zinsmeyer, sales manager of 
the Frank Adam Electric Co., St. 
Louis, is forsaking the Central West 
and moving out to California where he 
will look after Frank Adam interests 
on the Pacific Coast. H. J. Reinhardt 
Mr. Zinsmeyer as 


succeeds sales 


manager. 
* & 


“Sid” Corby to Establish 
Chicago Agency 

J. S. Corby, better known to every 
jobber throughout the Central West 
as “Sid” Corby, has severed connec 
tions with the Midland Division of the 
National Lamp Works and will con 
duct a manufacturers’ agency business 


SALESMAN OF THE 


in Chicago. He has been in the lamp 
business for 25 years and the friend- 
ships that he has formed among job- 
bers the Twin Cities to New 
Orleans and from Pittsburgh to Kansas 


from 


City will be a great asset to him in 








J. S. Corby 


Naturally, he 
a terri- 


his new undertaking. 
will confine his activitives to 
tory of the above limitations where 
he has been doing business for years. 

Mr. Corby will give personal atten- 
tion to substantial lines selling 
through electrical jobbers and backed 
with a clearly defined jobber policy. 
He is ready to talk with the manu- 
facturers of a limited number of such 
lines, and pending the opening of his 
Chicago offices may be reached at 
1601 Woodlawn Ave., Chicago. 











The Federal Radio Corp., Buffalo, N. Y., manufacturer of Federal “Ortho-Sonic” 
radio receivers, has eight champion Volley-ball teams made up of picked groups of 
the factory and office personnel. The two leagues consist of four teams each from 
the factory and the office. The factory league is represented by teams from the 


drafting department, tool room, factory 


cost department, and the machine shop. 


The office league consists of teams from the advertising, sales, laboratory, and 
general offices. Winners will be announced in February. 


JOBBER IS THE MOST 


| 


IMPORTANT MAN IN 


THE INDUSTRY.” 











RACINE 





“RELIANCE” 
AUTOMATIC TIME SWITCH 


And it’s the Repeat order of the 
“Reliance” Automatic Time Switch 
that will do it. 


There are no more dependable or 
more reliable switches made. The 
simplicity of construction, high 
quality materials and accuracy of 
manufacture have made these 
switches “stand out” in perform- 
ance and Service. Every switch 
is guaranteed for one year. Made 
in twelve different sizes for 10, 20, 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. Approved by 
the National Board of Fire Under- 
writers. 





“RACINE” 


AUTOMATIC TIME SWITCH 


An 8-day switch made in two sizes 
10 and 20 amperes selling for $19.50 
and $23.00 list. Investigate our 
proposition, start the New Year 
right. 


RELIANCE AUTOMATIC 
LIGHTING CO. 


1000 MEAD STREET 


Double Your 
SALES in 


1926 





WISC. 
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**The Adhesive of a Thousand Uses’’ 


ASSEMBLING REPAIRING INSULATING SEALING 


QUID PORCELAE 
a 


Nit 


ADHESIVE CEMENT 


FIREPROOF ACIDPROOF OILPROOF 














‘Sticks like cold solder’ to Metal— 
Glass—Porcelain—Wood and As- 
bestos. Used by the largest Fac- 
tories in the world. 


Write for Jobber’s special deal as 
*‘Insa-lute’’ can be sold to practical- 
ly everyone that the jobbers sales- 
man calls upon. 


12 eight-oz. cans packed in counter 
display case, to retail at 25c per 
can. Jobber’s profits large. 


“Insa-lute”” is a steady 


with your trade. 


repeater 


Ask us about your Cementing Problems 


SAMPLE CAN 


Mailed Anywhere 
Postpaid for 


Technical Products Co. 


116 Sheridan Sq., Pittsburgh, Pa. 

















FOR THE | 
NEW YEAR | 


Boys be on your toes, there sure “NUF” 
will be a big demand for “Canton” and 
“Slipknot” Friction tape during 1926, to 
say nothing of the number of orders 
you wil! be able to book on P. R. Splic- 
ing Compound. 








Now is the time to get set—You’ll want 

orders and you'll get them, and “nothin’ 

else but” if you SELL Plymouth Rub- 
ber products. “Let’s go.” 






Plymouth Rubber 


Company, Inc. 
CANTON MASS. 








| sington, 91; 





G. E. Provides Additional Life 
Insurance 

Eighty per cent, or 38,709 of the 
48,435 eligible employes, have taken 
out additional life insurance under the 
group rate provided by the General 
Electric Co. The plan became effec- 
tive November 16. The figures do not 
include employes of the incandescent 
lamp works, the Oakland, Calif. works 


or the Pacific coast district, where 


separate campaigns are being con- | 


ducted. This insurance is in addition 


_to the free policies provided by the 
| company. 


The percentages of employes in the 
various works of the company taking 


the additional insurance are: West 
Philadelphia, 92; Erie, 91; New Ken- 


York, 89; Baltimore, 84; 
Philadelphia, 83; Fort Wayne, 81; 
Bloomfield, 80; River Works, 
79; Pittsfield, 79; Schenectady, 78; 
West Lynn, 77; and Bridgeport, 76. 
In the general office, 76 per cent of 
the employes applied; and among the 
employes of the International General 
Electric Company in this country, 93 


Lynn, | 








per cent applied. Eighty-five per cent | 
of those in the merchandising division | 


have applied. 
tions, the 
with 93 per cent, the Atlantic district 
was second with 90 per cent, and the 
Central district third with 88 per cent. 





How to Select Fuses 


For Different oe and Sizes of Motors 






































Ban SB esta 


cones ° 
ee | 





insist on UNION Fases Ee: | BL 

















A convenient motor-rating card for 
posting up in industrial plants where 
electric motors are used has been com- 
piled and issued recently by the Chicago 
Fuse Mfg. Co. 15th and Laflin Sts., 
Chicago. Besides giving the full-load 
current, the correct ratings of starting 
fuses and running fuses for properly 
acral different types and sizes of 
motors are indicated. Copies of the card 
will be sent on requests made to the 
manufacturer. 


In the district organiza- | 
Rocky Mountain district led 
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TTT 


LORICAT 


(Enameled) 





NNN EA Avy. b) ul ews 





(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 


City. 

Manufactured solely by 
GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 














BlueBell 


Bell Ringing 
Transformer 






Salesmen— 
Here are § points to remember when selling 
the Bluebe: : 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory’ 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3040-48 Easton Avenue, ST. LOUIS, MO. 
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Quick! 


UICK to install, quick to 

sell. That means satis- 
faction all round for you with 
Pittsburgh Standard—the pat- 
ented Thread Protected 
Enameled Conduit. 


“Reaches the job ready to 
install”—saves time. Clean 
threads assure a tight-fitting 
conduit system. Pittsburgh 
Standard costs no more than 
ordinary enameled conduit. 
It will help you make 1926 
your banner year. 


Enameled Metals Co. 


PITTSBURGH, PA. 























IN MINNEAPOLIS 


You should choose as your tem- 
porary Home, the beautiful 


RADISSON 


The Radisson maintains its leadership among 
Minneapolis hotels by continually creating 
and adopting the newest in comfort, con- 
venience and luxury. The charges remain 
moderate. 








Pettingell Forms New Com- | 

R. V. Pettingell, who was formerly | 
president of the R. V. Pettingell Elec- | 
tric Supply Co., Boston, Mass., has | 











R. V. Pettingell 


that. 
company, and is now associated with 
C. A. Hastings of the Hastings Elec- 
The new 


sold out his entire interest in 





| trie Sales Co., Boston, Mass. 

' corporation which will succeed the 
Hastings Electric Sales Co., is the 
Hastings-Pettingell Sales Co., 42 Bin- 
ford St., South Boston, Mass. 

This company represents many of 
the leading lines of electrical merchan- 
dise manufactured in this country as 
factory representatives, and is made 
up of the following personnel: C. A. 
Hastings, president; R. V. Pettingell, 
treasurer. 

The organization consists also of 
salesmen who travel on the road doing 
missionary work for the lines repre- 
sented. One large warehouse is also 

maintained on the railroad siding, 
where all the material is carried in 
stock for the companies represented, 
so that local deliveries can be made to 
the various jobbers. It is said that this 
is the largest manufacturers’ agent in 
the east, carrying the largest stock. 
Plans will also be made so that this 
business will be materially increased. 


* * * 


| Tutin Representing Steel City 


A. H. Tutin has opened an office 
| and warehouse at 120 High Street, 
| Boston, carrying a complete stock of 
| Steel City Electric fittings and will 
represent Steel City in the New Eng- 











| land territory. 
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Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 


for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They cembine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 


to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 





HEMINGRAY 
GLASS COMPANY 
MUNCIE, INDIANA 





| 
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THE “1926” 


HARTFORD 
TIME SWITCH 


Is Made for the 


Jobber to Sell 


You can offer it to 
your trade with conf- 
dence that it is unques- 
tionably the best auto- 
matic time switch value 
available. 


No man can buy a time 
switch as good, as reli- 
able, as dependable for 
less money than he pays 
for a Hartford—and this 
is a fact! It simply can- 
not be done. 


There is a type in just 
the right capacity for 
every practical time switch 
purpose. 


Every Hartford Time 
Switch is backed by a 
guarantee which is fair 
and square and honest. 


And— 


No honest man_ has 
ever found fault with the 


way [| interpret my re- 
sponsibilities under this 
guarantee. 


Bulletins and prices on 
request. 


A. HALL BERRY 


General Sales Agent 
71-73 MURRAY ST. 


NEW YORK 




















U. S. Tool Company Expanding 

The U. S. Tool Co., Inc., whose 
factory is located on the edge of the 
residential part of that section of 
Newark, New Jersey, known as Am- 
pere, has made extensive additions 
and improvements in its plant. The 
present company was formed in 1919 
/and started with about 2000 square 
| feet on one floor of 51 Lawrence St. 
As the business grew larger quarters 
were taken at 117 Mechanic St.. with 
additional space at 78 and 117 
Mechanic St., where they used two 
floors. In December, 1924, the present 
buildings were purchased from the 
Electric Co., which had 
erected it with a view to using it as 
|a tube testing laboratory. That 
branch of the General Electric Co. 
was located in Ohio and the U. S. 
| Tool Co. promptly saw the advantages 
of both the site and the building and 
moved in April 1, 1925. 





General 


From its inception the company has 
| prospered and its officers are: E. M. 
|Squarey, president and _ treasurer: 
| Fred Koch, A. E. Borton, A. B. Ber- 
P. Powers, 
'secretary, and P, A. Prior, chairman 
| board of directors. 


gen, vice-presidents; W. 


The engineers are 
|W. P. Powers, who is a graduate of 
| the University of Pittsburgh, Pa., and 
was assistant to Professor Hazeltine 
|at the Stevens Institute, and Ernest 
Ross, formerly of the General Elec- 
'tric Co. laboratory at Schenectady. 
N. Y., A. D. Jack, tool designer; 
William Dester, inventor of the Dester 
| safety lighter for gas ranges; I. A. 
Schwartz, sales manager radio depart- 
ment and F. C. Danneman, sales man- 
ager sub-press division. 
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This is F. L. Williamson, who, as an- 
nounced in the December issue, has been 
appointed eastern sales manager for the 
Chicago Fuse Mfg. Co. Located at 71 
Murray St., New York, he will have super- 
vision of the New York and Philadelphia 
territories. 





In February, 1921, the company 
began making variable condensers for 
the radio industry and this depart- 
ment grew so rapidly that it soon be- 
came one of the largest departments of 
the business. 

M. F. in the Southwest 

On being asked how business con- 
ditions were in the great Southwest, 
both Claire Oldham, of C. H. Wallis 
& Co., and Geo. Anderson, of Wood & 
Lane, both firms being distributors of 
high-grade electrical and radio prod- 
ucts among the southwestern jobbers, 
admitted things in the St. Louis ter- 
vitory were M. F (meaning mighty 
fine, not micro-farad). 














| Due to an increase in production and the rounding out of their line of both the 


wrought iron and cast line of fixtures the Grahling Bros. Co., of Cleveland man- 
ufacturer of decorative lighting fitments announces that beginning January 1, 


1926, it will distribute its line of fixtures only through recognized electrical jobbers. 


| The above are good likenesses of the 
| L. J. Grahling, center is P. C. 


men behind the product. On the right is 


Grahling and left is W. W. Grahling, the three 
brothers who guide the destinies of the company. 
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Turnover 





ONDUIT that stays in the 

jobber’s warehouse pays no 
profit. The “on-the-job” per- 
formance of “Central Black” and 
“Central White” Conduit creates 
a demand that means rapid, steady 
turnover for the jobber—an ever- 
widening sales field for the job- 
ber’s salesman. 


Ready to install immediately— 
prepared to last as long as the 
building itself, “Central” saves 
time and money for both builder 
and contractor. 


“Central Black” 


—Enameled Rigid Steel Conduit 


“Central White” 


— Galvanized Rigid Steel Conduit | 


Central Tube Company 
PITTSBURGH 








the many fine things that are being 
said about 


AISLELITES 


Many of the boys have “cleaned up”’ selling 
AISLELITES in the past year which only 
indicates a Bigger and more Profitable year 
for 1926. 


The reputation of AISLELITES is estab- 
lished wherever diffused lights are used. They 
need no introduction. That’s why you and 
every Jobber’s Salesman can sell AISLE- 
LITES without sales resistance. 








EXHIBITORS SUPPLY CO. 
825 S. Wabash Ave., Chicago 


of the department. 











Dewees in Chicago 
H. K. Dewees, formerly of the 
Pittsburgh office of the Edison Elec- 


| tric Appliance Co., Chicago, has been 


appointed assistant manager of the 
appliance division with headquarters 
in Chicago. A. H. Jaeger is manager 
Mr. Dewees was 
with the Union Electric Co., of Pitts 
burgh, before joining the “Hotpoint” 
organization in Pittsburgh. 
* * * 


F. A. D. Andrea Re-elected 

F. A. D. Andrea has been re-elected 
president of the Independent Radio 
Manufacturers, Inc., the organization 
that controls the granting of licenses 
under the Hazeltine patents. The 
present term for which he was named 
is the second time that Mr. Andrea 
has been called to the presidency of 
the I. R. M., which is composed of 
the fourteen manufacturers of neutro 
dyne radio receivers. 

* * * 
Killark Building New Plant 
The Killark Electric Mfg. Co., St. 


Louis, Mo., has a new factory in 


course of erection at 3940 Easton 
Ave., St. Louis. The building will 


cover about 25,000 sq. ft. 








A “Sterling Character”—Tom Crofton— 
handling “Sterling” reflectors. 
combination to tie, much less to beat, in 
any league. .'Tom sees to it that the in- 
terests of the Reflector & Illuminating Co. 
are well taken care of—and then some—in 
the East, from the rock bound coast of 
Maine, as the poets would say, to the en- 
virons of the city of Washington, D. C. 
And his “square shootin’,” and straitfor- 
ward dealings, augmented by a_ whole- 
hearted desire to be of service, together 
with his ability to “play the game,” has 
won for Tom the recognition, support and 
good will of the jobbing fraternity. 


MUTOH or 
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OUTST eT ent 


XG 


To All Jobbers 


and 
Their Salesmen 


XG 


“‘The House 
Of a Thousand Lanterns’’ 


Pik 
Wishes You 


A Happy and 
Prosperous New Year 


Gruber Brothers 


«Manufacturers of 
Quality Lighting Specialties 
392 Broadway, New York. 


Ue eG eT en eT as 





A hard | 





Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U.S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 





Boston Omaha 
Buffalo Philadelphia 
Chicago Pittsburgh 
Cincinnati Portland, Ore 
Cleveland Rochester 
Columbus Sacramento 
Denver Salt Lake City 
Detroit San Francisco 
Indianapolis Seattle 
Trade Mark Kansas City Spokane 
Los Angeles St. Louis 
Atlanta Minneapolis Syracuse 
Baltimore New Orleans Toledo 
Birmingham New York 








11% 
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OL “O-cAP 


4 INCORPORATED 
Le 





a” cAP 
ber, BerTs nC 


Haf and Full Caps 


Caps, for one thing, must be right. 


Right colors and a right snug fit 
to the lamp so they “snap on and 
stay put.” Mine do. “Best thing 


that has ever been shown in a spring 


retainer,” says one man, 


(imconPouaTeo) 


1390 Sedgwick Avenue 
New York City 

















BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN | 














Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card usere—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Establis 







lished 1857 
Engravers Plate Makers Die Embossers 





1157 Fullerton Ave. CHICAGO 


70% Peonles Gas Bldg. 





| 




















Clinton Stark resigned from the West- 


inghouse Commercial Investment Co., 
November 1, to accept the position of 
sales manager of the Erie Malleable 


Iron Co., Erie, Pa., to promote the ex- 


pansion of their new “Kondu” line of 
threadless fittings. Mr. Stark was 
formerly connected with the Sprague 


Works of the General Electric Co., as 
manager of supply sales. Having been 
affiliated in the electrical jobbing in- 
dustry for many years, he has built up 
a reputation on administrative policies. 





est to 
which it covers. 


Latest Trade Literature 
Westinghouse Electric & Mfg. Co., 
Pittsburgh, Pa. 42-page 








East 


book on “The Engineering Achieve- 
ments” of the company. 
fine book, which should prove of inter- 


A really very 


those concerned in the field 


* o 7 

General Electric Co-, Schenectady. 
N. Y.—Catalog 6001B book is two 
inches thick, and contains more than 
1100 8 by 1014-in. pages; illustra- 
tions total more than 3200. Thumb 


indexed into 16 sections. 
* * * 


Radio Corporation of America, 
“Advertising and Sales Helps 
for Dealers,’ a publication indicating 
to dealers a complete picture of what 
they may expect of the R. C. A. in 


the way of promotional helps. 
* * * 





The Mitchell-Rand Mfg. Co., 
York.—A novel wall sheet showing 
the tables most frequently used in both 
electrical and machine shops. Tables 
of inch equivalents, copper wire and 


similar data, have been separately 


| printed in many forms for shop ref- 


erence. 
of the tables in general use. 
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Special Assembly 


Electrical and 
Porcelain _ 
to order 


Ask for Quotation 


Swan-Haverstick, Inc. 
Trenton, N.'J. 











A single chart contains all | 


New 


For SERVICE and DEPEN DABILIT Y 


TECCO Wiring Devices 


CONSULT AGENCIES 
E. R. BRYANT A. 8. DE VEAU 
Congress St. 53 Park Place 
Boston, Mass. New York, N. Y. 


8S. H. STOVER & CO. 
Century Bldg. 
Pittsburgh, Pa. 


POPKIN BROS. 
Madison Theatre Bldg. 
Detroit, Mich. 


J. P. LANE, 
Chemical Bldg. 
St. Louis, Mo. 


Sa SPECIAL- 


San Francisco, Cal. 
406 Mutual Bldg. Los Angeles, Cal. 
Kansas City, Mo. Seattle. Wash. 


Trenton Electric & Conduit Co., 
Trenton, New Jersey 


W. A. LEISER & CO, 
1607 Sansom St. 
Philadelphia, Pa. 


A. I. CLIFFORD CO. 
Odd Fellow’s Bidg. 
Indianapolis, Ind. 


SAGE & HEARL 
208 N. Canal St. 
Chicago, Ill. 


J. F. MEYN 


Inc. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 


Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











Tell Your Dealers 
THAT 


Velvet Frost 


Reg. U. S. Pat. Off. 


Enables them to per- 
manently frost any 
clear lamp in 2 
minutes. Safe and 
economical to use. 
244, 5 and 10-lb. 
cans. 

DEALERS NEED 
THIS FROST 
McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 














YAGER’S 
Soldering 


Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 























HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman SBt., Chicago, Ti. 


Plain or 

Butt Treated |) 
Northern | 
White Cedar || 


Western 
Red Cedar 
ALVULLTLLLL CERRO EDAD 


T. M. PARTRIDGE 


Lumber Company 













































































Bill Batchler Joins Clark & | 
Gansman 

W. J. (Bill) Batchler, 
been manager of the electrical depart- 
ment of the Baltimore Gas Light Co., 
to 
become district sales manager for the 
Clark & Gansman Electric Co., Phila- 
delphia, Manufacturers’ He 
will be located in Baltimore and cover 
Maryland, District of Columbia and 
Virginia. 

Bill had been with the Baltimore 
Gas Light seven years. Previous to 
| that he was with Jas. Stewart & Co., 
|New York, 


who has 


severed his connection 


January | 


agents. 





* * * 


James to Head Westinghouse 
Philadelphia District 

W. F. 

manager of the Philadelphia district 

of the Westinghouse Electric & Mfg. 

Co., 

has been assigned to special duties. 


James has been appointed 


succeeding H. H. Seabrook, who 
; Announcement of the changes were 


|made by E. D. Kilburn, vice-president 


|and general sales manager of the 
| Westinghouse company. 





Bob Gunther of the Jefferson Glass Co. 
on the left is endeavoring with the aid of 
Ed Rigby of the American Wiremold Co. 
to give a demonstration of how Eve 
tempted Adam with a little insignificant 
apple many long years ago. Unlike Eve, 
however, Ed isn’t going to fall as he says 
this is old stuff now and he’s going to 
profit through the errors of his ancestors. 
This little byplay took place at the frolic 
known as the outing of the Connecticut 
Electrical Get-Together which took place 
at Lake Compounce, Conn., last Septem- 
ber. 





| 
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Transformers and Chokes 
for B-Battery Eliminators 
Audio Transformers 
Voltmeters 


A. C. Tube Step-Down 


Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street, 





Tpropucts 


Detroit, Mich. 


































PUT YOUR WIRES ON THE SURFACE WITH 


WIREMOLD 


THE WIREMAN’S FRIEND 

















WESTERN RED 
GUARANTEED GRADES 
B 24Hour Service. 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Poles 


—J SEND FOR BOOKLET CONTAINING- 
VALUABLE 
: % 









tO Street «East eee: 


Se Dealers ile 








~NEW YORK CITY =. 

t. A Central Station 
‘ esting 

- ‘ering Pebbersi. 

Mla, rola % 

Central. . 


aod 





Se “Know Bv-Ted, ie 


























116 THE JOBBER’SI)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


Shades determine 
lighting effects 


UPANDOWN 


You are reading about something new, 
something quite different from all other 
lighting fixtures. 


Tork Upandown Brackets have realand 
permanent advantages all their own. 


1 They may be used with the lamp pointing 

either up or down, and with any type of 
shade you like best. This means that you can 
choose your lighting effects after the bracket is 
installed and change them whenever you wish 


7 An attachment plug may be 
instantly inserted into one of 
the sockets without disturbing the / 
the light and may be used whether 
the light is turned on or off. A 
most convenient and graceful way 
for connecting appliances and port 
able lamps. 


3 They are constructed of colored 
Bakelite by a new process 
which makes them easy to instal] 
and safe to use on any wall outlet. 
They are untarnishable. 


No finer bracket was ever 
made for its many purposes, 
but because this new method of 
using Bakelite serves these purposes 
in the simplest manner, an Upan- 
down Bracket costs less than any onceals part 
comparable lighting fixture. of the plug 


Net Prices of 
UPANDOWN BRACKETS 


at Dealers throughout the United States 


No, 1011 Ebony Material $4.25 each 
No. 1044 Old Mahogany Material $6.25 each 


At Canadian “Dealers $6 and $8.75 each respectvely 


Tork Upandown Brackets will also be sent post paid 
upon receipt of price plus 25¢ each to cover cost of 
postage and mailing. If desired, shipment will be made 
by parcel post, C.O. D 
On receipt of your name and address, with or without 
order, we will send you copy of an illustrated article 
**Some Thoughts About Lighting Fixtures’’ which will 
simplify your lighting problems, and which contains 
= illustrating Tork Ceiling Lights, Tork Upindown 
rackets, and Tork Tilting Balls—the new silent spot 
lamps for bedrooms and writing desks. 


TORK 
LIGHTS 


For Years to Come 


TORK COMPANY, 8 W. 40th St., New York 
Also Makers of TORK CLOCKS 











ANNOUNCEMENT 


I 


Alongside is advance 
copy of Literary Digest 
advertisement. 


2 


Did you read Literary 
Digest of December 
26th ? 


3 


Also please note Liter- 

ary Digest issues of 

January 16th and Janu- 
ary 30th. 


4 


New net price sheets 
dated January 2nd, 1926 
supersede all previous 
quotations 
on 


TORK LIGHTS 
and 


TORK CLOCKS 


New price sheet 26,015 

in your price book will 

increase your sales. If 

you don’t receive it, ask 
for it. 


TORK COMPANY 
New York 
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Facts and figures to prove that Eveready 
Batteries are the most economical 








‘ These Eveready Batterres are the correct“ 
size for your set. With average use they will last \! 
I you a year or longer / 


| Radio Batteries 





Tuesday night means 
Eveready Hour—9 
». m., Eastern Stand 
ard Time, through the 
following stations: 
WEAF—New York 


wcaE—Pittsburgh 
wsal—Cincinnati 
ww J-Detroit 
woc—Davenport 
<a eee 
WwoN-Chicago 
Ksp-St. Le 
wceco—Minneapo lis is 


“they | last longer 





‘Bt Paul 








THIS year will see the most specific, attention- 
compelling and convincing advertising ever 
done on batteries. Actual facts and figures will 
be used in the national advertising of Eveready 
Radio Batteries, irrefutable proof that they do 
There’s a mighty appeal to the 
“Fit the large 


last longer. 
pocketbook in this campaign 
me to three 
tubes, and they will last a year or longer. Use 
Eveready No. 770 or Eveready Layerbilt No. 


Evereadys, such as No. 772, to 


486 on four or more tubes, and get at least 
eight months’ service.” This campaign com- 
Its effect 


far exceeding anything 


bines news, education and selling. 
will be tremendous, 
ever before accomplished for battery sales 
Radio 


by advertising. This year Eveready 


Batteries take a great step forward. It will pay 
you and your dealers to march in the procession 
with them. 


full meaning of our 1926 Economy Campaign. 


See that your trade understands the 


Manufactured and guaranteed by 
J ‘ J 


NATIONAL CARBON COMPANY, 
New York 
Chicago Dallas 


Canadian National Carbon Co., 


EVEREADY 


Radio Batteries 


-they last longer 


INC. 
San Francisco 
Kansas City Pittsburgh 


Toronto, Ontar 


Atlanta 
Limited, 

















) aa Type “AF” BULLDOG 
Bulldog Safety Fusenters ie ety FUSENTERS are 


—Type “AF” Combi- i x oo Ss made for any number of 
nations of standard units . — Ms , Circuits, Regular Jobbers 


; ] , stock sizes up to 20 Circuits. 
of high grade moulded Highest in Quality—finest in 
composition blocks appearance. 


Making Good Our Promise 


—and now come BULLDOG Safety FUSENTERS, Type “AF” 
—the finest quality equipment for the finest buildings. 


\We have told you that BULLDOG had in process of development, a number of 
remarkable improvements in electrical equipment—some of which were nothing short 
of epoch-making—and which wou!d be announced during the coming months. BULLDOG 
Safety FUSENTERS, Type “AF”, are another step in the fulfillment of our promise. 


BULLDOG Safety FUSENTERS, 
Type “BF” are as far ahead of the 
old type fuse box as the most in- 
expensive of automobiles is ahead 
of the horse and buggy. On the 
other hand, BULLDOG § Safety 
FUSENTERS, Type “AF”, are to 
the electrical industry what Cadillac 
Faseuien automobiles are to the automobile 
a : industry. BULLDOG Safety 
FUSENTERS, Type “AF,” are the 
outstanding quality equipment for 
the very finest type of buildings. 














In all your experience, you have 
never had such a remarkable sell- 
ing’ opportunity as BULLDOG 
; Safety FUSENTERS offer you. 
BULLDOG Safety The LUMINIZED 
FUSENTERS—T y p e Write for Bulletin No. 101, prices BULLDOG | SAFET} 
“BE”, supersede the old and data SWITCH—highest qual- 
style cutouts and cutout ’ ae ity switch on the market 
boxes, Cost less to it- Watch for Coming Announcements Equally Important th every item of de- 
stall. SIGN and construction 
tending toward greatest 
safety and durability. 


SWITCHBOARDS:PANELBOARDS-CABINETS 


MUTUAL ELECTRIC & MACHINE COMPANY, DETROIT, MICHIGAN, U.S.A. 











